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Fully automatic Quantrols shut off at precise preset gallonage 


Compact Meter unit-built assembly, with flexibility of piping 


arrangement, saves valuable space on modern lube oil trucks 


Sustained BiRotor accuracy and low maintenance assure con 


tinuous trouble-free service 


baster, more accurate, cleaner delivert nean mor 
profit per deliver per unit, per day. Bucketing errors and 
hortages are overcome. Human oversight, carlessness and 
pillage are avoided. No back-breaking effort 1 required 


That vhy the trend amongst leading oi Companies ts to 
Brodie offers a complete 


lube oi metering. That's also why Brodie BiRotor Meters of BiRotor Meters, counter 
with ther rugged dependability, high sustained accuracy and accessories for every pe 

troleum meter j \eed 
and low maintenance are being installed. Write today for 


full details on Brodie BiRotors for lube oil metering 


ALL STEEL 


Bropie 2" METE 


RALPH N. BRODIE COMPANY - San Leandro, California, U.S.A. 


CHICAGO OFFICE SEATTLE 9, WASH LOS ANGELES 22, CALIF 


MI. VERNON, N.Y DALLAS 2, TEXAS 
271 9th Ave. N 5401 E. Sheila Street 


550 So. Columbus Ave 167 Parkhouse St 1227 Circle Ave., Forest Park, til 
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good driveway salesmen 

















It’s expensive and time-consuming to hire and \ Who's wearing your face?”’, an informative 


train men for jobs as driveway salesmen. Yet serv- oa booklet for dealers that suggests interview- 
° ‘ ‘ ing tec hniques, shows how to vauge ap ili- 
ice-station dealers are constantly faced with the | oe rs 


ad aa cants answers, and pros ides surmple appli a- 
here today—gone tomorrow” turnover of these 
tion forms and rating sheets 


all-important salesmen. 


Ethyl’s national survey of 4,562 representative ’ Uhere are numerous Ethyl Training aids 
, . t! » Prod et Sales ¢ | ‘ “| (are am 
dealers pointed up the seriousness of this problem, cates ieecges " a we Care” and 


m “Fire Power” shows, booklets for dealer edu 
and led to the development of Ethyl’s Recruiting 

cation, and other materials that explain 
and Training Program. Here are some of the R & J engines, fuels, and service-station selling 
aids that are helping the oil industry to build a 


more stable and dependable service-station force. For Better Performance.” a color movie in 


full animation, clearly demonstrates how the 
properties of gasoline are related to engine 
‘Dick Your Tomorrow.” a dramatic movie performance. A new film inthe Training phase 
in full color, designed to be of special interest . of the program is planned for release in 1956, 
to young men, shows the advantages and 
opportunities of service-station work. 300 These materials can be used eflectively to supple 
prints of this film are already in oil-company ment your own programs. All the materials —and 
hands. Along with the movie goes . . . those planned for the future— are designed for use 
at the local level . at clubs, before business and 
“Which way am I going?”, a stimulating fraternal groups, and at high-school career clinics 
2 booklet to help young men size themselves Falk with your Ethyl representative about the 
* up. [t accurately explains the requirements best wav to put the R& T Program to work for 


and benefits of service-station work. you. He'll be glad to help vou 


ETHYL CORPORATION 


New York 17, N.Y 
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BRONZE -MONEL- ALUMINUM: STAINLESS STEEL 


CIN.O 


633-6 


INDUSTRIAL 
—s lm HOSE LINES - 
— _ ‘TANK TRUCK 


Make field repairs quickly with 


this simple attachment of hose to a FUEL DELIVERY 


KAMLOK shank type adaptor and 


coupler by using hose clamps. Leak- | RINE SERVICE ; 


proof, light weight, easy to handle. 





*KAMLOK’S POSITIVE SEAL ALL ALONG THE LINE 
ALL KAMLOKS COUPLE AND UNCOUPLE ASSURES GREATER IN HANDLING ALL TYPES 
INSTANTLY REGARDLESS OF HOOK-UP OF LIQUIDS. Excellent bose has been condemned too often 
because Of inferior couplings. To eliminate twisting, kinking, 
aod straining, to add extra life and endurance to your hose use 
a good coupler . . . use KAMLOKS, Available in any combina- 
tion to meet coupling requirements in sizes from %" to 4” in- 
an : clusive, Sizes %" through 4” ‘of special hard wear-resistant bronze 
, we and OPALUMIN*. 1” through 4" of monel. 1" and 2” (633A 
ad and 6338 only) of stainless: 
Wis 


OPW CORPORATION Su 
2735 COLERAIN AVENUE “ Re Pin BE 
CINCINNATI 25, OHIO 
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NEW YORK 4, N. Y 

WIBCONSIN~-907 South First ®t. « KANSAS CITY 13, MISSOURI--025 Grand Ave. + D 

4140 Lindell Blvd + DALLAS 1, TEXAS-—Magnolis Petroleum Co., Magnelie Building + LOS 
GBueuny veniemily leceted service 


PROTECTIO 
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for the wheels that make 
the world go ‘round! 





For everything that runs, there is a correct 


Flying Red Horse Lubricant! 


b onmecarys of years ago some obseure genius in 
vented the wheel. With it he made possible most 
of today’s mechanical marvels—and at the same time 
created a need— Lubrication! 

This need has become so vital over the centuries 
that today transportation and industry could not 
function without lubricants and lubrication knowl 
edge. The Socony Mobil Oil Company is a leader in 
this specialized field. 

For over 89 years Socony Mobil has met the 
lubrication requirements of pioneers in many fields. 


The Leader in Lubrication for 


Mobi! mainteins many other eon 


Aviation’s Wright Brothers ... early car makers... 
the inventor of the Diesel engine are only a few who 
have called on the Flying Red Horse for specialized 
lubricants. 

Today, new developments such as atomic power, 
jet engines and gas turbines pose new and complex 
lubrication problems. Socony Mobil Oil is proud that 
it’s being called on to solve these problems and plans 
to continue to devote its facili- 
ties and products to keeping 
the wheels of the world moving. 





nearly a Century! 


SOCONY MOBIL Oil COMPANY, INC 


26 Broedway + CHICAGO 5, ILLINOIS. .6¢9 EK Ven Buren & + BALTIMORE 18. MARYLAND—1914 North Charles St. + MILWAUKEE 1 


ETROIT 82, MICHIGAN-—-908 West Grand Bivd. + ST. LOUIS 8, MISSOURI 
ANGELES i, - m Corp. 612 8 Flower & 
efiess © give you close and fast cooperation 
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Publisher's Page 


THANK YOU, JAMIE CLARK! 
AMIE CLARK runs a very fine trade association, the Texas 
J Oil Jobbers Assn. And he puts out a fine publication called 
The Texas Oil Jobber” which we of NPN enjoy reading 
A recent issue mentioned NPN articles 
about Texas jobber operations, listing one 
about the Traylor Oil Co., another about 
the Howard-Reed Oil Co., another about 
the Barney Holland Oil Co. and so forth 
Commenting on the Traylor article, 
Jamie wrote, “The Traylor story is of 
particular interest to your Executive Sec 
retary who has gotten out on a limb on 
several occasions in stating that too many 
Texas Oil Jobbers were going after gal 
Jemie Clerk lonage instead of net profit, cited that 
many jobbers who were doing 100,000 
gal. a month were making more money than some jobbers 
who were doing twice the amount.” (The Traylor story, p 
June 55 NPN, tells how Marshall Traylor cut back his 
operation and boosted his net profits.) 
Reading on, I felt a sensation of keen pleasure 
This is what I read: “Any Texas Oil Jobber who is not a 
subscriber to the NATIONAL PETROLEUM News is depriving 
himself of a lot of valuable information that will improve his 
operations considerably. Those of you who are not subscribers 
at the present time, let us suggest that you send in your sub 
scription immediately. Your Association will not realize any 
cash returns for this ‘boost’ for the NATIONAL PETROLEUM 
News. We do feel, however, that the publication will be of 
tremendous benefit to you.” 


THE OPEN DOOR 


()' R second annual preview of next year’s cars bears an 
interesting sidelight 

It is our second because the Detroit bureau was just opened 
a year and a half ago. Last year Holger Ridder called on 19 
manufacturers to gather the information from advance tech 
nical data for the first preview. Four declined, saying they 
didn’t give advance information to anyone. So why should 
they make an exception? 

Copies of the subsequent preview were sent to all sources 
and the four that didn’t co-operate 

“This year,” says Holger, “I was quite warmly received 
There was not one instance of anyone even hesitating to give 
me the information. One thing stood out. Each of my contacts 
recalled last year’s report.” 


Harry Wappe rt, Publisher 





Rotary Frame Pick-Up Lift 


Speeds repair and brake work, too... 
makes all service jobs more profitable 


Users of the Rotary Frame Pick-Up Lift report it saves Inexpensive to buy .. . to install . . . to maintain 
up to 60% of the time required for lubrication jobs on Initial cost and installation of the Rotary Frame Pick- 
other lifts. On repairs and brake work this utility lift Up Lift are in line with other standard single-jack lifts 
also saves time and enables attendants to do a_ better It’s far more profitable, though, because it’s fast ane 
job. It’s so fast and versatile, in fact, some planned two- efficient for all types of work 

bay eCrvice tation are being converted to one-bay, ROTARY, the original manufacture? of hydraulic 


using only the Frame Pick-Up Lift to handle all jobs. auto lifts... and still the leader 

















it’s a lubrication lift! 
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SPECIFY NEW 
@ HARDENED BALL RACES IN ALL TYPES 


@ PACKING SEALS REPLACEABLE 
ea on WITHOUT DISMANTLING SWING JOINT 


@ SELF-ADJUSTING UNDER VACUUM AND PRESSURE 


4 ER: ES @ AVAILABLE IN ANY COMBINATION OF THREADED 
OR FLANGED CONNECTION 

@ CAN BE EMPLOYED ON SUCTION OR PRESSURE 

STEEL LINES WITHOUT CHANGING THE PACKING SEALS 


The new Wheaton Series 400 Steel Swing Joints 
SWING JOINTS have hardened raceways to afford high load bearing 
capacity and elevated pressure. Packing designs for 

ic 


specific service requirements assure constant torque 
For Pressure to 1000 psi. cwp. at any given pressure. Low maintenance cost afforded 
Temperature from #225°F to ~65°F by the quick replaceable packing seal feature 








TYPE 470 TYPE 470F TYPE 471 TYPE 471F TYPE 472 


NOTE: Swing joints are 
furnished with bosses for 
counter weights on loading 
arm assemblies and are 
also available in brass and 
aluminum. Many combina 
tions of swing joints are 
available which are not 
shown both in flanged and 
threaded connections. 


TYPE 472F TYPE 473 TYPE 474 TYPE 475C 


CALL OR WRITE FOR NEW WHEATON CATALOG EXCLUSIVE DESIGN 


NO. 63 CONTAINING COMPLETE INFORMATION ON 


SERVICE-PROVEN BULK HANDLING EQUIPMENT. SIMPLIFIES MAINTENANCE— 


Replacement of the 

W a FE A T Oo N ) packing seal is ex- 

ceptionally simple 

¢ and is quickly ac- 

B BD A S S WwW ©] R K S ‘| complished without 

NION | \ dismantling the 

U _ NEW JERSEY swing joint. It is 

| . never necessary to 

Manutactured also by: - = dismantle a loading 

EMPIRE BRASS MFG. CO., LTD., LONDON, ONTARIO, CANADA ° assembly or piping 
€MCO BRASS MFG. CO., LTD., WESTWOOD, INDUSTRIAL ; : Sani 

ESTATES, RAMSGATE ROAD, MARGATE, KENT, ENGLAND : installation in order 

WORTHINGTON S.A. (MAQUINAS), RUA SANTA’ LUZIA, 685 to replace a packing 


RIO DE JANEIRO, BRAZIL, SA : 
seal in these Wheat- 


Represented in Mexico by on Swing Joints. 








MR. ENRIQUE A. TESSADA, 1510 PASEO DE LA REFORMA 
MEXICO CITY. 0.F., MEXICO 
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A Helping Hand to Greater Profits! 


... 8ervice-station operator counts on the dependability and efliciency of 


Westinghouse Air Compressors to help him turn out more work at lower cost 


The operations that make those extra profits for you Thermal overload protection — cuts current if motor 
require air power. That is why you should select a should overheat 

compressor that is dependable, and so efficient that Automotive-type lubrication — pressure principle 
you get all the air you need at lower cost. forces oll to every moving past for longer Mile 
That is why you should select a Westinghouse Air Two-stage, sir-cocled design ~ provides alt at max> 
Compressor. Just look at a few features: imum eflicioncy. Costa lees to operate 
Low oil-level protection — your Westinghouse won't Insist that your station ie equipped with a West 
pump air if the oil-level or oil pressure is too low. 


inghouse Air Compressor and you'll truly have a 
You never get repair bills for lack of lubrication. 


helping hand to greater profits. Sizes from 1'% to 
Starting unloader — keeps compressor unloaded until 15 hp are available for automatic start and stop and 
motor reaches normal speed and oil circulation starts. continuous operation. Write for literature 


Ua U0) [aac of ws ct Air Brake Co. 
» Ge rh. GE <he 


PORTARLE Alm COMPRESSORS 6+ TRACTAIR * STATIONARY alt COMPEESSONR + EnGinesS + AMRTOOIR © TRUCK miztas * RONT.f LOsDERS 





Distributors in all principal cities 
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Over the years the Farrell trademark 
has become synonymous with “quality” in 
the petroleum industry. Major oil com- 
panies, independents, large and small and 
fuel oil distributors alike have come to 
Farrell with their transportation problems. 
The solutions have always been a truck 
tank or semi-trailer designed to meet the 
operators exact requirements. Why not let 
Farrell help cut petroleum transportation 
costs for you. Like countless others you will 
find Farrell gives you more for your trans- 
portation dollar and the added quality 
costs far less than you had imagined. 


Your copy of these 
set s brand new brochures 
wilt be ™ are yours for the 

asking. Write today. 

wv 


a ie CO a LAM MG} x, OHH Y 
/, i od ant / 


804 EAST CASS STREET @ JOLIET, ILLINOIS 
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Letters 


CHASSIS LUBE MARKET 


To THE Epiror 











The chassis lube market story (Aug 
NPN, p. 31) is well written and quite 
comprehensive. As with any contro 
versial matter there will be differences 
ot opinion However, in our Opinion, 
you have given an accurate forecast 
of the future of automobile lubrica 
tion. That it will happen is certain 
How far in the future is the big ques 
tion 

We are pleased with your accurate 
and factual report on the Multi-Luber 
We sincerely believe it to be the logi 
cal approach to proper lubrication 
and yet we realize that the thinking 
of the automotive engineers is toward 
elimination of lubrication through the 
use Of sealed bearings and materials 
which do not require lubricants 

FosteR HOLMES 

Vice President 

Lincoln Engineering Co 
$1. Louis, Mo 


lo THE Eptror 


Holger Ridder 
mended for 


should be com 
this thorough reporting 
and appraisal of a controversial sub 
ject which is of vital concern not only 
to Sinclair but to all oil marketing 
companies 

We have been closely following the 
developments in passenger car chassis 
lubrication requirements and it is my 
opinion that this will be a continuing 
trend in future designs, as Mr. Ridder 
has reported 

There is only one point in the arti 
cle to which I do not subscribe and 
that concerns the comments by auto 
motive industry spokesmen that the 
trend in design toward reducing peri 
odic lubrication service has been ac 
celerated by inadequate quality lubri 
cants. It is a matter of record that the 
car manufacturer specifications cover 
ing chassis lubricants are of a lower 
standard than the products 
which oil companies supply to their 


quality 


service stations 





You are more than welcome to 
write—if you feel like criticizing an 
article, commenting on the news or 
putting your views on paper. 

Write to: 
Editor, 
National Petroleum News 
330 West 42nd St. 
New York 36, N. Y. 
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Practically all major oil Companies 
premium quality product, 
which are 


supply a 
some of multi-purpose 


greases incorporating superior per 
formance 
manufacturers 
any interest in purchasing the superior 


initial 


characteristics The cal 
have not evidenced 


quality lubricants for use in 
lubrication service 
L. W. LeATH 
Vice President 
Sinclair Refining Co 


New York City 


factory 


fo THE Eprror 


The August NPN article on the 
chassis lube market by Holger Ridder 
has pointed up a problem we have 
been disturbed about 

With 
lube equipment and with our opera 


tors depending on a substantial part of 


substantial investments in 


their gross income from lube work 
this trend is more far-reaching than 
many people believe 
It is a most timely and effective 
an industry problem 
W. TURNER CLACK 
H. Earl Clack, Ine 
Wash 


treatment of 


Spokane 


lo THE Epiror 


Your story on the chassis lube mar 
ket is thought-provoking and will tend 
to condition oil people for what may 
lie ahead in the field of lube jobs 

There is no question whatever that 
not Only are chassis fittings disappear 
ing on late model vehicles, but also 
with the advent of the newer type sus 
pensions they may continue to d 
crease 

There is one point that should he 
And that is with the 
increasing use of ball joint front end 


made very cleat 
and the sharp decline of the number 
of lubricating fittings, there is a very 
definite requirement of better quality 
lubricants. This trend was 
last year 
period were neglected or if 


apparent 
when if the chassis lube 
inferior 
chassis lubricants were used, hard 
steering was the result Perhaps the 
oil industry’s cue is to make som 
super-quality chassis lubes availabk 
in higher viscosities, which have maxi 
mum resistance to both water and salt 


Whether this objective 
the time interval between lubrication 


would increas 


would require some further study 
Perhaps what the oil industry ought 
to be selling the customer is the fact 
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You get 
S; 


’ 

safety, 
economy 

when you get 


EVER-TITE 


QUICK 
COUPLINGS 


Ever-Tite ouplings 
give you connections 
that are always 
tight...safe...fast. 


No sliding 
rings; absolute 
tightness is pre- 
determined in 
manufacture by 
positive gasket 
compression. 


You just slip the 
coupler over the 
adapter, and close 
the handles. 


EVER-TITE 
Standard 
Adapter and 


If you want to make Coupler 


it fast, make it 
Ever-Tite—the first 
choice where per- 
formance is the first 
consideration. In 
stainless steel, bronze, 
aluminum, steel and 
malleable iron. Ask 
your distributor now. 


EVER-TITE COUPLING CO. INC 
254 West 54th Street 
New York 19, N.Y 


EVER-TITE 
Adapter and 
Coupler 
for 
Tank Car 
Unloading 


EVER-TITE 
Coupling 
Elbow and 
Check Valve 
Unit 





BENNETT 0" 


IS MY NAME... 


Just a routine check, Sir. If 
you need pails in a hurry, then 
we’re looking for you. 


We want you to do business 

with people you can count on 
Call Bennett for your steel 

container requirements. 


We're ready, when you need us, 
with merchandise that’s pre 
tested for perfection before it 
reaches you 


Just give us the facts, Sir. Tell 


us your needs, We’re centrally 
located to ship anywhere. 


Y 


Dome Top Utility Cans 


Open-Head Pails 
Closed-Head Pails 


a 


BENNETT INDUSTRIES 


INCORPORATED 


Peotone, Illinois 


Hi-Bake Linings 


40 Miles South Of Chicago Loop On Route U. § 


Chicago Telephone iNterocean 86-9480 
Long Distance Peotone 2791 





that it is smart to be safe with his 
steering connection linkage, and that 
the first .002 or .003 wear on modern 
automobile linkages makes the differ- 
ence between good and poor control 
of the car at high speeds. There seems 
to be an increasing number of cars 
going out of control on curves and 
under high speed operation. Usually 
these vehicles are from one to four or 
five years old and no longer have good 
steering control, primarily due to wear 
caused by lack of lubrication. 

It seems to me that there is a gen- 
eral impression of a little too much 
selling going on in the section (p. 34) 
devoted to the Multi-Luber. While 
only a small proportion of our popula 
tion are Scottish, nevertheless it does 
not take a man of any particular na 
tionality to figure out that a Multi- 
Luber is a poor investment from a 
dollars and cents standpoint. For in- 
stance, for $50 invested in a new car 
he is able to buy about 33 lube jobs at 
the current rate of $1.50 per job. Thus 
if he is the first owner of a new car 
he will likely figure that it would cost 
him considerably less to have the car 
serviced at a service station as before, 
and save the $50 in Multi-Luber in 
vestment. 

Another factor which should be 
stressed is that a car should be put on 
the lift and its units examined for 
lubrication level at least four times a 
year. The risk of leaky seals and dam 
age to the component parts is so great 
the average motorist would not want 
to take a chance on creating unnec- 
essary expense. Perhaps the Multi- 
Luber should contain some telegraphic 
red light indicator which would insure 
the driver knowing that his differential 
was operating at a safe level 

There are many sage comments in 
the portion of the article entitled “Will 
Oil Forestall the Threat?” I was in a 
service station garage this morning in 
which they average about three auto- 
matic transmission jobs per week and 
this is an expensive service item. Per- 
haps the oil companies ought to be 
doing a better job of selling automatic 
transmission service lubrication. 

Again I'd like to compliment your 
staff on bringing the oil industry face 
to face with a changing lubrication 
market. I have no doubt that the 
progressive oil companies will meet it 
by giving better service and promoting 
the sale of better chassis lubricants for 
greater safety on the highways 

R. I. POTTER 
Lubrication Engineer 


Standard Oil Co. (Ohio) 
Cleveland, Ohio 
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DEALERS TALK LEASES 


To THE EDITOR: 


Your article on service station leases 
(July NPN, p. 41) is very good. The 
rent excuse that the oil companies use 
against the longer lease is quite ridicu- 
lous. | doubt very much if any exist- 
ing stations 15 years old or more, have 
not had their initial investment re 
turned through rent. 

Ihe statement by a marketing ex 
ecutive of a major Eastern company 
(p. 42, column 2) “We use the one- 
year lease because it is most conven- 
ient,” is the reason I have been forced 
to reopen my station on Sundays—or 
they will get an operator who will 


JOSEPH SYNK 

Vice President 

Cleveland Gasoline Dealers 
Assn., Inc. 

Cleveland, Ohio 


fo THE EpiTor 


“What the Lease Talk Is All About’ 
is timely and encouraging. 

Most major oil companies are think 
ing about longer term leases. Some 
have already adopted this policy 

The industry should not expect this 
to provide the solution to its many 
problems, real or imaginary. But it is 
the first big step in the direction of 
good dealer intra-industry relations 

In the beginning, long term leases 
should be given to the established 
dealers who have proved qualified 
and in areas where realty values have 
been established. Later, with experi- 
ence in this program, the base may be 
broadened to include other areas and 
qualified dealers 

The program would be an incentive 
for dealers to improve their opera 
tions: with good housekeeping, good 
sales and service promotion, 
record keeping, and use of the advice 
and training made available by various 
agencies and the supplying company 
It would tend to upgrade some of the 
dealers, give them the feeling of being 
community businessmen and good 
neighbors of some stature. This would 
result in better customer relations, a 
direct benefit to oil companies. The 
program would attract good men to 
the service station field, knowing that, 
ultimately, there is a degree of secu 
rity. The sons of present dealers would 
be encouraged to follow the parents’ 
footsteps. 

True, some of us older dealers are 
not concerned with the term of our 
leases. However, ours 18 a growing 
and expanding industry. We need 


good 
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new, able and qualified young men to 
man the stations and be a credit to 
the oil industry : 
SAMUEL ROSENWASSER 


S. R. Service Stations 
New York City. 
Mr. Rosenwasser is a member of 
American Petroleum Institute Service 
Station Advisory Committee—Fd. 


MORE ON FARM CREDIT 


[oO THE EpITor: 

I enjoyed reading the “Letters to 
the Editor” comments in your August 
issue On Indiana Standard’s farm credit 
plan (July NPN, p. 80) 

I had an interesting meeting last 
fall with a man from Standard’s Chi 
cago office. We both came to the con 
clusion that handling farm credit was 
like sitting on a keg of dynamite and 
hoping it doesn’t go off! 

C. W. FROMKE 
C. W. Fromke Oil Co 
Plankinion, S. D 


To THE Epiror: 
We are in the process of working 

out our questionnaire (on farm credit) 

which will be sent to all jobbers in 

Iowa, under the supervision of an 

“authority” from the University of 

Iowa. I hope that in our discussion 

period during our convention in Feb 

ruary, we will be able to use Indiana 

Standard’s presentation as an intro 

duction to our panel discussion 
Lyte W. MUNSON product... top quality 
Secretary ' 
lowa Independent Oil Jobbers pl OPI all C omplete 

Assn., Inc. : 


Des Moines, lowa policy. a Soun } 


price...right 
TANK CORROSION FACTS a: 
lo THE Eprror your profit ; substantial 


We were greatly interested in the 
article “How To Stop Home Tank 


Corrosion” (July NPN, p. 99). it’s good business 
In stating the causes of this corro- to do business with Thermoid! 


sion you mentioned the water layer ? 
and low pH [high acidity in the water May we tell you why 7 


layer-——Ed.], but you omitted the dis- 

solved oxygen in the water layer. This 

is well known to be one of the major 

causes of corrosion when water is in 

contact with metals. 

Hydrazine hydrate and some hy- Thermoid Company 

drazine salts such as phosphates and Special Sales Division 
hosphites are the newest entrants 

om a oxygen scavenging field, and Trenton, New Jersey 
it may well be that some of the corro- 
sion inhibitors which you say are now 
being used by petroleum refiners at 
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— 1] letters 


the the home delivery 
level, would be greatly improved by 
inclusion of a suitable hydrazine prod 
uct in their formulas 
Hydrazine hydrate 1 
used 


refinery and at 


already 


oxygen 


being 


widely as an scavenge! 
treatment at all 
operating levels of pressure and tem 


perature 


n boiler feedwater 


BE. R. WoopwarRD 
Technical Service 
Olin Mathieson 

Corp 
Baltimore 


Chemical 


Mid 


NEW MODEL 1091 
Vertical Check 
Valve — cover and 
poppet assembly 
ft out 


complete unit 


as one 


@ Strainer screen on every ° 
valve insures protection 
against dirt 


ivalves 


now better; than ever! 


FACTBOOK CORRECTION 


lo THI 


We call attention to 
what I suspect is a typographical error 
on page 124 of NPN’s FACTBOOK, 
you that The Texas Co 
had filed in December, 1954, a mini- 
mum octane rating of 85 for Sky Chief 
gasoline in the state of Virginia 

Actually, the minimum octane rat- 
ing for Sky Chief gasoline at that time 
was 95 


EDITOR 


wish to your 


where state 


Because of the high readership that 
NPN enjoys in the oil business, we are 


With a new easy-to-get-at vertical 


ey : 
. check valve, a strainer screen as 


e standard, and the addition of several 


@ A new, easy-to-get-at 
vertical check valve 


other models and sizes, the Tokheim 


valve line is now broader and better than 


@ Single and double 
poppet types 


ever. Every valve is subjected to a dry 


vacuum test. Self-cleansing. Won't stick, 


@ Available in 
several sizes 


Yeu 


leak or impede flow. See your Tokheim 


representative or write for bulletin. 


BUY TOKHEIM — there's no better value in any valve! 


General Products Division 


TOKHEIM CORPORATION 


and 
1650 WABASH AVE. 
Factory Branch 


Designers Builders 


s ince 
Canadian 


Distributor: H. Reeder, 


of 


19 0] 
1309 Howard Street, 


Superior Equipment 


FORT WAYNE 1, IND. 
San Francisco 3, California 


205 Yonge Street, Toronto, Ont. 


NATIONAL 


concerned that such a misleading fact 
appears in your publication. 

Perhaps it would help to mention 
that Texaco’s latest affidavit filed with 
the state of Virginia July 11, 
certified that the minimum octane 
rating for Sky Chief is 97 and Fire 
Chief 89. 


£955, 


KERRYN KING 
Director, Public 
The Texas Co. 
New York City 
Mr. King’s suspicion is correct. It was a 
typographical error. Our apologies to The 
Texas Co.—Ed. 


Relations 


TUBELESS BUGABOO 


lo THE Epiror 


Regarding Frank Sturtevant’s art 
cle “Tubeless Repairs: A Dealer Buga- 
boo?” in August NPN (p. 81). 

As usual Frank has done a good 
job of digging up the facts. This has 
been a matter of 
for 


much concern to us 
60 days and we have tentative 
plans for doing something about it 
We certainly intend to draw Frank’s 
article to the attention of our division 
managers. 
R. B. CARPENTER 
TBA Manager 
Standard Oil Co 
Louisville, Ky 


(Kentucky) 


THE PREMIUM QUESTION 


lo THE EDITOR 


I have just seen the May issue of 
NPN with your cover story on “The 
$42,000,000 was 4a 
colorful survey and quite well written 
but unfortunately you missed the boat 
pretty badly. 

Your story failed completely in its 
understanding of the basic economics 
of premiums. It talks blithely about 
‘something for nothing” and about 
“the extra cost” of premiums which 
must be “passed along” to the con 
sumer of “incorporating the cost (of 
the premium) in the price.” And it 
describes some promotions which un- 
doubtedly fall into that category be 
cause they were poorly conceived and 
poorly used. 


Giveaway.” It 


Ihe real story, though, 
is a completely different one 

Like every other form of merchan- 
dising and selling, if premium adver 
tising did not more than pay for itself 
it would have perished by the wayside 
many years And here is 
makes it work economically 

A filling station has a fixed over- 
head: attendants, rent, light, heat, 
franchise, etc. Selling X number 


ago. what 


ot 
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gallons per week, it just about breaks 
even. But if sales can be brought to a 
20% greater figure, the station makes 
a substantial profit. So a sound opera 
tor sets up a promotion budget to in 
direct mail, extra 


crease his sales 


services, betier washrooms, or what 
ever. Recently, premiums have been 
included in that budget. The operator 
does not give, nor the consumer re 
ceive, “something for nothing.’ 

Furthermore, 
is One area which is available to small 


premium advertising 
independent businesses which cannot 
afford massive budgets for things like 
saturation TV spots. It helps to build 
such businesses to greater volume and 
requires a small capital outlay, and 
more than pays for itself when prop 
erly and creatively used 

If this letter has a slightly 
tone, it is more than justified, I think 
by the fact that the petroleum indus 
try (which has been diligent in it 
activities on behalf of freedom of 
competition when encroachments at 
made upon it) should be responsible 
example) for 


anyery 


(as in California, for 
attempts to restrict Competition 

I should make it clear that the 
Premium Advertising Assn. of Amer 
ica represents neither trading stamp 
compdnies nor petroleum distributors 
Our active members are the compa 
nies which use premiums as part of 
their national advertising and market 
ing programs and their advertising 
agencies 

GORDON ( BOWEN 

President 
Premium Advertising Assn 
of America, Inc 


New York City 


While we appreciate the spirit of your 
remarks, we don’t agree with your obser- 
vation that we “missed the boat pretty 
badly.” 

Our object was to report on the use of 
premiums in service station merchandising 
objectively for readers in management 
positions in the oil industry. It was not to 
discuss the whole field of premiums. As 
our article pointed out, the use of pre- 
miums can yield definite benefits. There 
are other considerations, though, and 
those we included in the article. 

For the individual station, your obser- 
vation that reduced overhead more than 
pays for the premiums is probably true 
enough. The oil companies can’t help but 
think about the composite overhead of all 
dealers because for every gallon of in- 
crease at one station there is a decrease 
at some other station. So overall, there 
isn’t any reduction of overhead industry 
wide or company wide or even com- 
munity wide. 

What they see is a growing volume of 
unrelated merchandise moving to con 
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sumers tied up in a package along with 
their big money product, gasoline. Fach 
supplying company fights for a bigger 
share of the available gallonage. 

The market for gasoline, unfortunately, 
is inelastic in a practical sense. Recently 
attempts were started to get motorists to 
use more gasoline. But apart from normal 
growth, the demand has been fairly con- 
stant. We can theorize that any marketing 
company might employ premiums to pull 
a larger share of gallonage and might 


thus reduce his marketing overhead and 
that of his dealers. Right now only a few 
private brand concerns seem inclined that 
way. 

In using that phrase 
nothing” we intended no criticism of the 
economics of premiums. All we wanted 
to do was to point out that regardless of 
the economics, customers like premiums, 
and the reason they like them and always 
will is because they feel they are getting 
“something for nothing.”—Fd. 3 


“something for 


Time was when ( had to wait 
for a burnout to Sell one new headlamp 


But Now every car- hew or old ~is 
@ prospect for 2 TUNG-SOL VISION~AIDS ! 


Even b 
AID Headl: 
faction 


And 


A 


TUNG-SOL 


VISION-AID HEADLAMP 


Miniature 


lLomps 


M NEWS 


TWO TYPES 
5040 fer 6 volts 
5400 fer 17 velts 





Penetone makes dependable shipments 
sooo il pails 


in drums..... 


Tri-Sure Closures 
On 
Penetone Drums 


Penetone Drums can be 
shipped any distance with 
perfect security from leakage, 
contamination or substitu- 
tution because they are 
equipped with Tri-Sure 
Closures-—with a flange that 
is integrally joined to the 
drumstock, a plug that is 
screwed securely into the 
flange, and a leakproof seal 


Specify Tri-Sure Closures. 
Your drum manufacturer 
will supply drums equipped 
with Tri-Sure Flanges and 
Plugs; you apply the Seals 


More than 150 chemical cleaners, degreasers, waxes 
and protective coatings are manufactured by the 
Penetone Company of Tenafly, N. J., which also 
makes and fills private label chemicals on contract. 
This big Penetone Line is known throughout the 
country for the dependable quality that is put into 
every product—and protected from impurities by 
Tri-Sure Closures*. 

Penetone Products—in drums guarded by the Tri- 
Sure Flange, Plug and Seal and in pails equipped 
with the Tri-Sure Tru-Pour Assembly —create good- 
will wherever they go, because these Tri-Sure 
equipped containers give better protection and easier 
handling. 

Sound protection is sound business—which is why 
more and more shippers are using Tri-Sure Closures 
on all their containers. 

When you order drums, pails or cans, always specify 
“*Tri-Sure Closures’’. 


*The “Tri-Sure”’ Trademark is a mark of relia- 
bility backed by over 30 years serving industry. 


alw ayroecify 


CLOSURES 


Tri-Sure Tru-Pour 
Spouts 
On Penetone Pails 


Penetone uses this closure 
because it has a collapsible 
spout which makes pails easy 
to stack. 


The spout can be quickly 
extended to direct the flow 
into an opening, and easily 
collapsed for re-sealing. 
The Tru-Pour is one of sev- 
eral unique Tri-Sure assem- 
blies for pails and cans. 
Specify Tri-Sure Closures to 
your pail manufacturer. You 
will get pails equipped with 
Tri-Sure Assemblies—Noz- 
zles, Spouts, Seals. 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
Tri-Sure S/A Industria e Comércio, Sao Paulo, Brazil 
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Ahead of the News 


NOJC Name Change—National Oil Jobbers Council 
may have a new name when its convention adjourns Nov. 
4 in Chicago. Chairman John H. White has written state 
association officers asking them to suggest new names if 
they favor a change. Feeling is that “Council” is too limited 
to define NOJC’s activities. Since it is composed of thou- 
sands of state association members, some favor “federa- 
tion” or “association.” 


Tube Market Punctured—tTire makers are casting 
around for other uses for butyl rubber now that tubeless 
tires have sent the inner tube market plummeting. Some 
tire dealers are giving away free tubes with conventional 
casings and some even sell tubes with tubeless tires, but 
it’s not enough to plug the hole. 


Diesel Deliberations—Application of the German-made 
MAN diesel engine principle (see p. 137) to passenger cars 
is being talked over in Detroit, but possibilities still are 
remote. But the MAN engine is considered as a possible 
replacement for today’s diesels in present applications. 


Pipe Line Power—lInterior Department is settling firmly 
on emergency controls over natural gas lines. The drive for 
jurisdiction by some Federal Power Commissioners seems 
to have petered out at the Office of Defense Mobilization. 
So come the next emergency, Interior will co-ordinate oil 
and gas pipe supplies, instead of having two agencies squab- 
bling over priorities. 


Stations Play Angles—Highway service stations with 
the building set at an oblique angle to face oncoming traffic 
are spreading westward. This arrangement has been popular 
in the East for several years, but seldom was seen west of 
Buffalo, N. Y. 


Texas Going Northwest?—The Texas Co. may build 
a refinery in the Pacific Northwest, but the final decision 
won't be forthcoming for at least six months. The site could 
be any place from San Francisco to the Canadian line, 
“but probably will be in Washington or Oregon.” 


Short-Haul Heater—Rumor has it that a new gasoline 
heater for automobiles comes close to instantaneous action. 
To oil marketers, general use would mean a few percentage 
points more gasoline consumption. 
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Dry-Charge Fade-Out?—Because dry-charge batteries 
brought some disadvantages with them, a group close to 
battery marketing says they will “go out as fast as they 
came in” if present experiments are successful. Idea is to 
develop a plate that can be rendered inert from electrolyte, 
possibly by a chemical film or coating that would drop off 
or disintegrate. This would allow batteries to be filled at 
the factory. Problems of stocks and warehousing of dry- 
charge batteries, greater than anticipated, brought on the 
experiments. 


Tomorrow’s Station— Members of the Oil Industry TBA 
Group will talk over what the service station will be like 
in five or 10 years when they meet Dec. 6 in St. Louis. 
H. L. Moir, Pure Oil assistant vice president in charge of 
retail sales, will deliver the basic talk. 


Where the Money Goes—FEquipment and facilities are 
taking up most of the marketing capital expenditures of 
one major oil company this year. The breakdown: Bulk 
terminals and warehouses, 13%; new service stations, in- 
cluding land and buildings, 39%; service station moderni- 
zation, 23%; service station equipment, 9%; signs and 
other advertising equipment, 3%; automotive, 7%; Lique- 
fied petroleum gas, 2%, and miscellaneous, 4%. 


More Oil-Heat Members—Oil-Heat Institute of Amer- 
ica’s distribution division hopes to sign 4,000 new mem- 
bers by March 1. Each of nine regions in the nation will 
have a chairman under a plan worked out by Herbert M. 
Spade and Charles Burkhardt, national division chairman 
and secretary respectively. They will run the national drive, 
along with J. Hollis Albert of Operators Heat, Inc., Balti- 
more, new national chairman for the distribution division 


Coal Price Boost?—There are predictions that coal prices 
will go up if residual fuel oil continues in shert supply. 
National Coal Assn. is saying that it’s time “coal began 
to ask for a reasonable return on its product,” 


By Any Other Name—Fall probably will see a drive 
for use of the term “dealer” for station men, eliminating 
“operator” and “attendant.” Object is to enhance the dig- 
nity of the business. 


For More Ahead of the News 
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— ahead of the news 


Biggest Atom Smasher—Shell Development Co. will 
install the oil industry's largest atom smasher next June at 
its Emeryville, Calif., laboratory. Shell scientists will use 
the unit to study effects of radiation on fuels, lubes, plastics 
and other oil products. The 3-million-volt Van de Graff 
smasher is being built by High Voltage Engineering Co. 
Shell has a smaller Van de Graff unit in Houston. 


Truck Transmission Test—Ford, Dodge and Interna- 
tional Harvester may come out with four or eight-speed- 
forward automatic truck transmissions. Units now being 
tested use a hydraulic torque converter rather than a 
hydraulic fluid coupling, as does General Motors’ truck 
Hydra-Matic. 


Retread Rules—National Assn. of Independent Tire 
Dealers is tub-thumping for a set of tire retreading stand- 
ards and specifications. Rubber Manufacturers Assn. said 
no at first, but NAITD apparently figures it can muster 
enough support now to get the plan across. 


Dealer Defection—Eastern marketers see no quick cure 
for the high rate of dealer turnover (up to 25% a year in 
some areas), but many of them are working hard for a 
solution, They are trying to improve dealers’ management 
practices, showing them how to exploit full profit possibil- 
ities and how to hang on to the profits they make. 


Imports Showdown—The battle may be joined in the 
next Congress on the oil imports question. A large bloc 
of senators is prodding President Eisenhower now to slow 
imports for the benefit of domestic producers. But National 
Oil Jobbers Council and importers maintain imports hold 
no danger for national security. 


A Cool Hood—lIt will be station dealers who will have 
to retool if a move by Packard turns into a trend. Packard 
will mount its new air conditioning units under the hood, 
to leave trunk space free for luggage. If the demand for 
car air conditioning grows and other car makers follow 
suit, it could mean a lot of special tools for car servicing. 


Octanes and Old Cars—An automobile club is warning 
members whose family cars are not current models that 
they may be better off to steer clear of top-octane gasolines. 
The reasoning: Many owners of older cars assume that no 
knock means no carbon, but with today’s high octanes, it’s 
hard to get a knock out of an old engine even if it’s loaded 
with carbon. 
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Pipe Line for Independents?—Arizona independent 
distributors may apply the squeeze for a special deal on 
products sent to the state by major suppliers through South- 
ern Pacific pipe line. Independent Gasoline Distributors of 
Arizona is talking of building terminal facilities. Some ob- 
servers doubt the independents can meet the line’s 15,000- 
bbl. minimum tender, but they do command sufficient vol- 
ume to threaten to build. 


East Coast Line Hopes—Predictions are that a products 
pipe line to the East Coast still has a chance, even though 
government planners have refused to recommend it for 
special assistance. Pressure is on Defense Department by 
Congressmen to help American Pipe Line Co. with its $140 
million line from Beaumont, Tex., to Newark, N J. 


Oil Transport Shuffle—Product pipe lines may be signal- 
ing the end for motor hauling and water as important 
factors in domestic oil product transportation, say some 
major company operation men. Pipe lines are biting deeply 
into truck revenues now and truckers may be out of busi- 
ness in a few years if they don’t find other cargoes, the oil 
men predict. The reason for water’s decline is simple: 
Vessel construction and labor costs are climbing steadily, 
while pipe line tariffs remain relatively constant. 


Robot Battery Plants—Two battery makers are trying 
out automatic controls instead of manpower on production 
lines. Automation is seen as a possible solution to labor 
costs that have held up dry-charge battery production. 


Electric-Diesel Car—Oil men hear an auto maker (un- 
named) is testing, on the quiet, an electric-diesel car. A 
similar vehicle brought out in the 1920s didn’t catch on, 
but new conditions may alter the outlook. 


Standards and Pride—Standardization of equipment, 
one of the most technical projects in marketing operations, 
may be handicapped simply because people have to do the 
standardizing. A top operations man says pride of author- 
ship often causes reluctance to yield points that might 
otherwise be compromised. 


Gas for Florida—aAt least one, more likely two or three, 
applications for a Texas-to-Florida natural gas pipe line 
probably will turn up in the Federal Power Commission's 
mailbox soon. Several companies are studying their chances 
to bag the line. a 
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NPN PRICE AVERAGES“ 
Refinery /Terminal 
(¢ per gal.) 
Aug.** July Aug. 
1955 1955 1954 
Gasoline 11.49 11.38 11.36 
Kerosine 10.40 10.45 10,23 
Distillate 8.90 8.88 8.71 
Residual 4.70 4.59 3.83 
4 principal 
products 9.01 8.92 8.64 
Lube oil 17.42 16.86 16.30 
4 Crude at 
we OP? Swe eae mien g, Ring % 4 well ($ 
~ RESIDUAL mer pacskons on ee eeeee cae I per bbl.) 2.82 2.8? 281 
\ *Weighed average price, prin 
| cipal market Through Aug 


MT TASOND I PMaAm) 7 AS OI 
(oe Solis lea Boas hess | 


” 


Aug. July Aug. 

Primary stocks (Last Day) 1955* 1955 1954 
Finished and unfinished gasoline (thous. bbl.) 154,983 156,854 153,168 
Distillate fuel oil (thous. bbl.) 122,214 116,948 117,579 
Kerosine (thous. bbl.) 32,811 32,136 34,949 
Residual fuel oil (thous. bbl.) 45,705 45,405 56,332 
Crude oil—B. of M. (thous. bbl.) 265,626 268,638 281,043 


PT ee 


MILLION BARRELS ‘Fig 





— 
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MONTHLY PETROLEUM STATISTICS 


Refinery Activity 
Crude runs to stills (thous. bbl. daily) . 7,599 
Foreign crude included (thous. bbl. daily) 822 
% of refinery capacity operated 90.9 


Refinery Output 
Gasoline (thous. bbl. daily) 3,757 3,732 4,391 
Kerosine (thous. bbl. daily) 297 286 102 
Distillate fuel oil (thous. bbl. daily) 1,605 1,590 1.453 
Residual fuel oil (thous. bbl. daily) 1,091 1,114 1,069 


Crude Supply 
U. S. crude oil production (thous. bbl. daily) 
Crude oil imports (thous. bbl. daily) 
*Through August 12, except crude stocks—August 6. 
Source of Data: API Weekly Reports, except 1954, Bureau of Mines. 


MONTHLY MARKET TRENDS 


Latest Month Previous Month Year Ago 
Petroleum products in secondary storage (thous. bbl.) 43,035 (May) 40,751 42,184 
Exports of crude and refined products (thous. bbl.) 12,236 (May) 10,700 11,577 
Average station gasoline price, ex tax (¢ per gal.) 21.92 (Aug.) 21.44 21.44 
**Gasoline consumption (million gal.) 4,431 (Apr.) 4,201 4,135 
***Service station permits (number) 906 (Mar.) 598 847 
Passenger cars—domestic shipments (thous.) 629 (June) 697 490 
Trucks and buses—domestic shipments (thous.) 102 (June) 109 75 
Automotive replacement tire shipments (thous.) 6,129 (June) 5.361 6,035 
Replacement battery shipments (thous.) 1,571 (May) 1,281 1,391 
Oil burner shipments (thous.) 65 (May) 60 53 
**Excludes Missouri. 
***On new basis, including urban as well as rural, and unincorporated as well as incorporated places. 
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DEMAND 


Oil Demand Near Record for End of '55 


EMAND for all oil products at 

U. S. refineries, in the fourth 
quarter of 1955, will reach 9,100,000 
b/d average, the Bureau of Mines esti- 
mates in its current analysis of the 
supply-demand outlook. Only once be- 
fore have shipments from refineries 
reached this volume. That was in the 
first 3 months of 1955, when actual 
demand averaged 9,230,000 b/d. 

The average demand for all prod- 
ucts for 1955 is now set at 8,600,000 
b/d average by the Bureau, 6% higher 
than for 1954. This is the most opti- 
mistic prediction of the gain in prod- 
uct sales in 1955. It is twice the rate 
that was forecast at the start of the 
year. 

The Bureau’s current data shows 
the first quarter contributed the most 
to bring up the yearly average. The 
gain then was 7.4% over the corre- 
sponding 1954 period. This was due 
largely to heavy shipments of heating 
oils from refineries in the early months 
of 1955. The increase in estimated 
demand in the second quarter was 
6.2%, the third quarter is forecast at 
5.7%, and the fourth quarter at 4.6%. 

Generally, demand in the first three 
months of the year tops that in the 
last quarter of the preceding year, 
since the former includes the period of 
peak heating oil demand. In the last 
4 years, the average gain from the last 
to the first quarter ahead has been 
about 3.5%. Given the same rate of 
gain in the first quarter of 1956, ship- 
ments from refineries would reach 9,- 
400,000 b/d average in that period, 
the highest on record. This would be 
a gain of 1.8% over actual demand 
for the first quarter of 1955. 

Severe winter temperatures and con- 
sequent heavier than normal heating 
oil demand could increase markedly 
the indicated rate of gain. However, it 
now seems unlikely that the gain in 
demand for the first quarter of 1956 
will equal the 7.4% gain in the first 
quarter of 1955, 


The Quarterly Demand Picture 


— DAILY AVERAGE DEMAND, MILLION BBL 





1ST QUARTER 
ACTUAL 


2ND QUARTER 
ESTIMATE 








Breakdown of the Bureau’s current 
forecast, by individual products, indi- 
cates gasoline in the third quarter will 
be 3,902,000 b/d average, 6.8% over 
the third quarter in 1954, and for the 
fourth quarter, 3,620,000 b/d aver- 
age, 3.7% higher. Average gasoline 
demand for 1955 is forecast at 3,677,- 
000 b/d, 5.4% higher than the actual 
daily average of 3,487,000 bbl. for 
1954. 


DISTILLATES UP 


A moderate decline in kerosine de- 
mand is forecast (see table) but dis- 
tillate shipments are forecast at 1,603,- 
000 b/d average for the year, 6.3% 
greater than actual in 1954. An in- 
crease of 5%, under normal winter 
temperatures, had been forecast at the 
start of the year. The gain in residual 
fuel oil demand for 1955 is now set 
at 5.1%, an average daily demand of 
1,581,000 bbl. 

The largest increase in demand an- 
ticipated for 1955 is in what the Bu- 
reau of Mines terms “all others.” The 
volume is set at 1,408,000 b/d aver- 
age, including exports, 10.8% higher 


Forecast of Demand, Including Domestic and Export 
(000 bbl., daily average) 


~ 1954-1955 BY QUARTERS pee " “ 
DAILY 


IRD QUARTER 
FORECAST 


4TH QUARTER AVERAGE 
FORECAST ALL 1954-55 











than last year. Included in this group 
are jet fuels, lubricants, wax, coke, 
asphalt and some miscellaneous small 
volume oils. The high rate of gain set 
for this group is due mostly to demand 
for jet fuels, which in the first 6 
months was a third higher than the 
year before. Lubricant shipments were 
about 3.4% larger, coke around 
30.9% greater and asphalt up 14.9%. 

Operations of refineries in the prin- 
cipal refining districts of the U. S. in 
general reflect the increase in product 
demand over the country, except for 
the East and Gulf Coasts. The East 
Coast district has been operating at not 
much over the 1954 rate. One large 
plant, Tide Water, is shut down en- 
tirely in a rebuilding program. Opera- 
tions at Gulf Coast refineries, as re- 
flected in crude runs to stills, are 
about 10% greater than last year. 
Shipments of distillate fuel oil and 
gasoline from the two districts reflect 
the difference in operating rates. 

The better-than-expected demand 
this year has improved the over-all 
product inventories situation. Total 
U. S. inventories of gasoline, kerosine, 
distillate fuels and residuals at re- 
fineries Aug. 5 were about 353,700,- 
000 bbl., only about 4,000,000 bbl. 


Third Quarter Fourth Quarter For Entire Year 
1955 1954 % 1955 1954 % 1955 1954 % 

Forecast Actual Change Forecast Actual Change Forecast Actual Change 

Gasoline 3,902 3,653 + 6.8 3,620 3,492 +-3.7 3,677 3,487 + 5.4 
Kerosine 180 202 ~10.9 451 450 - 323 338 — 44 
Distillate 1,071 1,027 + 6.3 
Residual 1,342 1,294 + 5.1 
All Other 1,537 1,425 +10.8 
Total 8,032 7,601 8,108 + 6.0 


larger than a year ago. However, dis- 
tillate fuels, contributing about 119,- 
500,000 bbl. of the total, are over 
14,000,000 bbl. higher this year. If 
the present rate of buildup for these 
oils continues, they will be topheavy 
in some districts when the heating 
season opens. 


+ 43 1,913 1827 +4.7 1,603 1,508 
+ 3.7 1,641 1,581 +3.8 1,581 1,504 
+ 7.9 1,388 1,267 +-9.6 1,408 1,271 


+ §,.7 9,013 8,617 +4.6 8,592 
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Use this faster way 


to make safe deliveries 
to underground tanks 


EVER-TITE 


"99" Coupler 
with Sight Gauge 


ou can get faster, safer tight-fill deliveries to 

underground storage tanks by using the Ever- 
Tite No. 99 Coupler with full 3” I.D.—a coupler 
that is so adaptable that it meets every tight-fill 
delivery requirement, and can be used with a 
manhole as small as 614” in diameter. 
An outstanding safety feature is the specially 
designed sight gauge which shows from every 
angle that delivery has been completed —a valu- 
able safeguard against loss of product. Coupler 
is made with male or female threads or adapter 
for standard Ever-Tite Coupler as shown 


Easy To Use 

This 3” Ever-Tite “99” Coupler is used with 
any of the Ever-Tite “97” Adapters pictured 
below, which also are full 3” 1.D. in 3” and 
= larger sizes. Until No. 97 Adapters have been 
97 Adapter installed on fill pipes, loose fill down spouts 
with brass tubes, pictured below, are available 

for use with the same 3” No. 99 Coupler. 


ead 


97 Twisting Cap 


97 Locking Cap 
Can be padlocked 


No. 97 
Ever-Tite 
Fill Cap 


for the petroleum industry 








il “a 
= _ 


uuu Uy 
UMN Wp, 


To operate, just push the coupler onto the 
adapter and press down the push rod which 
locks the coupler tightly to the fill. After deliv 
ery, just raise the push rod, remove the coupler, 
and replace the water-tight cap. The push rod 
can also be used as a carrying handle. The same 
operation applies to down-spout units 


Reduces Operating Costs 
The Ever-Tite No. 99 Coupler is made of high 
tensile aluminum, with bronze push rod and 
cams. Extremely light, yet rugged and sturdy 
your assurance of long, trouble-free service 
Ask your distributor now, or write for full 
information 


*The Ever-Tite Trademark is a hallmark of dependability in fittings 
proved by 17 years of pre-eminence 


EVER-TITE COUPLING CO. INC., 254 WEST 54th STREET, NEW YORK 19, N. Y. 


a os 


ad 
fae 3” LPT. 2%" LPT. 2” P.T. 


4” PT. 
97 Adapters for Ever-Tite 99’ Coupler 
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4” Fill 


Loose Fill 
Down 
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Ever-Tite 
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Winter. . spring. .. 
sell the oil that’s 


NeW CONOCO 


America's first double-duty motor oi! | 


the all-season oil 
in the can with 
the gold band 











summer. ..fall... 


best for al 
ouper MOTOR OIL 


Contact the Conoco Manager in the 
Continental Oi// Company Office nearest you: 


T. R. Abernathy, 203 Carondelet Building 
New Orleans, Louisiana 


R. W. Abrahamson, 610 Roanoke Building 
Seventh & Marquette Sts., Minneapolis 2, Minn 


H. A. Bowles, 1137 Wilshire Blvd 
Los Angeles 17, California 


C. D. Carlson, 757 West Second South 
P. O. Box 2250, Salt Lake City 10, Utah 


J. B. Dickey, 301 East SIst Street 
Kansas City 12, Missouri 


W. S. DuLaney, 705 Medical-Professional Bldg 
Corpus Christi, Texas 


Dean Hadfield, 1710 Fair Building 
Ft. Worth, Texas 


P.M. Hirth, 1755 Glenarm Place, Denver, Col 
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K. T. Johnson, 1300 Main Street 
P. ©. 2197, Houston, Texas 


Willis Johnson, 132! Kaw Avenue 
P.O. Box 1398, Butte, Montana 


T. H. Joyce, 117 Trumbull Avenue, S. I 
P.O. Box 1342, Albuquerque New Mexico 


es. te. McCulley, OS Spokane ind Eastern Bldg. 
Spokane, Washington 


M. T. Swanson, 125 Park Avenue 
P. O. Box 795, Oklahoma City, Oklahoma 


Warner Tyler, 1301 W. Belden Avenue 
Chicago, Illinois 


K. R. White, 836 Stuart Building 
P. O. Box 393, Lincoln 1, Nebraska 


J. G. Willis, 2065 Union Avenue Memphi Tenn 


5, Continental Oil ( 





Here’s why D-X- Sunray 


scored the 


BIGGEST MONTH’S 
SALES GAIN 


in D-X History! 














One of the biggest expansion programs in the oil industry 

started with the half-billion dollar merger of Mid-Continent Petroleum 

Corporation and Sunray Oil Corporation on May 16, 1955. NEW 

HIGHEST OCTANE D-X Lubricating Gasolines and finest D-X 

Motor Oils are available now. Hundreds of new D-X service stations 

are being constructed . new sales territories are being opened daily 
providing new opportunities for distributors and dealer: 

larger and more powerful advertising and promotion plans 

are pushing sales up and up 


New D-X Sunray offers 
e New and different products 
Sales Training programs 
Business Counseling service 
Merchandising Helps 
Liberal credit policies 
Construction guidance 
Financial assistance 
Every program has been field-proved to increase sales and profits. 
Write us now in complete confidence — but hurry. Don’t miss 
the opportunity of a lifetime 


Watch D-X Sunray Grow! 
D-X SUNRAY OIL COMPANY 


TULSA, OKLAHOMA Waterloo, la. Terre Haute, Ind. Omaha, Nebr. 
Chicago, Ill Minneapolis, Minn. Madison, Wis. 
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MODEL 500-B. 


Almost every day, operators have 
problems ...and many stem from truck and 
trailer tanks not designed to meet today's 
demand for rapid service. 

Progress custom built tanks are fabricated 
to fit particular requirements. Operating your 
outfit at capacity is the very best of good 











1200 gal., 4- 


compartment tank custom built 


for the Schaetzel Oil Co, 


mantown, Wis 
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Ger- 


business ...and only possible when it is 
easy to handle, has modern equipment and 
is built to do your job right. 


When you're ready for another tank, call 
for your area Progress representative. Quali- 
fied and ready to be of service, he'll show 
how Progress custom built tanks can serve 
you better. 





MANUFACTURING COMPANY, INC. 
ARTHUR 


PETROLEUM NEWS 


ILLINOIS 





SPARK PLUG 
CAMPAIGN 
THEME 


 — ee 


“Hot Tip 
to increase 
horsepower” 


pO ae I ee 








WILL HELP YOU 
SELL MORE 
AC SPARK PLUGS 


This AC campaign capital- 
izes on public demand for 








all the power that was origi- 
nally built into car engines. 


It kicks off September 1, with 
full-page advertising in na 
tional magazines, advertising 
on 5000 billboards across 
the country, and on network 
TV, with over 100 stations! 


Dealers get all this, plus a 
powerful package of point- 
of-sale display materials, 
shown at right 


AC SPARK PLUG DIVISION © GENERAL MOTORS CORPORATION © FLINT, MICHIGAN 





Billboard design is also furnished 
in miniature for window poster 


Famous AC Bird Cage 
does repeat performance 
in full-color window 
poster 


Window poster on 
boosting power. 


Window poster on 
quicker starting 


Campaign envelope features cut- 
out poster piece on need for 
10,000-mile spark plug change 


INCREASE 


Lin 


HORSEPOWER... 


Reprint of 
national 
magazine 
campaign 
theme 
advertisement 
for use 
as poster, 


ASK YOUR AC SUPPLIER FOR THIS TERRIFIC CAM- 
PAIGN TODAY .. . THEN PUT IT TO WORK TO 
“INCREASE YOUR SALES POWER’’! 
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customer sees your firm in your uniforms 


Gulf picks uniforms made with ORLON 
after two years of testing 


Like an enterpri mopa rl orporation 1 or Ul ! ! t tibve Pont Orlon ire resistant to 
tantly seeking me nad better w to hely ! ervice pe ‘ me revet j ‘ he j eet nition And they il © resist 
Wa ippear at eir best hotter | P f ‘ ' j j 

kor two Te I ‘ ‘ ! ims tthe advat ‘ al lor to work in your 
Purnpike vear-le ( unitlorn nade of YO l ont rion” i latior r the comple ory about these 
ind 10! rayon er ‘ esult wi h helped these I 


j j 1 mace } lf ee ' or write us tora 
forms win Gulf approval 7) \, “we 
L niform 
ind dried more « 
tained their o 
cleaned ors 
fter | mderu or or if I i ¢ nye : 
After laundering inifo : munuimu ’ BETTER THINGS FOR BETTER LIVING 
, | ’ ' ' ’ ’ 
pressing to look ne n and prese ‘ ( THROUGH CHEMISTRY 
*“Orlon” is Du Pont's registered trade-mark for its acrylic fiber 


ers, not fabrics or garments 
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trom I Fump Space 


DOUBLE YOUR SALES OUTLETS: 


@ Twice as many cars can be serviced at your islands with the Wayne Duo Pumps. 


Require same space as one pump. Economically installed—only one set of piping 


(DUO-1), one set of conduits. Pump gallonage can be boosted as much as 100° 
with maintenance costs cut in half. Wayne Duo Pumps serve one or two brands. 
Double your outlets in half the space. Wayne Duo Pumps are up to 14” narrower 
require only 2314” x 1734”. Step up service at your islands without costly changes. 


Write for full details on Wayne Duo Pumps. 
THE WAYNE PUMP COMPANY «¢ SALISBURY, MD. © TORONTO, CANADA 








WAYNE DUO-1—Dispenses one brand 
through two outlets, each with retriever 
hose. Single suction line, pumping unit, 
motor and air separator. Dual meters, 
computers, interlocks, flow indicators, 





dials. Valves positively control flow through 
each outlet. Delivery: Up to 16 gpm with 








44” hose and nozzle open; may be equipped 
with 1” hose and nozzle for 18 to 20 gpm; 








up to 12 gpm with both nozzles open. 
ee @ @ 


WAYNE DUO-2—Dispenses two brands 
through two outlets, each with retriever 





hose. Two complete and separate pump- 
ing systems. Delivery: Up to 15 gpm at 








each nozzle. 





sf Out 


" The rack with a 


iv SELLS... 


Always on the job, the new Dispenserack hangs 
on luberoom wall or other convenient spot, sells 
complete oil and filter service to every motorist 
who stops in. 

Posters, designed to hard-sell at the point of 
sale, available at regular intervals, fit slots at 
top, keep rack fresh, “‘live’’—timely. 


A simple, foolproof inventory system! 

As each refill is withdrawn, the stock drops 
down. The dealer sees, at a glance, the stock on 
each item... knows which to order—how many. 


Dovt forget 
; . specified for more makes of cars, buses, 

trucks ENGINEERED to fit ALL makes. Filters 
more dirt, finer dirt, faster. Keeps good engines 
running better, longer. Helps oil and filter sales 
brings customers back 


Purolator is first and finest 


Identification cards on the new Dispenserack, 
tell which refill to use, answer “‘make-and- 
model’’ questions instantly. 


WHAT'S MORE, the customer sees he’s getting 
the right filter, too! And that always helps 
build good will! 


HONEST-TO-GOODNESS GIVE-AWAY! 


If you haven’t received full information about 
Purolator’s Dispenserack Plan, write, wire or 
phone for details . . 


PUROLATOR PRODUCTS, INC. 
Rahway, New Jersey and Toronto, Ontario, Canada 


PurOlator 


America’s No.1 @8BL FILTER 
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Pier Piva 





"ee Mis | rr 
is more than BEAUTIFUL 


Today’s Miss America combines beauty with 
charm and poise. She is talented and 


actively interested in self improvement. 





Her character is without a blemish. 


She is far more than just easy to look at. 


The ERIDMen 


is more than attractive 


Scores of engineering refinements combine to 
make the 1955 ERIE the finest in our twenty-nine 
years of building motor-driven gasoline pumps. 


A few of these refinements: 

@ New precision machining and testing tech- 
niques used by Erie in production of its 
meter. The meter proved in over 390,000 
installations. 


Larger capacity pump runs slower and 
handles high volatile fuels easily, requiring 
less wattage. 


Cog-belt drive eliminates slippage. 


Threadless suction fitting simplifies con- 
nection to fuel line. 


For the complete quality story write for Bulletin 1408. 


STEMS, INC~ ERIE, PA- 
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A Highway Plan 
And the Marketers 


I ON’T relax. A_ national highway building 

program has been shelved for the time be- 
ing, but it will be a lively issue again next year 
when Congress convenes. And it will affect mar- 
keters just as much then 

Like almost everyone else, oil marketers favor 
better roads. The snag, however, has been a 
method of financing a multibillion-dollar highway 
plan. Marketers vigorously opposed the financing 
measures presented to Congress 

It is true that a well-organized trucking lobby 
was cited as the dominant force in bringing about 
the defeat of the highway bills. There were two 
other significant forces: oil marketers and con 
gressmen from states where gasoline taxes are 
already very high 

Hundreds of individual oil marketers through- 
out the country demonstrated their strong opposi- 
tion through personal visits to Washington, tele- 
phone calls and telegrams by the bushels. Together, 
their protests became a strong voice that influenced 
many Congressmen. 

John Harper, elder statesman among jobbers, 
testified before the House and Senate Public 
Works subcommittees and made a third visit to 
buttonhole congressmen 

A caravan composed of nearly 100 jobbers 
from 30 states appeared on Capitol Hill on the 
eve of the showdown 

Dave DeTar, Aero Oil Co., New Oxford, Pa., 
was one of the hardest toilers, campaigning con- 
tinually in Washington the last two weeks before 
the House voted 

A key figure was Otis Ellis, general counsel of 
the National Oil Jobbers Council, who directed 
strategy. Commenting on the cumulative drive, 
Mr. Ellis declared: “In my judgment, this was the 
greatest and most effective congressional effort 
ever made by the NOJC, the member associations 
and the individual jobbers represented.” 

Why did marketers oppose the highway bills? 
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EDITORIALLY, SPEAKING 


In general, they were against revenue aspects 
which they deemed unsatisfactory 

@ Opposition to an increase in the federal gaso 
line taxes on gasoline and diesel fuel was spirited 
Although the motorist pays the tax, it inflates the 
cost of a commodity already heavily loaded with 
taxes 

@ Jobbers in particular objected to the fact that 
they would have to pay the tax on fuels at the 
time of purchase rather than when they sold them 
They argued that this tied up their capital 

What about the future? 

The campaign for a highway program will be 
renewed at the next session of Congress, and it 
will be pushed hard. While most people favor 
better roads, public interest is apathetic. The 
active advocates are in the Administration and 
among road-building interests 

From an oil industry standpoint, the most de 
sirable procedure would be to revoke the federal 
tax on gasoline and allow the individual states to 
raise their taxes correspondingly. The money 
would be earmarked for highway construction 

Because of the intense campaign for a national 
program, there is little hope for that procedure to 
flower 

When the campaign is revived next year, there 
will be two phases for marketers to watch 

1. Road-user taxes. Another attempt will be 
made to raise gasoline and diesel fuel taxes. A 
renewal of this year’s grass-roots opposition to 
higher taxes may break the effort 

2. Free competition. The oil industry was suc 
cessful in writing into highway bills a provision 
for assuring competition among service stations 
on the new interstate system. It specifies that state 
will not permit service stations or other commer 
cial stores to be constructed or located on right 
of way of the national highway system. The in 
dustry will seek to include that in any highway 
legislation. 





Exclusive 


Next year’s automobiles will show the influence of three sweeping 
trends that, in turn, will affect oil marketers. 


TREND: Already high engine compression ratios are going higher. An 
estimated 96% of 1956 cars will have higher compression ratios than the 
1955 crop. 


EFFECTS: Iwo of every five cars built in °56 will need premium-grade 
gasoline. 

e This will push up over-all demand for premium. For every two gal- 
lons of regular, slightly more than one of premium fuel will be sold next 
year, 

e By the end of 1956, the national average octane rating of premium 
gasoline may nudge the 97 mark. 


TREND: The shift to 12-volt electrical systems will be completed. Half 
of the ’55 cars came equipped with them. 


EFFECTS: Oil distributors and dealers will carry increasing larger stocks 
of 12-volt batteries. 
e The move toward dry-charge batteries will be accelerated. 


TREND: Tubeless tires will be standard on all cars, continuing the 
transition that swept almost across the board in 1955 (NPN, Sept. 1, 
1954, p. 13). 


EFFECTS: The replacement market potential is swelling rapidly. With 
the 1956 output on the roads, nearly one-fourth of the nation’s cars will 
be rolling on tubeless tires. 

@ Marketers will be compelled to learn how to service tubeless tires, 
before now a small factor in retail service. 


These predictions are based on advance technical data on 1956 model 
cars Obtained directly from car manufacturers by NPN. 

Here are the details of the 1956 model changes and trends that will 
affect oil marketers 


eS 


Preview 


if 
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GASOLINE 


F PREDICTED compression ratios 

hold up, better than 45% of all 
1956 cars will be premium gasoline 
consumers. Adding about 2,750,000 
premium-fuel cars to those already on 
the road will raise the percentage of 
premium to regular-grade gasoline 
sales to 35.7% next year. 

That represents a sensational 27% 
rise from 1950 when the percentage of 
premium to regular was 28.1. At that 
time, car-makers were concentrating 
on more powerful engines. 

The story of increased premium 
gasoline demand is found in the rapid 
rise in 1956 compression ratios. Forty- 
seven of the 57 new models are hiking 
compression ratios from last year— 
some as much as 1.2 numbers. 

One of every five cars will have 9:1 
compression ratios or higher. More 
than 64% of all cars will have 8:1 to 
9:1 ratios. The peak, so far, is 9.75:1. 

One or more of the 9.75:1 models 
might at the last minute go to 10:1. 
But the manufacturer will have to be 
certain that there will be high enough 
octane gasoline generally available to 
satisfy his engine’s needs. 

It is possible that this upsurge in 
compression ratios may spur a rather 
general octane increase by late fall. At 
least One oil industry source says the 
big boost in compression ratios in 
1956 models may prompt some oil 
marketer to break out with a_ 100- 
octane gasoline. 

Ethyl Corp.’s July octane survey 
shows the national average for pre- 





EL of 1956 Cars 


mium fuel at the 95.8 mark. The 1956 
model introductions may send _ that 
average up near the 97 level 

While regular-grade gasoline octane 
ratings hit a national average of 88.5 
in July, according to Ethyl Corp., the 
rise in Octanes has not been as fast as 
for premium fuels. In order to handle 
engines with compression ratios of 
8.25:1 or 8.5:1, regular grade fuel 
would have to hit 90 octane 

In short, compression ratios seem to 
be going up faster than the octane for 
regular grade fuel. If continued, this 
trend points to an increasingly greater 
share of sales for premium gasolines 

At the time of last year’s introduc 
tion of 1955 models, it was estimated 
by NPN that about 66% of all en 
gines produced would be V-8’s. Then 
about the first of this year, on the basis 
of demand for V-8's, that estimate 
was revised to 80% 

But V-8 production capacity was 
insufficient and now it is estimated 
that 75% for 1955 is about right. Ad 
ditional V-8 production capacity is 
being installed and on the basis of 
increased capacity and the high de 
mand for V-8’s, NPN estimates 85% 
of total engine output in 1956 will be 
V-8’s 


ELECTRICAL SYSTEMS 
The swing to 12-volt batteries and 


electrical systems will be completed in 
1956 models. Last year about 50% of 


total car production came equipped 
with 12-volt systems. The 1956's will 
all be 12-volt 








Ihe 18 mm. spark plug, introduced 
last year on Ford, Lincoln and Mert 
cury, failed to gain any followers and 
will be found in about one out of 
every four cars in 1956 

Increased V-8 
2 months will mean the 


production during 
the coming | 
addition of 2 million more unit spark 
plug sales than in 1955 and about 4 


million more than in 1954 
OIL FILTERS 


The number of 1956 cars produced 
with oil filters as standard equipment 
will be substantially greater than in 
1955. Almost every 


come equipped with an oil filter. Oil 


other car will 


filters will come as optional equipment 
on other cars 

About 40% of next year’s cars will 
have full flow filters as standard equip 
ment, and about 8% will use the by 
pass or partial flow type 

Cars offering full-flow filters as op 
equipment will 
about 34% of all cars made, with the 


tional account for 
partial flow optional on about | 


of the cars 


LUBRICATION 


Average crankcase capacity falls in 
1956 models, dropping from an aver 
ige of 5,2 qt. per car to 19 qt 

However, average capacity for au 
tomatic transmissions is up two quarts 
from 9.7 last year to 11.7 for 1956 

There will be no drastic lubrication 
requirements changes for the new 


models, though one model i dropping 








seven lubrication fittings from its 1956 


car in adopting a new front-end sus 
pension system 


POWER BRAKES 


Right 
1956 models will offer it as a standard 
item, with 47 making it available as 
optional equipment. The two Metro 


[his equipment is gaining 


politan series—-Hudson and Nash—do 
not offer power brakes 

Ihe first six months of this year 
almost 24% of all cars produced went 
out with power brakes. This is a 5.2% 
increase Over 1954. According to 
Wards Automotive Reports, Oldsmo 
bile led the field with 68° of its first 
half of 1955 production equipped with 
power brakes. Buick was second with 
19 5%. 


Among higher-priced cars 


better than 86% had power-brakes 


EXHAUST SYSTEMS 


One of every four cars produced in 
the 1956 series will have standard dual 
exhausts. About 21% of the cars with 
single exhausts standard will offer dual 


setups a8 Options 


POWER STEERING 


[his is proving the most popular of 
power devices on new cars and for the 
first six months of 1955 more than 
14% of all cars had power steering, 
is against 19% for all of 1954, a« 
cording to Ward's 

Ihe 1956 models can be expected 


(Continued on p. 36) 
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(Continued from p. 35) 


to improve on that figure. Ten models 
next year will make it standard equip 
ment, 45 will offer it as optional. Two 

the Metropolitan series—will not 
offer it at all. It is estimated that about 
6% of total production of 1956 cars 


will have power steering as standard. 


WIPERS 
About 80% of all 1956 cars will 
come equipped with vacuum type wip- 


ers, 20% will have electric wipers as 


standard equipment. 


SERVICE DATA 


Windshield Washers—This has be- 
come increasingly popular in recent 
years. This year nine 1956 models will 
have washers as standard equipment 

Engine Oil Fill Pipe—About 71% 
of all 1956 engines will have the oil 











fill pipe located at or near the center 
of the engine block, 27% must be 
serviced from the right side and about 
2% will be handled from the left. 
Gasoline Tank—Average fuel tank 
capacity for 1956 models will be 18.6 
gal. About 52% will have the fill pipe 
on the left rear side, 27% on the right 
rear side and about 21% in the center 
of the rear behind the license plate. 
Air Cleaners—There is a three-way 
split in preference among car manu- 
facturers, About 33% will provide oil 
bath cleaners as standard equipment. 
About 29% will have the oil wetted 
type and 38% will be of the dry vari- 


ety. Oil bath type cleaners will be 
optional on about 48% of all cars 
produced. 


Cooling System—Average capacity 


for 1956 cars will be 19.8 qt. includ- 
ing the heater 
Battery Location—The odds are 


about even that no matter which side 








of the 1956 car the station attendant 
approaches, he will be able to service 
the battery. About 48% of next year’s 
cars will have the battery to the left 
under the hood and 52% on the right 
side. 

Automatic Transmission Fill Pipe 
The right of the engine under the 
hood has gained the nod for locating 
the fill pipe. About 98% of all 1956 
cars coming with automatic transmis- 
sions will have the fill pipe there. The 
remainder will have the fill spot under 
the floor board on the driver’s side of 
the front seat. 

Tire Sizes—The 6.70 x 15 size tire 
will be found on about 54% of all 
1956 cars. Next popular size is the 
7410 5 will be 


15, which found on 
about 23% of the cars. About 16% 
will have 7.60 x 15 tires, 5% will 


have 8.00 x 15’s, with the remaining 
2% being split among 6.40 x 15, 8.20 
x 15 and 5.2 x 13. 









TYPE OF ENGINES TYPE OF GASOLINE RECOMMENDED 
1950 1951 1952 1953 1954 1955 195¢ 1950 1951 1952 1953 1954 1955 1956 
Makes of Cars 0) 21 20 19 19 19 18 % premium to total 
Models 64 62 60 54 55 53 57 gasoline sales 28.1 28.2 29.9 30.5 31.7 348 35.7 
6 Cyl. Models | 29 26 24 24 15 13 Models recommend 
6 Cyl, Production ing premium 11 17 17 22 26 
(% of Tot.) 57.9 61.1 61.5 57.5 540 33.6 18.3 % premium models 18.3 31.1 309 44 45.6 
**8 Cyl. Models 15 11 10 x 7 0 0 % of cars needing 
8 Cyl. Production premium 125 8.9 16.6 22.1 39.8 
(% of Tot.) 14.5 12.6 10.9 6.7 0.6 0 0 
V-8 Models 12 16 20 21 23 6 42 
V-8& Production 
(% of Tot.) 25.1 25.6 27.5 35.7 45.4 t75 85 
4 Cyl. Models 6 6 4 l 0 2 2 
4Cyl. Production 
(% of Tot.) 2.5 0.7 01 0.1 0.4 0.5 
Estimated on data from manufacturers of all 1956 makes of LUBRICATION DATA 
cars except the new Continental due to be introduced some 
time in Ox ar dag ° eee “oor 1950 1951 1952 1953 1954 1955 1956 
ithe Of Filters 
(in models) 
No filters 2 0 0 
Filters standard 32. *29 6 
COMPRESSION RATIO BY YEAR* Filters optional RS 5 21 
% filters standard *60.4 *54.7 59.7 
1950 1951 1952 1953 1954 1955 1956 % cars produced 
Avg. Comp. Ratio 7.03 7.07 7.18 7.44 7.64 7.93 8.42 with filters as 
, std. equipment *27.8 *24.1 48.3 
Number of Car % full-flow filters 19.4 40.1 
Models %b filte 47 8? 
. om ‘ y-pass filters 2 
Under 7:1 26 20 10 3 0 0 0 % optional by-pass 
71-821 45 99 47 35 38 29 18 Sheers 46.7 176 
B:1-9:1 } } } 15 13 5 17 a 
® optional full 
9:1-10:1 0 0 0 0 0 2 22 29? 
flow filters 29.2 34.1 
% of Total Cars . 
Crankcase: 
: Produced Average capacity 
Under | 60.5 S10 38.5 27.2 0 0 0 (qt.) 2 51 50) 5] 6% 52 49 
}:1-8:1 399.3 48.8 61.4 72.7 81.2 78.1 16.5 
B:1-9:1 0.2 O02 O.1 0.1 18.8 18.5 62.4 Automatic 
9:1-10:1 0 0 0 0 0 3.4 21.1 Transmission: 
* Ethyl Corp, data except for 1956 models. Data for 1956 Average capacity 
were compiled by NPN on basis of information from car (qt.) 10.3 10.3 10.1 10.1 99 9.7 11.7 
manufacturers *Revised 
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Jobbers’ Invasion Turns Back Road Bill 


Determined oil marketers help beat off 
try for highway tax hikes by carrying 
their fight to their congressmen 


HE 84th Congress has closed up 
Ye for a few months. But next 
January the lawmakers will be off to a 
running start on legislation of major 
concern to oil marketers. 

Road legislation tops the list of un- 
finished business. The Fallon Bill, 
calling for heavy highway-user taxes, 
was beaten down in the closing days 
of the session when the National Oil 
Jobbers Council and other groups 
conducted one of the most determined 
campaigns of opposition seen on Capi- 
tol Hill in years. 

However, there is general agreement 
that the voters want better roads 
and roads they shall have. The big 
dispute is over how to pay for them. 
This controversy will erupt anew when 
Congress reconvenes next year 

Other “left overs” of interest to oil 
marketers include: 

© Gas Legislation. A bill freeing 
independent gas producers from direct 
federal control squeaked through the 
House, but still must run the gauntlet 
in the Senate. 

e Price War Investigations. The 
Roosevelt subcommittee wound up its 
hearing into alleged coercive and dis- 
criminatory practices. Now Sen. Hu- 
bert Humphrey’s Senate Small Busi- 
ness subcommittee is looking into 
New Jersey’s recurrent price wars 
And Chairman Wright Patman (D., 
Tex.) of the House Small Business 
Committee is apparently determined 
to follow up the Roosevelt inquiry 
with another investigation looking to- 
ward divorcement of major oil com- 
panies from the retail gasoline busi 
ness. 

The Roosevelt group found a lot of 
merit in complaints by the National 
Congress of Petroleum Retailers, and 
urged major suppliers to grant longer 
leases and take other voluntary steps 
to end any coercive and disorimina- 
tory practices that may exist. 

The subcommittee also endorsed the 
purposes of the Roosevelt Bill, which 
will receive more attention next year. 
Under this proposed measure, a sup- 
plier cancelling or refusing to renew 
a lease could be held guilty of violat- 
ing the Clayton Act unless he proved 
his action was justified. Uncle Sam 
would foot the bill for legal action 
taken by complaining dealers. 


e Bill (CH. R. 2414) to refund taxes 
on gasoline destroyed by fire or other 
calamity. Measure, heavily backed by 
NOJC, was accepted by the House 
Ways and Means Committee for in- 
clusion in catch-all “bob tail” tax bill 
It has not reached House floor 

@ Various measures aimed at elimi- 
nating government competition with 
private enterprise—including opera 
tion of PX service stations on military 
posts. These did not get to first base 
in the session just ended 

Oil marketers may not have to wait 
until January to learn what effect the 
new Reciprocal Trade Law will have 
on foreign oil imports. Independent 
producers and coal interests—backed 
by influential senators—have loosed a 
steady barrage of notes to the Office 
of Defense Mobilization calling for 
action to curb imports. 

If the issue comes to a head, the 
NOJC can be expected to argue that 
residual oil imports do not endanger 
national security. 


The Highway Fight 


The closing 


days of the congressional session 
proved lively for oil marketers. 

It was generally agreed that Con 
gress would not consider proposed 
highway user taxes until next year 
Then the Democratic leadership de 
cided to push the Fallon Bill, which 
wrapped authorization for road-build 
ing expenditures and funds into one 
package. 

The bill gathered plenty of steam 
before the opposition got into gear 
Under its terms, road-users would have 
paid out more than $12 billion over a 
16-year period through a 1¢-per-gal 
increase in the gasoline tax, a 2¢-per 
gal. boost on the diesel fuel levy, and 
increased taxes on heavy tires, tubes 
and vehicles. 

When it became apparent that the 
measure had strong backing, NOJ¢ 
General Counsel Otis Ellis swung into 
action. He called in jobbers from all 
over the country to protest that the 
proposal had not been properly aired 

Ellis says the jobbers “probably put 
up their greatest fight on any national 
issue.” More than 100 jobbers spent 
days in Washington pressing home 
Thousands of other job 
home-state law 


their views 
bers besieged their 
makers with telegrams, 
telephone calls. L 


letters and 





station at the time, was unharmed 





Bombs in “Bloody Jersey” Bring Senate Probe 


@ Station bombings like this one in Clifton, N. J., plus continuing gasoline 
price war in the state, add up to probe of New Jersey oil retailing later this 
summer by Senate Small Business subcommittee. Above, Clifton station own 
er Marcus Krisson checks damage after crude bomb went off. His dog, in the 
Krisson, a private brander, says bomb 
was an attempt to “scare” him from selling at 3¢ below regular-gasoline 
prices, but adds: “Nobody's going to scare me with bombs.” 
exploded at branded stations in Irvington and Kearny selling at 


Other bombs 


cut prices 
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How a Community 


RADIO appearances at frequent ramserae by OIC men 
keep public aware of Week's agenda 





SPARKPLUG of Sacramento's 1954 Oil Progress 
Week, Shell's G. 5S. Maxson starts organizing 


COCKTAIL party for members of press, radio and 
television touch off the Week on Monday 


PARADE on Monday night brings oil men marching down main 
street of Sacramento, stimulates interest in coming events 


MAGIC BARREL spiel is delivered by Ted 
Huggins at Tuesday rally 


SERVICE STATIONS get into act with CHAIRMAN Maxson (right) and “exec” P. W. Griffiths, huddle over plans 
Oil Progress Week literature for Oil Progress Week promotion. 
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A PERSONAL 
Puts Over OIL PROG 


RESS 


BUSINESS PROBLEMS 





ROM California comes a “How 

To Do It” story, as oil men across 
the nation begin laying final plans this 
month for Oil Progress Week, Oct. 
9-15, 

Sacramento oil groups, which keep 
an active nucleus working all year 
with various Oil Information Com- 
mittee projects, began plotting last 
year’s Oil Progress Week program 
early in the summer. 

Local chairmen around the area 
were urged to line up their programs 
early, decide on what promotional ma- 
terials they would need, and get their 
orders in. They were asked to plan 
special events—tours, essay or speak- 
ing contests, co-operative newspaper 
ads, oil men’s family picnics. 

“How To” bulletins were sent out, 
followed by check lists — “Please 
check if handled.” 

Results: emergencies were few, and 
those that did arise were managed 
with relative ease 

Behind last year’s Week were the 
50 members of the Sacramento Area 
Oil Information Committee and the 
local OIC groups in Sacramento and 
the seven surrounding communities 
They served under Chairman Gilbert 
Maxson, at that time Shell Oil Co.'s 
Sacramento sales manager. Here's 
what they did: 

e The week began Sunday after- 
noon with a free television airing of 
the film, Crossroads USA. Later in the 
week, The Story of Colonel Drake 
was shown on another station. 

@ Monday featured a cocktail party 
for top executives of press, radio and 
television. Attendance was 100—half 
of them oil men—and the bill was 
only $265. 

@e Monday night was set for the Oil 
Progress Week parade, which went off 
with military precision. It was mar 
shalled on two. side streets and 
marched Sacramento's main 
street. The line-up of oil equipment 
flew Oil Progress Week banners 

e Industry men, their families and 
friends gathered in a junior high 
school auditorium on Tuesday for the 
Sacramento Oil Industry Rally, which 
featured films and a “Magic Barrel’ 
demonstration. 

e Most intensive coverage of the 
Sacramento business community came 
through two breakfast meetings of the 


down 


West Sacramento and Sacramento 
Chambers of Commerce. Both drew 
capacity crowds. A “Magic Barrel” 
demonstration was given for the West 
Sacramento group and J. Howard 
Marshall, vice president and director 
of Signal Oil & Gas, spoke at the 
Sacramento meeting 

Altogether, oil films 
appeared at 38 of the 39 local civic 
groups. 

Oil women got into the act for the 
first time last year in Sacramento. Two 
of them were trained in the “Magic 
Suitcase” 


speakers or 


presentation and took it to 
local women’s clubs 

The secret of Sacramento's effec 
tive Oil Progress Week Planning lies 
in the fact that the area OIC has a 
continuing organization. Year-round 
projects keep members sharp and 
ready to do the job. So that the Oil 
Progress Week program will have ex 
perienced direction, each year’s chair 
man serves an apprenticeship the year 
before as executive vice president of 
the area committee 

Committee members cut across all 
segments of the industry, including 
state and division representatives for 
the majors, presidents of independ 
ents, distributors, agents, dealers, pro 
Many members 
are active in other civic affairs. Last 
year the committees 
mayors and two chamber of com 


ducers and suppliers 
included two 


merce presidents 
OIC workers go after prospects for 
committees just as they go after cus 
tomers—by calling on them and sell 
ing them on the organization’s work 
Sacramento feels the only way to 

maintain an alert organization 1s to 
keep busy. Here are some of the things 
that were going on last year at the 
same time that plans were being laid 
for Oil Progress Week 

March: field trips to introduce 
the OI¢ 
locality 

April: assistance in a Cub Scout 
program, through speakers 
trips to industry installations 

May: school visits to push the 
education program 

June, July 
industry participation in OI¢ 

August 
to insure dealer activity in Oil Progress 
Week 


education program in each 


movies 


project to promote 


service station program 


On the following pages: how a dealer and a jobber play 


their parts . . . promotional tools to help you play yours 
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PROCLAMATION for Week is checked by 
Mayor Hiram Hendren (right) and pub- 
licity chairman A. D. Leonhardt 


PUBLIC studies 


after demonstration at rally 


“barrel-magic”’ 


DISPLAY in department store window 
proved eye-catching attraction 








\ 


DEALER Pat Joyner in front of his Mempnis esso siation 


( ‘ B. (PAT) JOYNER, Memphis 
* Esso dealer who moves into 
the chairmanship of the Tennessee 
OIC next year, has been a workhorse 
in Oil Progress Week since it became 
an annual event seven years ago. 

Joyner, whose 60,000-gal.-a-month 
station is in the Esso division office 
building in downtown Memphis, is no 
stranger to civic activities. He has 
been president of the Memphis Junior 
Chamber of Commerce, commander 
of the local American Legion post, 
assistant Civil Defense director for 
the city and county, and has held sev- 
eral other civic posts. 

When he turned this “talent for 
service” to promoting the oil industry, 
he really got results. For instance, 
here are some of the things he did for 
OIC and Oil Progress Week last year: 

e Joyner didn’t have time to enlist 
all dealers in the county in the Oil 
Progress Week dealer program last 
year, so he went all out with a one- 
man show. He gave away 2,000 “lucky 
folders” and awarded a deep-fat fryer 


40 


KEEPING schools 


oil-conscious, Joyner presents awards in 


his OllC-sponsored essay contest on petroleum and the age 


in PRES 


SPeciAt toiaer prepared by Joyner piays up industry's part 


in democracy, contrasts his station with one in Moscow 


and two sandwich toasters to holders 
of the winning ones. He spread a 24- 
sheet poster across the front of his 
station in honor of the week. 

@ He sparked what the OIIC or- 
ganization calls an “outstanding” sta- 
tion decoration contest during Oil 
Progress Week 

@ He was one of the three dealers 
selected from across the nation for the 
OILIC dealer film. 

@¢ On a Memphis television broad- 
cast called “Your Career in the Petro- 
leum Industry,” Joyner covered dealer 
opportunities. 

e For three years, he has been the 
moving spirit behind the OIIC booth 
and exhibit at the Mid-South Fair in 
Memphis. 

e He was a prime mover in getting 
Gov. Frank Clement to proclaim Oil 
Progress Week in Tennessee last year. 

e He headed Tennessee OIIC’s 
“Meet the Press” campaign last year 
to carry oil facts to press, radio and 
television. 

e For several years, through Joy- 


NATIONAL 


ner’s instigation, the Memphis OIIC 
committee has sponsored a_ student 
essay contest on “Petroleum in Our 
Modern Society.” Last year, 6,000 stu- 
dents took part. 

e This past year, as state OIIC vice 
chairman, Joyner has recorded 100% 
attendance at state and district meet- 
ings, has given “Magic Barrel” dem- 
onstrations throughout the state, and 
has assisted with state dealer meetings 
and other conferences of oil men. 

His reward for services during 
1954 was the OIIC Gold Award. 

To dealers who want to help out in 
Oil Progress Week, Joyner recom- 
mends using displays. He says a good 
station display attracts a lot of atten- 
tion and is the best way of plugging 
the industry’s week for the smallest 
investment. His one admonition — 
“Use your ingenuity when you work 
out that display.” 

Why should dealers participate in 
OIC programs? “Sincere work helps 
upgrade the whole industry. People 
think more of you.” a 
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a Jobber's These Are Useful . .. 


Here are a few of the many tools designed by the Oil Industry Information 
Committee for use during Oil Progress Week. For further information on the 





materials or services of the OIIC or to place orders for the materals, write 
to the OIIC district office serving your state (see next page). 


“Building With Oil” Kit 

A “do-it-yourself” oil exhibit and a 15 
page, full-color picture book on the birth 
of the oil industry are included in this kit 
Panoramic map measures 25 x 38 in., and 
stand-up cutouts are numbered for easy lo 
cation on map. Ideal for school program or 
station handout. Complete kit $8 per hun 


dred 


Newspaper Advertisements > 


More than 45 ads have been prepared by 
API for use by jobbers and dealers during 
Oil Progress Week. Ads range from one to 

M. JEWELL, a veteran of nine eight columns and are ready for use by in 
|] e vears with Utah Oil & Refining serting sponsoring company’s name and ad 
Co. before setting up his own private- dress. A proofbook of the ads contains an 
brand jobbership in Boise Idaho, has order blank for free mat service. Proofbook 
been in on virtually all local OII¢ ivailable free 
projects during his seven years in 
Boise. 

OIC field men say Jewell’s reputa 
tion and wide acquaintance in Idaho : 
have been a big factor in promoting Four-color, eight-page booklet designed 
Oil Progress Week and gaining ac for distribution at rallies, open houses and 
ceptance of OHC by jobbers. and ‘ at service stations. Entitled Barrel Number 
dealers there One, it tells of events preceding production 

He has enlisted service station deal of the first barrel from a new well and how 
ers of his Farmer Oil Co. (5 million ) that oil is moved to market. Designed a 
gal. a year) and competitors in past Be companion piece to movie of same nam 
Oil Progress Week campaigns and has Measures 6 x 9 in. $3 per hundred 
been a prime mover in API School 
Program in his area. He is state job 
ber-dealer vice chairman and Boise 
County school vice chairman New Motion Picture > 

Last year, he introduced the API Barrel Number One 
school materials into five school sys 
tems in the county and got the educa- 
tors together this spring in Boise for 


4@ Souvenir Booklet 


is the story of the 
men who make the oil industry possible 

the geologists, drillers, refiners, truckers, 
: jobbers and dealers, chemists and engineers 
an oilman-educator meeting to review Running time 29 minutes, 16-mm, black 
the school program. The school pro and white, sound. Available on free loan 
gram will be continued this year. from OIC 


Jewell was in from the beginning 
on planning for this year’s Idaho Oil 
Progress Week, highlight of which will 
be distribution of pamphlets at service 
stations. Each pamphlet will contain Window Poster 
a coupon-chance on a grand prize, Transparent, acetate window poster can 
which may be a trip to Sun Valley be used on any window location. Poster is 

About Jewell, district OIIC men in four colors and comes with gummed 
say: “Bob Jewell has been an out strips, ready to put up. Does not block win 
standing OIIC committeeman—as an st dow visibility since only printed area is 
individual oilman, as a jobber or un . opaque. Measures 12 x 24 in. Poster carries 
der any circumstances. We in the 54 OPW slogan but is not dated. $8 per hun 
Rockies would like to have hundreds dred 
more like him. 2 


, or may be purchased 








Promotional Tools ... How to Get Them 





Oil Progress Week Date Poster 


Dealer Folder 


Transparent, acetate 
poster carries Oil Progress 
Week dates. Designed as 
companion piece to win- 
dow poster (see p. 00) but 
is effective as a separate 
display. Poster is printed 
in four colors, measures 
6 x 18 in. Gummed strips 
on back make for easy 
mounting. $3 per hundred 


Hints on how dealers 
can best participate in Oil 
Progress Week are con- 
tained in folder “Who? 
Me?” Folder gives sugges- 
tions on station decora 
tion, school programs, 
etc., and spotlights a vari- 
ety of materials available 
Folder is 6 pages, 6 x 9 
in, Free. 


Colorful, reflective strip 
which “glows” in dark is 
lithographed in blue and 
white. Has Pressure-Stik 
backing, which peels off, 
allowing strip to adhere to 
any clean surface without 
injury to surface. Truck 
size 5% x 52% in., $20 
per hundred. Car size 37% 
x 17% in., $5 per hundred 


Newspaper publicity en- 
velope contains informa 
tive feature items, fillers 
and photographs (of which 
free mats and glossy pho 
tographs are available) 
and pattern editorials on 
the oil industry. For your 
local newspaper editor 
Available free. 





Lapel Button 


Metal button is 1 in. 
wide, has red background 
with blue lettering. Sold 
only in boxes of 500 but- 
tons. $1 per box. 


Pump-Island Banner 


Brilliantly lithographed 
red and blue Day-Glo 
cloth banner. Measures 36 
x 68 in., is hemmed and 
has tie ropes. $2 each. 





Where To Get 
Oil Progress Week Tools 


lo place orders for the OPW materials on this and pre- 
ceding page, write to the Oil Industry Information Com- 
mittee district office serving your state (see list below). 


States Served 


Rhode Island, 
Conn., Mass., VL, 
New Hampshire, Maine 


District Offices 


Oil Industry Information Committee 
419 Boylston Street, Boston 16 


New York, Oil Industry Information Committee 


New Jerse) 


Del., Pa., Md., Oil 
Va., W. Va., Dist 
of Columbia 


N. Carolina, 
§. Carolina, 
Georgia, Florida 


Kentucky, Ohio, 


1270 Sixth Ave., Rm. 1913, New York 


Industry Information Committee 
1322 Broad-Locust Bldg., Philadelphia 


Oil Industry Information Comm: ttee 
26 Cain Street, N.W., Atlanta 3 


Oil Industry Information Committee 


Tennessee 506 Schmidt Building, Cincinnati 2 


Illinois, Wisconsin, 
Michigan, Indiana 


Missouri, lowa, 


Oil Industry Information Committee 
8 South Michigan Avenue, Chicago 


Oil Industry Information Committee 


Nebraska 1459 Dierks Bldg., Kansas City 6 


Minnesota, Oil Industry Information Committee 


N. Dakota, 
So. Dakota 


1100 Rand Tower, Minneapolis 2 


Texas, Oil Industry Information Committee 


New Mexico 


irkansas, Oil 


318 North St. Paul Street, Dallas 


Industry Information Committee 


Louisiana Whitney Nat'l Bank Bldg., New Orleans 


Alabama, Oil Industry Information Committee 
Mississippi 670 Milner Building, Jackson 


Kansas Oil Industry Information Committee 
Oklahoma 308 Oil Capital Bldg., Tulsa 3 


Colo., Montana, 
Wyoming, Idaho 
Utah 


Wash., Oregon, 


Calif., Nevada, Arizona 510 W 


Oil Industry Information Committee 
500 Farmers Union Bldg., Denver 3 


Western Oil and Gas Ass'n 
6th St., Los Angeles 14 
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Lion Oil-Monsanto Merger 
Ready for Final Approval 


Stockholders of Lion Oil Co. and 
Monsanto Chemical Co. will hold 
meetings Sept. 23 to approve or reject 
a proposed merger between the two 
firms. Their respective boards of di- 
rectors agreed to the merger July 21. 

If the merger is approved, the Lion 
organization will be known as “Lion 
Oil Co., a division of Monsanto Chem- 
ical Co.” It will continue to be headed 
by its current president, T. M. Mar- 
tin. Martin and Board Chairman T. 
H. Barton will become members of 
the Monsanto board. 

According to Martin, more than 
half of his El Dorado, Ark., firm’s 
investments and earnings are chemi- 
cals. Monsanto, he said, “manufac- 
tures herbicides and other agricultural 
chemicals which would complement 
Lion’s activities in this field.” 

Monsanto president Charles Allen 
Thomas added that over half of his 
company’s raw materials can be, or 
are, produced from petroleum frac- 
tions or natural gas. He said it is “the 
belief of both organizations that this 
union will hasten a long-range pro- 
gram of producing an increasing vari 
ety of chemical raw materials.” 

If approved, the merger will become 
effective Sept. 30. 


a line 





like the one that almost destroyed the dock last year 


broken by abnormal contact of the ship and dock at any point 


de-energize all electrical lines on the wharf 


Oil jobbers are talking about taking 
double action against the major oil 
companies in an all-out effort to stop 
commercial account  price-cutting 
And both moves could be burning 
issues at the National Oil Jobbers 
Council meeting in Chicago Nov. 2-4 

Jobbers may call for action on 

e A withdrawal of jobber support 
from the Oil Industry Information 
Committee. A hint of that came last 
month when the South Carolina Job 
bers Assn. reaffirmed their non-sup 
port of OIC. South Carolina has 
never officially backed OIC, and 
when John White, NOJC chairman, 
asked them to restate their position 
they gave him a unanimous affirma 
tive vote. 

e An attack on the 27'2% deple 
tion allowance. The NOJ( 
Concentration Committee met in Chi 
cago last month to discuss what they 


Economic 


should do about this question. Its rec 
ommendations will be presented at 
the NOJC’s November session 
White, who is president of Hewitt 
Oil Marketing Co., Charleston, told 
the South Carolina jobbers that if 
don't 


“conditions” improve by No 


Fire-Ravaged Wharf Rebuilt for Safety 


@ Standard Oil Co. of California’s rebuilt Point Wells wharf has a built-in 
automatic control system designed to avert any more ship collision blazes 


The dock is circled 


with a low-voltage control circuit of electrical wire fragile enough to be 


[his would 


The new p-pe line system is 


above the pier and 25 to 40 ft. inboard from the safety circuit, making it 
almost impossible for a tanker to plow far enough into the pier to rupture 








September, 1955 * NATIONAL PETROLEUM NEWS 


general —-£j 
Jobbers Eye Blow at Majors 


Twofold action may come at NOJC session 
over commercial account price-cutting 


vember he may ask NOJC to consider 
suspending its support of OLIC until 
some of the “marketing problems 
have been cleared up. The majority of 
NOJC’s 28 member 
not officially support OIIC¢ 
tion support ts on an individual state 


associations do 


Associa 


basis 

He says jobbers are “hopping mad” 
over commercial accounts and other 
problems and, “if conditions don't 
improve, we can't hold them back 
much longer.” The NOJC chairman 
says he has nothing against OLIC, but 
rejecting the organization is “one way 
to get at the majors,” since OLIC gets 
most of its support from them 

He explaias his position this way 
“Suppose I'm a tenant in a house and 
my landlord lets the roof leak over 
my head. Then he wants to run for 
mayor. He hires an agency to tell the 
public what a fine man he ts and the 
agency asks me to tell the people what 
a wonderful man my landlord is. Am 
I going to do it?” 

If NOJC should pull out of OIL 
jobbers believe there is a good chance 
that much of the dealer representation 
would follow. This would drain the 
organization of 
bership 


small business” mem 

The Economic Concentration Com 
mittee, taking up the depletion allow 
ance question in response to a motion 
made at NOJC’s May session, called 
for “positive and 
after attacking 


concrete action 


certain trade prac 
tices at a meeting in Chicago last 
month. The practices were not identi 
fied, but much of the discussion lead 
centered 


ing up to the statemert 


around commercial accounts 





OCAW Calls Its Future 


Oil, Chemical and Atomic Workers 
International Union (CIO) is predict 
ing that it will sit on top of the union 
heap. It doesn’t say when. An editorial 
in the “Union News” said OCAW “is 
destined to be the most 
labor union in North America” and 
in time, “will hold the welfare of the 
U. S. and Canada in its hands 

“This is a responsibility the union 
and its mernbers must face—and a 
fact that the managers of 
must face,” says the editorial 


important 


industry 





 é| general 
‘Drive More’ Campaign Spreads 


Ethyl Corp. enlists over 30 oil companies 


in promotional bid to increase car travel 


Ethyl Corp.’s “Drive More” ball is 
rolling faster. More and more oil com 
panies and others in the TBA and 
automotive industries are offering to 
help push along the big institutional 
advertising and promotion campaign 

Ethyl seems likely to succeed in its 
attempt to make 
the promotion 
plan—built 
around the slogan 
“Drive More, it 
gets cheaper by 
the mile”—a con 
tinuing affair, 
supported by 
people in every field with a stake in 
increased car travel. 

Through its field organization, Ethy| 
took its tie-in proposition to more 
than 250 major and independent oil 
companies, Over 50 of them have ex 
pressed interest so far. Over 30 have 
offered to distribute point-of-sale pro 
motional material and several more 
are taking the message to their em- 
ployees and dealers through company 
publications. 


DRIVE 
MORE 


cheaper 
A ed mile | 


PLANS OF ACTION 


Here are some typical plans laid by 
companies on the “strong support” 
list 

Esso Standard-——Editorial coverage 
in dealer publication, drop-ins of 
“Drive More” shield in newspaper ads, 
use of the shield in television adver 
ising, and mention of the program in 
radio commercials. 

During the summer, Esso shipped 
out 7,000 window poster displays to 
dealers who subscribe to the company’s 
window-display program, and sent out 
4,000 A-board posters for use by 
dealers. A folder on “Drive More” 
was mailed to all credit card customers. 
These displays and other promotional 
materials are furnished by Ethyl to 
oil companies at cost. 

Cities Service—Use of the shield on 
television spots and mention of the 
program on the nationwide “Band of 
America” radio show. The shield will 
be dropped into newspaper advertise- 
ments. 

Kits of the Ethyl point-of-sale pro 
motional material have been sent to 
divisional managers, who will decide 
on distribution in their own territories 

Sinclair—Posters carrying the shield 
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and reprints of Ethyl’s national mag- 
azine ads will go to its more than 
25,000 dealers. “Drive More” will be 
covered in the dealer publication and 
in the monthly direct-mail publication 
that is sent to dealers’ mailing lists. 
Folders will be sent out with all rout- 
ings through Sinclair tour bureaus, 
and the “Drive More” program will be 
explained to men in the Sinclair or- 
ganization at their next field meetings. 

Skelly — Ordered 24,000 point-of- 
sale display pieces for use at its stations, 

Several other companies also are 
planning to co-operate with the pro- 
gram, but have laid no definite plans. 

Colliers and Saturday Evening Post 

which with Reader's Digest, are 
carrying “Drive More” ads expected to 
reach 50 million people—are trying to 
enlist the support of other companies 
in the automotive field. 

Encouraging response has been re- 
ported from TBA manufacturers, auto 
companies and manufacturers of other 
automotive products 

It also has caught on with associa- 
tions. Many state jobber groups are 
promoting “Drive More” through cov- 
erage in their publications, and associa- 
tions of firms in the automotive field 
are interested 


TARGET 


What Ethyl wants is as wide circu- 
lation as possible for the “Drive More” 
Shield, trademark of the campaign 
and the symbol designed to tie all the 
co-operative efforts together. It carries 
no Ethyl identification, so it can be 
used in ads and by other firms without 
direct association with Ethyl. 

rhe heart of the program is the fact 
that high fixed costs of operating a car 





National Petroleum News 


“Wrong, Furd. TBA is 
not a new additive.” 











NATIONAL 


make each mile cheaper as mileage in- 
creases. 5,000 miles a year costs 5.2¢ 
a mile and 15,000 miles only 2.5¢ a 
mile. Later ads will stress the conveni- 
ence and pleasure of car travel. 

In carrying the program to TBA 
makers, Saturday Evening Post his 
gone one step further. An annual in- 
crease Of 500 miles per car, says the 
Post would mean a 6% increase in the 
sales of all TBA products. 

Given good support, Ethyl says, the 
“Drive More” program will continue— 
on a year-round basis—to promote in- 
creased car travel. 

Heavy advertising has been con- 
centrated on the summer months, 
when tourist driving is at a potential 
high. In late July, an eight-page sup- 
plement suggestion was released to 
more than 11,000 daily and weekly 
newspapers, to bolster local promo- 
tion of the national program. 





Poll Taps Southern Farms 
On Use of Fuels and Lubes 


In the southern states, 85% of farm 
tractors are powered by gasoline, says 
a survey by The Progressive Farmer 
magazine. The other 15% is divided 
among liquefied petroleum gas, diesel 
fuel, distillates and kerosine. 

The survey covered 6,800 farm op- 
erators in Texas, Oklahoma, Missis- 
sippi, Arkansas, Louisiana, Kentucky, 
Tennessee, West Virginia, Georgia, 
Alabama, Florida, North and South 
Carolina, Virginia and Maryland. 

Premium gasoline is used in 36% 
of farm automobiles and 19% of 
farm trucks, the survey shows, and 
only about 12% of the farmers buy 
their gasoline from co-operatives. 

More than half (54%) of the farm- 
ers replying to the survey change mo- 
tor oil in their cars every 1,000 miles 
or less, and 29% drive more than 
2,000 miles between changes. Figures 
for trucks were about the same, as 
were the replies on lubrication fre- 
quency. Most change tractor oil at 
100 hours of operation. 

Although the survey was confined 
to the South, more than 90% of car, 
truck and tractor owners reported they 
use permanent-type antifreeze and 
over two-thirds use a winter grade of 
motor oil. 

Electricity is the top power source 
for cooking (49%) and LP-gas runs 
second at 29%. Heating oil is used in 
27.5% of the furnaces and 14.1% of 
stoves and space heaters. LP-gas re- 
corded 20% and 32.3% in these two 
classifications and other gas was used 
in 26.3% and 8.8% of all cases re- 
ported. 
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Twin Towns Mark 


Husky Expansion 


Husky Oil & Refining, Ltd., opened 
its modernized refinery at Fort Wil- 
liam, Ont., late in July amid local fan- 
fare. The Fort William Daily Times- 
Journal devoted a special section to 
the event and the News-Chronicle in 
nearby Port Arthur got out a “Husky 
souvenir edition.” 

The company spent more than $1 
million in expanding the plant's 
throughput from 1,700 to 5,000 b/d 
New equipment includes a 1,000-b/d 
catalytic reformer to produce high- 
octane gasoline, a vacuum unit and a 
3,000-b/d desalter. 

This is only the beginning, Husky 
says. It intends to “gear refining ca- 
pacity,to keep pace with, and antici- 
pate, the oil needs of the area.” 





Briefs 


Nuclear research is being backed by 
Socony Mobil Oil Co. Socony has 
joined seven other companies planning 
to build a reactor in the New York 
area. It also will establish its own 


nuclear research center, with an eye to 
investigation of new energy sources 
and improvement of oil refining and 
products. 


2 

Record-breaking investments by 
U. S. oil companies at home and 
abroad were recorded last year, says 
Chase Manhattan Bank in its annual 
financial analysis. Of the total $6.4 
billion investment, $5.4 billion stayed 
in the United States and $384 million 
of that went to marketing. Yearly do 
mestic investment average for 1946-53 
was $4.3 billion 

* 

Majors lost the fight to win a new 
trial in U. S. District Court, Seattle, 
in the anti-trust case that resulted in 
$240,000 damages for former dealer 
George F. Moore. Judge John C. 
Bowen said there was ample evidence 
for the verdict, on the grounds the 
seven companies had ruined Moore’s 
business by refusing to sell him gaso 
line. 

a 

Federal tax revenues from gasoline 
rose steadily during the first 11 months 
of the 1954-55 fiscal year. The total 
was $863 million, compared with 
$802 million during the same period 
the year before. 

- 

Tide Water products will change 

hands Jan. 1 in Minnesota, the Da- 


kotas, western Wisconsin and north- 
ern Iowa. Midwest Oil Co. of Minne- 
apolis will take over the line then 
from Barber Oil Co., which Pure Oil 
Co. has arranged to buy. Midwest also 
will continue marketing its “Ace” 
brand products 
* 

A new premium oil called “Premex’ 
has been added to the Standard Oil 
Co. (Ohio) motor oil line. Sohio says 
the new product has “super dispersant” 
as well as detergent qualities 

* 

Deep Rock headquarters will move 
to the Kerr-McGee Building in Okla 
homa City within the next five months 
as integration of the two companies 
Deep Rock Oil Co 
Officials. But the company’s crude oil 
purchasing, pipe line operations and 
district sales office will remain in 
Tulsa. 


progresses, Say 


o 

Below-cost selling is the charge Cal 
ifornia Petroleum Marketers Council 
brings in State Superior Court against 
two service station operators from 
price - war-ridden San _ Bernardino 
Named in the complaint are Jim White 
and George Roy of Roy’s Hancock 
Service and the Tulsa, Wichita and 
Abilene Oil Co., operators of a multi 
pump. 

e 

Canadian gas still is an issue with 
El] Paso Natural Gas Co. The com 
pany has filed a plan for delivering 
the gas to California customers with 
Federal Power Commission. El Paso 
proposes to buy 250,000 Mef/d at 
Mountain Home, Idaho, and deliver it 
to the San Francisco Bay area. This 
would set the precedent of allowing 
an interstate gas pipe line to be built 
in California. 

* 

Marketed natural gas rose 9% in 
the first 1955 quarter over the previ 
ous year, to a total of 2,494.3 billion 
cu. ft., says Bureau of Mines. Resi 
dential and commercial consumption 
rose 12°‘ 
3% 


© and industrial use was up 


° 
Domestic sales of liquefied petro 
leum gases gained only 4% last year, 
but exports jumped 31%, says De 
partment of the Interior. U. S. sales 
last year were 5.1 billion gal., com 
pared with 4.9 billion gal. in 1953 
7 
Consumer oil expenditures wil! be 
a healthy 40% higher in 1960 than 
they were in 1950, says a survey by 
Iwentieth Century Fund. The predic 
tion is for an outlay of $6.9 billion for 
gasoline and other oil products in 
1960, compared with $4.9 billion in 
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1950. The car maintenance and repair 
bill is expected to climb from $4.1 
billion to $5.1 billion 

° 


Private-plane jet fuel will be avail- 
able to “the several hundred Shell air 
port dealers throughout the U. S.” as 
soon as there is a demand for it, says 
Shell Oil Co. The statement comes 
after a demonstration in this country 
of a four-place, 410-mph. French jet 
plane for executive use. 

e 


Plant capacity of U. S. Oil and Re 
fining Co.’s projected refinery at 
Tacoma, Wash., will be 15,000 b/d 
initially and eventually may 
25,000 b/d, says the company. The 
refinery is expected to be in operation 
by Dec. 1, 1956 


reach 


Ammonia fertilizer plant will be 
built in southeastern Washington by 
Phillips Pacific Chemical Co., formed 
by Phillips Petroleum Co. and Pacific 
Northwest Pipe Line Corp 
Northwest will 


Pacific 
supply natural gas 
through the line it now is building 
from the San Juan Basin. The plant 
initially will produce 200 tons daily 


of anhydrous ammonia from this line 
e 


New regional offices for Standard 
Oil Co. (Indiana) will be built on a 
2! The com 
pany plans a two-story brick and con 
crete building to house the present 
regional and Milwaukee division staffs 
plus accounting personnel for the Mil 
waukee, Green Bay and 
sales divisions 


acre site in Milwaukee 


LaCrosse 


Annual training course for motor 
fleet supervisory personnel will be held 
Sept. 12-16 at University Park, Pa 
lrucking industry specialists and other 
qualified 
course, which covers aspects of safety 
and efficient Contact I 
Reed Ferguson, Extension Conference 
Center, Pennsylvania State University, 
University Park, Pa 


instructors will run the 


operation 


A report on tests of catalytic muf 
flers, conducted by the Air Pollution 
Foundation in Los Angeles, shows best 
results were scored by a muffler de 
signed for use with unleaded gasoline 
At the end of 10,000 test miles on 
each of six cars, the mufflers designed 
for leaded gasoline were termed not 
“sufficiently developed.” Since a switch 
to unleaded gasoline is considered im 
practical, the 
present solution to 
through a change in car mufflers 


Foundation sees no 


smog problem 





MANAGEMENT 


EDITOR’S NOTE: 

Reasons why jobbers change suppliers are of broad 
interest in oil marketing. Because Leslie Neal (at 
left) is a prominent jobber with a large business, 
and because of the reasons cited in this story, his 
switch is an occurrence of exceptional interest. Both 
parties—officials of The Texas Co. and Mr. Neal 
were co-operative in explaining the details. NPN 
offers this as a straight report of a business develop- 
ment, devoid of any implications that moral or 
ethical issues are raised 


Why Jobber Leslie Neal Switched 


By MARVIN REID 
Southwest Editor 


A SUCCESSFUL Independent job- 
i ber in San Antonio, Tex., wrote 
his supplier a letter last June and 
asked to be relieved of his contract. 
Leslie R. Neal, Sr., told The Texas Co 
it was one of the hardest letters he had 
ever written in his life. 

Neal's oil distributing company 
Jack Neal, Inc.—-had handled Texaco 
products since 1940. It owned, leased 
or controlled 55 retail outlets, and was 
doing 500,000 gal. every month, An 
other Neal company had a good TBA 
distribution business. Relations be 
tween Leslie Neal and Texaco were 
cordial 

But over the last four years Neal 
had come to the conclusion that he 
had to make a break. Today, having 
switched to Continental Oil Co. and 
simultaneously consolidated his oil 
and TBA companies, he hopes to 
double his former gasoline business 
within the next few months. 


WHY HE SWITCHED 


Neal wanted to buy out other 
partners and consolidate his distribut- 
ing companies in order to bring his 
two sons into his business. He wanted 
to change suppliers in order to correct 
conditions that he thought were weak- 
ening his operation. 

When Texaco had Neal as a jobber, 
it was maintaining a dual marketing 
system in San Antonio (in south cen- 
tral Texas, about 200 mi. west of 
Houston) and surrounding Bexar 
pronounced  Bay-ar County. The 
company has a pipe line terminal 
there. Through its salaried operators, 
Neal felt, Texaco was competing with 
him for both commercial and retail 
business 


46 


With competition growing keener, Expansion—Neal’s fourth criticism 
Neal felt he needed an _ exclusive dealt with expansion help. He pointed 
franchise. Conoco offered him one. out that some other suppliers have 

Neal also wanted expansion help plans to assist jobbers with moderniza- 
and a better deal on margins. Such ar- tion and expansion work. He _ had 
rangements were available through been unable to get this from Texaco 
Conoco In his letter asking to be relieved 

from his contract with Texaco, he 

WHAT NEAL SAYS asked if it would be possible to termi 

nate the agreement sooner than the 

60 days’ notice required in the con- 

tract. Texaco granted this, ending the 
pact as of midnight, July 31. 

Texaco, in replying to Neal, said 
the company regretted to lose him 
But it did not attempt any defense of 
its Operations or practices in Neal’s 
territory. Instead, it wished him suc 
cess with his new supplier. 


Here’s the way Neal spelled out his 
reasons for wanting to cancel his 
agreement with Texaco, in his letter to 
the company of June 27 

Too Many Stations Texaco, in 
Neal’s view, has so many stations in 
San Antonio and Bexar County that 
throughput per station is being cut 
down. He told the company that it had 
undertaken “a very aggressive pro- 
gram for the past several years build- 
ing new stations.” He said he under- WHAT TEXACO SAYS 
stood the fact that the company Fexaco officials discussed the Neal 
needed to build new stations to replace switch with NPN. They explained that 
obsolete ones, and to take care of nor- their company has had both direct and 
mal increase in demand. But he added jobber operations in San Antonio for 
that Texaco had “probably surpassed years, and has always felt there was 
these requirements.” room for both. Texaco, the officials 

Commercial Accounts—Neal told said, would have preferred to keep 
Texaco that its commercial account matters on this dual basis—although 
practices had made it impossible for now that Neal is out, company plans 
him to “meet your competition.” He about taking on another jobber in the 
claimed the company had been selling area are indefinite. 
commercial customers “as much as 1¢ The company, weighing the eco 
gal. below the truck transport price nomics of its direct Operations against 
for this type of delivery.” This, he its jobber distribution system, says it 
wrote, meant that commercial ac- is hard to tell if one is more satisfac 
counts were buying Texaco gasoline tory than the other. Both have been 
at 0.75¢ below his cost successful in the San Antonio area 

Discounts—The San Antonio job- Officials believe direct operations 
ber wrote that Texaco had not been enabled Texaco to meet low bidders 
allowing him “normal discounts as af- on commercial business, in certain 
forded by competitive major oil com- cases where Neal—with his margin 
panies to their customers”—or, for couldn’t have done so. 
that matter, the same discounts that Here are Texaco’s answers to Neal's 
Texaco was giving some of its other specific complaints: 
jobbers In regard to service station con 
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Suppliers 


struction, Officials say the company 
has constructed no more outlets than 
any other company competing for the 
San Antonio market 

The company believes the question 
of how many stations should be built 
is a hard one to answer. Officials say 
that most of the stations they have 
built in the area have been successful, 
so they feel they haven't reached any 
“saturation point.” 

As for their commercial accounts 
practices, the officials say they have 
to “bid competitively” for this type of 
business in San Antonio. They claim 
that bidding by private brand opera 
tors with local sources of supply, plus 
that of other majors, has made it nec 
essary for Texaco to lower bids to 
their present levels 

rhe officials preferred not to dis 
cuss the “discounts” situation, saying 
they weren’t sure of the true picture 
in various parts of the country 

—As for expansion help to jobbers, 
the officials said that at times the com 
pany might help an individual jobber 
But each case is treated as an individ 
ual one. They said that Neal at one 
time did ask for financial assistance, 
but no action was taken by the com 
pany. 


THE CONOCO DEAL 


This is how Neal's new setup will 
work: 

Continental, one of five companies 
that went after Neal as soon as they 
learned he was in the market for a 
new supplier, got him principally be 
cause they were willing to offer him an 
exclusive franchise, help him to mod 
ernize and expand his facilities, and 
give him what he considers a “good 
margin.” 

Continental, before it took Neal on 
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CONTINENTAL OIL CO. is leasing this San Antonio, Tex., bulk plant to Inde- 
pendent jobber Leslie Neal, following Neal's supplier-switch from The Texas Co. 


NEAL’S SONS—tLeslie, Jr. (left) and H. 
Doak—become vice presidents in their 
father’s newly reorganized jobbership 


as a jobber, had a commission agency 
setup in San Antonio. It agreed to sell 
or lease its retail and wholesale facili 
ties to Neal, and stay out of the com 
Nobody 


would sell Conoco products to any 


mercial business — picture 


customer in the area except Leslie 
Neal & Sons, Inc 

Boost 
retail outlets in addition to a modern 


The Conoco agency had 18 


bulk plant. The stations were doing 
between 250,000 and 275,000 gal. mo 
These 18 stations, along with 53 of 
the 55 Neal had as a lexaco jobber, 
gave him a total of 71 stations and at 
least 750,000 monthly 
Aug. | 
Neal will 
wholesale operations from the former 


vallonage on 


conduct most of his 
Conoco commission bulk plant, which 
he has leased. Later, it is understood, 
Conoco will probably build an office 
building on the property, also leasing 
that to Neal 

Ihere may be some expansion of 
Neal’s territory later on, but—for the 
time being—-he will operate as exclu 
sive distributor mainly in San Antonio 
and Bexar County 


M NEW 


Neal has no plans for additional 
Neal thinks 
that with his 75 stations, | millon gal 


Stations at present. But 


per month gasoline business ts in sight 
for him 


NEAL’S OPERATION 


Neal's supplier switch is tied in with 
the other move he made at the time 

that of buying out and consolidat 
ing his companies 

Neal formerly owned one-third in 
terest in these two companies. His 
late uncle, Jack Neal, owned one 
third. And Jack Neal's son owned 
one-third 

So, just prior to switching supplier 
he bought out their interests and then 
brought his two sons into the picture 

Leslie Neal, Jr 9 was made vic 
president in charge of operation 
H Doak Neal 4 was made vic 
president in marketing 
Neal, Sr 
the company 

Both boys 
father’s 


school days 


charge of 
will continue as president of 
have worked in their 
business since their high 
except for time out for 
college—both went to Texas A. & M 

and hitches in the armed service 
Ihe three Neals discussed the job 
they would be best suited for in his 
Leslie, Jr., says he is best 


in maintenance 


operations 
buying of equipment 
and merchandise, and accounting. So 
he was placed in charge of operations 
Doak, on the other hand, is a good 
salesman. He likes to negotiate for 
station leases and other such matters 
So he was tagged for marketing 
Neal says that only by buying out 
and consolidating could he bring hi 
boys into business and start preparing 
them to take over the reins of the 
company—as he wants them to do 
and as they want to do gz 








—-4j Management 
Here's Socony’s 11-Point Dealer Program 


Company puts its marketing stand on record, 


with emphasis on longer leases at stations 


and ‘hands-off’ policy on competing brands 


SOCONY Mobil Oil Co. and its 
S U. S. affiliates, Magnolia Petro- 
leum Co. and General Petroleum 
Corp., are “spelling out” official com- 
pany policy to 34,000 Mobil dealers 

In an 11-point program, the com- 
panies are: 

@ Granting longer 
three years) to qualified dealers 

e Reminding dealers that they may 
sell other than Mobil-brand products. 

As a result of Socony’s announce- 
ment, Inter-City Gasoline Dealers 
Assn. in New York City is now telling 
its Mobil-dealer members to make a 
point of asking for longer terms as 
present leases expire. 


leases (up to 


OTHER POINTS 


Ihe program also highlights these 
points: 

e Selecting dealers with 
know-how, reliability, integrity. 

e Locating stations to give dealers 
a good market and profits. 

e Offering latest data on_ station 
selling, management, merchandising, 
automotive trends and operation 
methods. 

¢ Pointing up benefits of prompt, 
friendly service and clean stations. 

e Offering national-brand products 
backed by national advertising and 
good point-of-sale material. 

e Extending credit cards nationally 
to boost dealer sales and profits. 

e Pledging that dealers will get a 
fair share of the company’s total sup- 
ply, if supply is tight. 

e Standing against any price-fixing 
attempts, letting dealer profit depend 
on ability to keep expenses within 
gross permitted by competition, 

¢ Encouraging jobbers to make the 
program available to their 


retail 


same 
dealers 


LEASE PROGRAM 


Long-term leases will be offered, 
Bellman says, “to those dealers who 
conduct business in a_ responsible 
fashion, have shown they will main 
tain or enhance the value of the prop- 
erty and who are financially sound.” 
Socony says about one-fifth of the 
34,000 Mobil dealers lease stations 
from Socony and its affiliates 


Under this policy, says Glenn 


Werly, Socony’s retail merchandising 
manager, a dealer who “proves” him- 
self can get the longer lease at the end 
of his first year. If he brings a good 
record with him from another com- 
pany when he joins the Mobil dealer 
ranks, he might get the long-term lease 
right off the bat 

Who Decides—Each district sales 
manager has complete authority to de- 
cide who gets the longer lease, Werly 
says, but the sales managers are free 
to call in salesmen handling a specific 
dealer account for recommendations. 
If a longer lease is offered, it’s up to 
the dealer to decide to take it or not. 

Terms—Long-term leases, accord- 
ing to Werly, can be renewed auto- 
matically for the same period, if mutu- 
ally agreeable to dealer and company. 
He says Socony favors a flat rental 
rate for the lease’s term that is based 
on the business-producing possibilities 
of the station. 


COMPETITIVE PRODUCTS 


Here’s what Socony and _ affiliates 
say: “We recognize that every Mobil- 
gas dealer is an independent business- 
man, free to buy and sell our products 
or others and free to operate his busi- 
ness as he deems best, subject to ap- 
plicable laws and to the conditions of 
written contracts with us.” 

Split Stations—Socony’s statement 
could pave the way for the return of 
split stations. But Werly thinks it’s not 
likely to happen. There’s no dealer 
trend to return to that type of opera- 
tion. Dealers themselves have found 
that the public prefers single-brand 
operation 

Oils, TBA—The statement spells 
out beyond any question that any 
Mobil dealer can add competitive oils 
and TBA lines 


WHAT'S BEHIND IT 


Although the dealer policy comes at 
a time when Congress has been listen- 
ing to dealers complain about mar- 
keting policies of some suppliers, and 
has been giving some thought to 
amending the Clayton Act to give 
dealers more freedom, Werly says 
work on the dealer policy goes back 
18 months. 

At that time Socony “realized that 
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the market-position future of its prod- 
ucts depended to a large degree on 
dealer satisfaction with the company 
and dealer co-operation in selling 
company products.” 

It was also about that time that a 
movement was afoot in American Pe- 
troleum Institute for suppliers to come 
up with well-defined dealer policies. 
National Congress of Petroleum Re- 
tailers, too, was pushing its drive 
for longer leases. 

New Committee—The company’s 
national marketing committee gave 
the task of formulating the policy to 
a new group—the dealer relations 
committee. 

This committee includes district 
managers and district’-marketing as- 
sistants, plus Socony staff people. By 
personal contact, committee members 
got the grass-roots feeling of the deal- 
ers. From this the policy grew. 

Tested—-But before any policy an 
nouncement was made, Socony tested 
the program in St. Louis, Mo., and ‘in 
Detroit and Pontiac, Mich. No im- 
portance is attached to the fact that 
these cities are in one geographical 
area, Werly says. It happens that two 
committee members manage districts 
in which two of the cities are located 

Work to Continue—The dealer re 
lations committee’s work at the grass- 
roots level will continue. In that way 
it can up-date the present policy, if 
conditions warrant. 


REACTION 

Competitors say they see nothing 
new in Socony’s policy compared with 
their own. Socony says the significant 
thing about the program is that it’s a 
broad statement of company policy, 
spelled out in black and white for the 
first time for all to see. The policy is 
a “sequel”, Socony says, to its distrib- 
utor relations program (see NPN, Feb. 
20, 1952, p. 28) 

“Fundamental to the entire state- 
ment,” says Vern A. Bellman, Socony’s 
national marketing manager, “is the 
recognition that any sound business 
relationship must be based on fair 
dealing, mutual understanding and re- 
spect.” bad 





PHOTO CREDITS 


p. 38—-Lachenbach Photo, San Fran- 
cisco and Clarence Burkett, Sacra- 
mento 

p. 47—-Lande Studio, San Antonio 
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Growing pains imply growth 


Just as the boy outgrows his clothes, your operation 
can outgrow its method of doing business. That 

why truly independent jobbers are choosing Ashland 
Oil as their supplier. Whether you fly our banner 

or your own, discover for yourself how Ashland Oil 
offers tested merchandising plans tailored to your 
specific needs today, not yesterday's needs. So call 

us now. Let these plans help you become the 


dominant independent Operator in your area 


ASHLAND OIL & REFINING COMPANY 
Home Office: Ashland, Kentucky 


ALTON, ILL 2616 &. Broadway. BUFFALO NY 200 Ellicott Square: CHICAG 

Ave.; CINCINNATI. O 1402 Fed. Reserve Bank, CLEVELANI Standard Bid 

Box 6025; EVANSVILLE IND 2500 Broadway, FINDLAY O f b 

3005 Dume:ni; NASHVILLE TENN 5 —. Main: PADUCAH KY. PITISBU'G , Jil Park Bldg 


The Independent Brand for Independents 
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REFINING 


Heat Exchangers 
Pressure Vessels 
Electric Motors 

Processing Meters 
Turbine Pumps 


PRODUCTION 


Oil Well Casing 
Meters 


Line Pipe 
Welding Equipment 


he | 
~~ f > 
TRANSPORTATION ci ‘ 


aA 


Pipeline Take-Off Meters 


Safety Grating es —— 


J 
~~ éZA p 
ale G 
: MITHWAYy 


Back of the newly styled SMITHway Dispenser 
stands a long line of other vital A. 0. Smith prod- 
ucts which serve the petroleum industry all the 
way from oil well to service station. For the 
complete story covering over 80 years of engi- 
neering and research send for 16-Page booklet 
titled “OIL.” 





Through research ...@ better way 


MARKETING 


Truck Meters 
Auto Chassis Frames % 
Gasoline Dispensers 
A. O. Smith-Burkay Water Heaters 
ke e 
a i ae ee ae ee a ee 


= 8 F & @ re ee €& FS 


Factories: 5715 Smithway St., Los Angeles 22, Colif.; P.O. 
Box 500, Succasunna, N. J. Offices: Atlanta, Chicago 7, 
Houston 20, Los Angeles 22, New York 17. Canada: Toronto 
12, Vancouver 1. International Division—Milwaukee 1, Wis. 
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@® Sunray Mid-Continent Oil Co.’s 
Capital expenditures this year will 
amount to $50 million, or about $4 
million more than reported by Sunray 
and Mid-Continent separately in 1954 
All phases of operations—including 
expenditures of D-X Sunray Oil Co., 
refining and marketing subsidiary 
will share in increased outlay. 
SIGNIFICANCE: Merger between the two 
firms last May set up a new, powerful 
marketing force in the Midwest. Now 
projected five-year expansion program is 
under way. 


® Boston-area dealers are winding 
up their drive to get cost-of-operation 
data from station operators in three 
eastern-Massachusetts counties. Ac 
determining the 
average Cents-per gal. cost of running 
a service station in the three-county 
area. 

SIGNIFICANCE: Under the state’s Below- 
Cost Act, average cost will become the 
minimum margin a dealer must add to 
his gasoline price, under penalty of law. 


countants are now 


@ Heating oil distributors in the 
New York-New England .area were 
swamped with emergency service calls 
after Hurricane Connie struck last 
month, flooding cellars in thousands 
of homes. 

SIGNIFICANCE: Another public relations 
headache for heating oil. Burner repairs 
can cost $50-$90, depending on damage. 
Since service contracts exempt flood 
damage, householders are upset. Gas 
companies capitalized by running news- 
paper ads to announce that gas users 
don’t have these problems. 


@ Standard of Ohio will convert the 
137 service stations of its Canfield 
Oil Co. subsidiary to the Sohio brand, 
leaving Canfield only its national 
lubricant and_ specialties business. 
Surveys had shown a majority of Can- 
field dealers to favor the switch, in 
spite of Canfield’s reputation in north 
ern Ohio. 

SIGNIFICANCE: Sohio’s large-scale promo- 
tion of its “Boron” brand gasoline can 
pull as much for former Canfield sta- 
tions as it does for present Sohio outlets, 
without an extra dollar of cost. Canfield 
has had uphill work with its limited ad- 
vertising program. 
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@ Iwo of the three large California 
oil companies that curtailed produc- 
tion of heavy crude over a year ago 
have resumed production of the low- 
gravity oil. 
follow soon. 
SIGNIFICANCE: Firm heavy fuel prices 
have made heavy California crude valu- 
able again. 


[he third is expected to 


@ 1956 passenger cars will stick to 
15-in. wheels, because tire companies 
are not yet ready to make smaller tires 
in quantity, and there is 
some doubt about satisfactory brake 
drums in smaller sizes, 

SIGNIFICANCE: Ihe switch to smaller 
wheels may take place on 1957 models, 
and go all the way to a 13-in. size. 


because 


@ Reports from more than 30 opera- 
tors show 1,951 LP-gas buses operat 
ing at the close of 1954, reports Lique- 
fied Petroleum Gas Assn. The total is 
15% over 1953, 34% over 1952. 
SIGNIFICANCE: Planned additions of 117 
new buses in 1955 will bring total to 
nearly 2,100 by year’s end. 


@ Liquefied petroleum gas _installa- 
tions came off well in Operation Cue 
a test held last spring of atomic 
effects on homes and equipment—an 
engineers’ report reveals. The experi 
mental blast produced no fire or seri- 
ous leakage in the LP-gas installations, 
though a brick house collapsed on one 
set of cylinders and one cylinder was 
blown 1,900 ft. from its pre-blast po 
siuion. 
SIGNIFICANCE: Atomic attack will not 
interfere with LP-gas service if the build- 
ing served by the gas equipment is not 
demolished. Likewise, a bulk plant that 
supplies consumers will be able to survive 
the explosion, short of a direct hit or 
near miss. 


@ A British engineering firm has de- 
veloped successful aluminum-alloy 
heating coils for use in bunkers and 
cargo tanks of oil tankers 

SIGNIFICANCE: The new alloy is claimed 
to last jonger than metals in current use. 
A test installation has remained in perfect 
working order for 1142 years. 
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@ Floridians burned 37,350,000 bbl 
of fuel oils of all types in 1954, Total 
fuel oil use rose 8% over 1953. Heat 
ing oils used in homes, offices, and in 
stitutions registered a 66% 
1953. 

SIGNIFICANCE: Unusually strong 1953-54 
rise in home-oflice-institution consump- 
tion reflects rapid growth in the Florida 
heating oil market, due mainly to new 
construction in the area. 


Rain Over 


@ No natural rubber will be released 
from government stockpile, says Office 
of Defense Mobilization. ODM asserts 
that the climbing price of rubber ts 
not a factor in stockpiling decisions 
SIGNIFICANCE: Rubbery industry must 
find more workable combinations of syn- 
thetic rubber for truck-tire use, or else 
make an outright substitution of synthetic 
for natural rubber. 


@ Atlantic Refining Co.'s Philadelphia 
research laboratories have unveiled a 
new atomic particle accelerator, 
SIGNIFICANCE: Joining other companies 
and industries in the attempt to harness 
the atom for peactime use, Atlantic is 
pioneering the “electron gun” in research 
for new ways to make more powerful 
fuels from petroleum. 


@ British American Oil Co. Ltd. plans 
to expand its marketing operations in 
British Columbia, and will adopt “a 
more aggressive stand in the retail 
field,” according to company president 
M. S. Beringer 

SIGNIFICANCE: Further strengthening of 
BA’s marketing activities, which now in- 
volve 7000 service stations—2,500 of 
them in western Canada. 


@ Question of organizing professional 
and technical oil men will get a year 
long study by a special committee of 
the Oil, Chemical and Atomic Work 
ers International Results 
should be ready for next convention at 
St. Louis, Aug. 20, 1956 
SIGNIFICANCE: Long period of study gives 
the union ample time to find any dis- 
satisfied groups and plot an organizing 
program. 


Union 





NEW METHOD 
REVOLUTIONIZES 
HAND GUN GREASING 


CARTRI-LUBE 


Grease In Cartridges! 


Stops Waste! 


Ends Messy 

Now get all types of grease in Hand Filling! 
l-lb. cartridges that seal it ; 
against dirt, moisture and con- , g 
tamination. Stop losses due to ; -_ Cartri-Lube now available 
deterioration, Grease in cart SO O_o = s under your own private label! 
ridges is always fresh! . a esiikil , Cash in now on the new demand 

yy... for grease in cartridges. 


New Cartridge Loading Gun 


Easier to load than any other hand grease Sell this new combination to your cus- 
gun! Semi-automatic cartridge ejection. tomers, Every farmer is a prospect and 
Simple pumping motion develops 10,000 there’s big volume waiting in Cartri-Lube. 
lbs. pressure — enough to grease any type Write for complete information today. 
fitting. The first really new hand grease 


gun in 30 years! Battenfeld Grease & Oil Corp. 


BATTENFELO 


3148 Roanoke Rd. Box 144 Box 575 725 Second Ave., No. 
Kansas City 8, Mo. N. Tonawanda, N, Y. Compton, Calif. Minneapolis 5, Minn. 
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SERIES 7000-RS cons 000-25) 


FLUORESCENT 


LIGHT = 
FIXTURES 


44% MORE LIGHT AT NORMAL 
TEMPERATURES 


Guardian Series 7000-RS (and 6000-RS) ‘“T’”’ 
Lights, equipped with the new Rapid Start 
lamps, give 44% more light than fixtures 
equipped with standard Slimline lamps, even 
at normal operating temperatures (75°F .). From 
the operator’s standpoint, this means 44% more 
light at no increase in fixture cost. It means that 


ISLAND LIGHT ftepy 
® 


a 4 lamp fixture now gives essentially the same 
illumination as a conventional 6 lamp fixture. 
Similarly, maintenance and replacement costs 
are reduced one-third. 


FIVE TIMES THE LIGHT AT BELOW 0°F. 


Conventional fluorescent lamps even in an en- 
closed fixture lose up to 40% of their original 
efficiency when ambient temperatures drop to 
0°F. The new Rapid Start lamps actually attain 
more efficiency at 0°F. than at 72°F.! 


EASY COLD WEATHER STARTING 


The open circuit voltage of the ballasts furnished 
with the new Series 7000-RS (and 6000-RS) 
provides instant and reliable starting, even at 
temperatures as low as O°F... 
advance in outdoor lighting! 


. another major 


NATIONAL PETROLEUM NEWS 


@ more light per dollar 
@ more light per lamp 


@ and five times more 
light in sub-zero 
temperatures! 


ELECTRIC FIXTURE 
ISSUE NO 6 .254)4 


excellent 
illumination 
even 

at 

30° 

below zero! 


Catalog showing the complete Guardian Line of 
Service Station Lighting Equipment is available on request 
Write for your free copy today 


& 
cuanoian [igfit company 


500 NORTH BLVD, OAK PARK, ILLINOIS 





ACKAGE 


Present your requirements | ' \ \. Avoncraft Porcelain Enamel 
ae Service Stations are completely 
re- pridated, delivered to the site 

\. 2 assembled and erected in 

the falPByAvoncraft! Add to 

m® fhe efon of the Avoncraft 

rifg@lesign, which means 

raft Stations are 

iin enamel inside 

ious advantages 

rability ... and 

» function—and 

an outstanding 

lity ‘“Package’’. 





architectural products 





a division of 


AVONDALE MARINE WAYS, INC. 





























P.O. Box 1030, New Orleans 8, U.S. A. 
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Most Modern Design! 


Most Modern Power! 


Get both in new Chevrolet Task-Force trucks. Modern 
styling that actually works for you! Modern power in 
the shortest stroke V8’s* in any leading truck ! 


Styling that’s designed to make money for you—It’s a fact. 
The ultra-modern, Powermatic design of a new 
Chevrolet Task-Force truck calls attention to 
your business, favorably impresses customers 
and prospective customers! That’s why on looks 
alone a Task-Force truck can make money for 
you. And it’s functional styling. Panoramic 
windshield, new High-Level ventilation, con- 
cealed Safety Steps—these are styling features 
that double in brass to make the driver’s job 
less of a chore. With safety and comfort 
increased, efficiency goes up. Tight schedules 


are easier to maintain and you keep the profits 
coming in on time. 


V8 power—unmatched for efficiency! Chevrolet brings 
you the industry’s most advanced short-stroke 
V8 engines! The compact, super-efficient design 
of these great V8’s reduces friction and wear 

. delivers a higher output per pound of engine 
weight. You save on upkeep and operating 
costs! And with a modern 12-volt electrical 
system, you get double the voltage for quicker 
starting plus a greater reserve of electrical 
power. With two power-packed V8’s and five gas 
saving 6’s—it’s the greatest engine choice in 
Chevrolet truck history! See your Chevrolet 
dealer for details. Chevrolet Division of 
General Motors, Detroit 2, Michigan. 


*VS standard in the new L.C.F. models, an erctra-cost option in 
all others except Forward-Control models 


NEW CHEVROLET 
x Jask-Force TRUCKS 
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When TBA 


is your question 


RUBBER 


is your answer | 


‘ou’re certain to find the proper (and profitable) solution 
to your TBA problem at United States Rubber Company. 
For “U.S.” has many years of practical experience as TBA 
supplier to leading oil marketers. “U.S.” provides a variety 
of full lines of highest-quality TBA products, all with top 
public acceptance. “U. S.”” maintains the world’s finest rub- 


ber research and development facilities. And above all, 
“U.S.” is dependable, assuring you a strong, stable source 


of TBA supply. 


Write Oil Marketer Sales Division 


United States Rubber Compan y 
1230 Avenue of the Americas, New York 20, N. Y. 
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Bring in Business with this 


Nation-Wide Salesmaker! 


the Motor Oil 


that gives your Customers 


HIGHEST OCTANE 
PERFORMANCE 


...Greater Gasoline Mileage 


To millions of motorists, throughout 
the country, new VEEDOL 10-30 
MOTOR OIL has proved that it de- 
livers Highest Octane Performance 

and up to 40 more miles per tankful 
of gasoline. And these are just the 
first of many important advantages. 
New VEEDOL 10-30 means easier 
starting. longer battery life and quiet- 
er hydraulic valve action. Its extra 
high detergency keeps engines cleaner 
—assures longer new-car life. Stock 
and display this famous blue-and- 


gold can...it will bring in business! 


TIDE WATER 
w=afer associaTeD 
OiL COMPANY 


San Francisco §=—6. New York Houston Tulse 
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eeehave LELAND 


explosion-proof gasoline pump motors 


outsold all others combined 
— again in 1954 as for over thirty years? 





Because year after year Leland motors have continued to provide 
such extremely reliable, trouble-free service that users have come 
to expect, and look for, the extra performance a Leland delivers. 

This Leland performance and popularity is the result of design 
and engineering representing the finest efforts of experts — mate- 
rials and workmanship that are strictly top-level—testing and 
inspection that is thorough and uncompromising. 

For over thirty years, Leland has operated on the principle 
that motors should not merely meet specifications, but surpass 
them. 

It isn’t that we expect all motors to suffer abuse or extra hard 
service. It’s just that a Leland motor is built to take unusual 
demands, if and when they arise. 

For over thirty years, Leland has been supplying this extra 
quality and durability in open drip-proof, totally enclosed, and 
in Underwriters’ Approved explosion-proof motors. Today, the 
Leland motor line is unusually complete from % through 5 horse- 
power. Many standards are carried in stock. And specials, like 
the dispensing pump motor, are in use by many leading equip- 
ment manufacturers. 

Have you tried a Leland motor on your product? Why not 
write and let us give you the benefit of this superior design ability 


¥ Leland Type RA, repulsion stort 
induction run, Ye HP continuous duty 
explosion-proof gasoline pump motor 
(Underwriters Approved 

Class |, Group 0) 


— THe LELAND Evecrric COMPANY 
L E L A & D Division of American Machine & Foundry Company 


Dayton 1, Ohio 
MOTORS 


In Canada: Leland Electric Canada, Ltd., Guelph, Ontario 


NATIONAL PETROLEUM NEWS © September, 1955 





as, a 


Deughnuteto Giante! 


THERE'S BISHMAN SERVICE EQUIPMENT FOR ALL TIRES 


BEAD BREAKERS E 


The toughest of al bs, breaking 


Specially designed t break tubeless 
| tire beads without touching air seals 
Find ALL the leaks with Bist ! Wont mar white sidewalls. Use on ALL 
man Tubeless Tire Testers | passenger and light truck tires. Ask for 
Several models including com 4918 
bination Tube and Tubeless 


Tire Testers. Ask for #856-4855 


Also Bishman Bead Loosener for 
fi-the-road tires. Ask for #924 


Up to 50° diameter tubes are easy 
to test in this air powered Bishman 
Tube Dunker. Use for tubeless tires 


too. Ask for $822 


Truck and Aircraft tires, 10 
Giant Tubes (6 a é to d size, are all handled 
33 23 p to 8 feet high o i this powerful Bishmar 
lifted and submerged by this . oe posener and Tire Remover Truck Twe Remover perates by 
2-way air power tester. Fast pcr as st gti agra Ot 


« ° P ‘ mpc 
Easy-Safe. Ask for $920 sopahions baude, ial ter Beane 


Tubeless Tires require complet . The ONLY Changer that mounts 


rovided by this new Bishman Vulcanize and removes tires by power. Has 


p 
Ask for 930 ) n double bead breaker 
Approved by major rubbe 
mpanies for tubeless tires 


Ask for #880 


2-ton hydraulic unit spreads ="! tires from 414 
12” for inspection and repair. Fast and rugged ? Saves Time 
Portable or stationary. Ask for $425. Also air aa pt Ask for #870 
operated spreader. Ask for #555 


Ask your Automotive or Tire 
Equipment jobber or WRITE 


BISHMAN MANUFACTURING COMPANY OSSEO 24, MINNESOTA 
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Ignition Engineered From Tip to Terminal 
To Minimize the Effects of Fouling 





. Long Insulator Tip for longer deposit path. 
2. Thin Insulator Tip for improved fouling characteristics. 


. Heavy Center Electrode increases service life and 
maintains proper gap for longer time. 


. High Grade Insulator withstands intense heat and 
high compression of modern engines. 


- Greater Shell Volume insures maximum resistance 
to fouling . . . a major cause of poor performance. 


uTO- 





INFLUENCE 
PROFITS ! 


Sell the Spark Plugs that 


insure customer satisfaction 


Car owners prefer Auto-Lite Spark Plugs because they’re ignition 


AUTO-LITE engineered for peak performance, long life, quick starts—and to 
SPARK PLUGS minimize the effects of spark plug fouling. 





ignition Engineered 
Auto-Lite Spark Plugs are original equipment on millions of 


This identifies an P , : a 
Auto-Lite Registered America S finest Cars, trucks and tractors because manufacturers 


Spark Plug Dealer. : ‘ee 
ei coat cccames consider them best for their products. And this important equip- 
ment makes a huge ready-made market for your dealer. 


For full information on Auto-Lite Spark Plugs, contact your Auto- 
Lite Wholesaler or write to: 


THE ELECTRIC AUTO-LITE COMPANY 
Spark Plug Division 
Toledo 


You profit most with Auto-Lite Spark Plugs... 
they're backed by the most effective adver 


tising and selling campaigns in the industry. 

















4 


'/ In service stations, 
‘ Coca-Cola outsells 


A lmost everyone appreciates the 
best. That’s why it pays to offer 
your customers the world’s most 
asked-for soft drink — Coca-Cola. 


Every bottle of Coke you sell 
brings in more than the average 
service station profit. And 
what’s more, it puts a customer 
right where you want him—out 
of his car and in buying position 
for money-making TBA items. 


All you have to do is put a cooler 
for Coke where your customers 
want it—out front in plain sight. 


“COKE” 18 A REGISTERED TRADE-MARK 














5O MILLION A DAY! 
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Us Steel Pat 


Available in 3- to 6¥2-gallon capacities 
With tight heads or lug covers 
Wide variety of pouring spouts and openings 


Baked enamel finishes in any 





color combination 


Lithographed heads or shells as required 


We also have steel drums of 15- to 55-gallon 
capacities which can be furnished painted, 
decorated, hot dipped galvanized, tinned or 


made of stainless steel. 


"%9t's Petter ta Ship in Steel” 


A USS 
STEEL CONTAINER 
FOR EVERY 
INDUSTRIAL NEED! 


UNITED STATES STEEL PRODUCTS 
DIVISION 
UNITED STATES STEEL CORPORATION 


DEPT. 195, 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y 


los Angeles and Alameda, Calif. + Port Arthur, Texas + Chicago, Ill. - New Orleans, lo. + Sharon, Pa. « Camden, N. J 
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MORE MACK DIESELS. . 
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ell ‘em- 
as well as 


"Lex E independent jobber can’t afford a public 


relations or advertising department. But he can cash in 
on the vast wealth of information made available for 


his use by the Oil Industry Information Committee. 


How better can he show his industry, 
his company and his employees to the 
public than by using the tools 
ready-made for him in OIIC. 


With very few 
exceptions he “belongs’; 
he is either a member 


of Rotary, Kiwanis, Optimists, Exchange, 


a 


or Chamber of Commerce and as a rule isa mepber —/ 


of the Men’s Club of his church and active in PFAC / 4 Pe a 
ar Tl’. M. Gemlo, 
- a aes , ve President 
These organizations are tailor-made for him : 
i a Northwest Petroleum 
to tell his and his industry’s story to the public ree 
Association 
in his community. Together they represent a 


community relations bonus for a jobber in every 


city and town in the nation. This is one of a series of personal messages 
from outstanding oil jobbers who are 
profiting from their activity in the program 
of the Oil Industry Information Committee. 
supplier on OFIC. If you would like more information, write: 


Tell ‘em—as well as sell ’em. Consult your 


AMERICAN PETROLEUM INstITUTE, 50 West 50th Street, New York 20, N. Y. 
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SELL THE ONLY NEW HEADLAMPS THAT ARE ALL-THE-WAY NEW... 


Only New Westinghouse 
SAFE-T-BEAM Headlamps Give 
You This Extra Sales Feature! 











All other new headlamps: Stray upper light from High 
Beam strikes fog, rain, snow... bounces dangerous, blind- 
ing glare back into driver’s eyes. Thus all other new head- 
lamps limit driver to Low Beam just when extra visibility 
from High Beam is needed most! 


New Westinghouse SAFE-T-BEAM Headlamps: Fxclu- 
sive 2-Beam Glare Shield screens stray upper light from High 
Beam as well as from Low Beam to eliminate bounce-back 
glare. Only new Westinghouse SAFE-T-BEAM Headlamps 
let driver select beam that best suits road conditions 





Only new Westinghouse SAFE-T-BEAM Headlamps—with exclusive 2-Beam 
Glare Shield—stop bounce-back glare on both High and Low Beams! 


You're miles ahead of all competition when you sell new Westinghouse SAFE-T-BEAM 
Headlamps. For only SAFE-T-BEAM Headlamps give full glare protection on both High 
and Low Beams. And make no mistake about it—this is an essential safety feature. A feature 
that motorists recognize instantly. A feature that makes it easy to SELL TWO HEADLAMPS 
EVERY TIME— instead of the usual single replacement! So act now. Cash in on the 

only new headlamps that are all-the-way new. Call your Westinghouse supplier today 


Better see-ability on clear nights, too! 
* Up to 25% more light on both beams! * Beams up to 80' longer! # More light on the right! 





FREE SAFE-T-BEAM PROFIT KIT! 
* Streamers, displays, literature, plus. . . 
* Special demonstration card— 

lets you show your customers in just 


2% minutes how SAFE-T-BEAM 
Headlamps cut glare! 





ACTION-GETTING ADS! 


POs! 





@ vou can se suRE...r irs Westinghouse 
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OKHEIM 


NEW PRESET FLOW CONTROL, 


Flow retards to smooth shut-off 
Full flow reduced to secondary flow of 11 
g-p.m. before final shut-off. 


Exclusive hydraulic valve control 
Both primary and secondary shut-off are 
accurately controlled by positive-action hy- 


draulic valves. 


Minimum time for secondary flow 
Operates at full flow delivery to within 


three seconds of final shut-off. Model 635 meter features the same reliable metering 


Total pumping time reduced mechanism made famous in Tokheim service station 


Stays on full flow longer—delivers same pumps PLUS The New Tokheim Pre-set Flow Control. 
gallonage in shorter time than other two- i ee ; 
stage meters of similar rated capacity. Just set the galionage desired and remain at the 


nozzle throughout the filling operation. Within three 


seconds of full delivery, flow will be decelerated to a 
standout features 
gently cushioned stop. You eliminate hydraulic shock 


and slam shut-offs—save strain on pipe fittings and 


40 g.p.m. capacity —standard 11” flanged oy ; 
inlet, outlet connections. | meter—prolong the operating life of your equipment. 


Aly comaianes ets Gedlibiini anatntene rhis meter and the new pre-set flow control are 


eininates a ctr Hees Bene, designed especially for tank trucks, bulk plants and 





Positive piston displacement-type | industry...they bring a new degree of excellence 


measuring unit. ‘ P P ° 
to metering operations. See your Tokheim represen- 


Veoder-Reet Register end Tetelizer; | tative today or write for literature and prices. 
Ticket Printer optional. | 


Exclusive, easier-to-operate, lever-type wheel General Products Division 
settings on pre-set flow control register. T oO we He io i A Cc oO R P oO ae A T t oO Pe 
| DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 
Adaptable separator inlet and strainer | 1650 WABASH AVENUE SINCE !1909! FORT WAYNE 1, IND. 


Factory Branch: 1309 Howeord $t., San Francisco 3, California 


are reversible. 
Canadian Distributor: H. Reeder, 205 Yonge Street, Toronto, Ontario 
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TRAINS ASPHALT 


Zhe OTHER PRODUCTS OF STANDARD STEEL 
ASPHALT DISTRIBUTORS ... BURNERS... POWER AND TRACTION DRIVEN CONSTRUCTION 
BROOMS... MAINTENANCE DISTRIBUTORS ..; TAR KETTLES... AGGREGATE SPREADERS 
STREET FLUSHERS ... PIPE LINE EQUIPMENT... SUPPLY TANKS... SHELVING HARDWARE 
AND AGRICULTURAL EQUIPMENT 


Standar re | TT) | Works Coots ts g Be Baad Car. 
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DUNLOP TIRE MANUFACTURING FACILITIES 
PRODUCE TIRES THAT SELL AND 
STAY SOLD! 


Dunlop Tires create real customer satisfaction — satisfaction that means repeat sales 
increased service station profits. Dunlop Tires are a product of America’s most modern tre 
building facilities. These facilities, coupled with Dunlop's research and production skills and 


backed up by a rigid quality control program, continuously guarantee Dunlop quality. 


OTHER DUNLOP ADVANTAGES 


MULTIPLE WAREHOUSE DISTRIBUTION guaran- RETAIL SALES ASSISTANCE BY EXPER!- 
tees service stations prompt delivery of any tires ENCED DUNLOP FIELD MERCHANDISERS 
ordered. real help for you in meeting your marketing 


problems. 
FULL LINE OF QUALITY PRODUCTS, backed 


by the longest tire-building experience in the POWERFUL NATIONAL ADVERTISING: plus com 
industry. World-wide leadership in Tubeless Tire plete dealer level promotional program, create 
development. buying desire. 


DUNLOP 


THE LINE DESIGNED — 
= 
TO PRODUCE PROFITS MG; 
oe 
AT THE SERVICE 


STATION LEVEL 


One of the batteries of Bag-O-Matic 
Presses in constant operation at 


Dunlop's Buffalo, New York plant 


tyiNe 2 IP 
| r) % ~ 
ee . a 
hy ‘ 


j *. 


DUNLOP - FOUNDERS OF THE PNEUMATIC TIRE INDUSTRY 
DUNLOP TIRE AND RUBBER CORPORATION «. FACTORY AND EXECUTIVE OFFICES, BUFFALO 5, NEW YORK 


‘ 
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“SHELL 
SELLS 
FOR 


Ml 
E y says Jerry Menard, Pode tiand Beoler 


«é 
Wer I LEASED MY STATION Six 


years ago this March, it looked like a long, 
tough pull. 


“Sure, it was tough at first. Worked my 
head off. But I couldn’t have done it with- 
out Shell. I paid off in three years the 
$7500 | borrowed locally and today I’m in 
the black by a big margin. There are lots 
of reasons. 


“T believe that Shell products are the 
best there are . . . and in this business what 
you sell has got to be tops. What’s more, 
Shell always seems to be in the news with 
new things first. My customers notice this 

. and it helps business. But this is only 
part of it. 

70 





“When I started I just didn’t have the 
time to train my men, so Shell stepped in. 
Shell took them ‘green,’ put them through 
special training schools, and when they 
came back they were worth a lot more to 
me...and made more money for them- 
selves because of it. 


“Then, too, Shell helped me get a lot of 
regular customers. Let me tell you how. 
My wife and I set up a card file and follow- 
up system of lubrication customers just 
the way the Shell plan said. It now brings 
us over 200 Shellubrication jobs a month! 


“Take merchandising, too. With Shell 
it’s more than just getting a package 
dropped at the service station every so 
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often. Shell’s merchandising man comes 
around often and shows me how to get the 
most out of every move I make. 


“T’ll sum it up by saying what I said to 
begin with...I1 couldn’t have made this 
station click the way it has without Shell 

: mroducts and the help I get from th 
Mrs. Menard handles the complete 7 * we get tne 
Shellubrication follow-up system. company. 
Within a week, the first mailing brings 
in over half of the customers for 
Shellubrication. ‘ 7 
so: arsine, We invite you to find out the profit 
possibilities of selling under the Shell 
Brand. Phone the Shell Oil Company 
Office or the Shell franchised jobber 


nearest you. 


a. Hy 
Jerry Menard sells Shell Premium Gas 
oline five to one over regular 


y ji ar. & 
oF 
} fi 
Ds Px: 
i? 
; y 
: 
ae, 
Bae G 


Jerry uses power aids like this impact 
wrench to cut time on tire work. 


It pays to be a Shell Dealer 
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give top performance... 


ALL WAYS! 








The batteries that “spark” fast take-offs for 
emergency vehicles . that provide the 
“*muscles” to start heavy machinery, trucks 
and autos . win more sales for Private 
Label Marketers! The durability and reliability 


of Globe-built batteries mean more satisfied custom- 
ers year after year. 


When you feature Globe-built batteries, you offer 
the advantages of nearly half a century of battery- 
engineering experience , .. 33 years of manufactur- 
ing batteries for autos, trucks, farm equipment, heavy 
machinery and army tanks. And you offer batteries 


that are the result of continuous product research 
and development . . . created by the finest, most sci- 
entific methods of manufacture. Thus, you have the 
advantage of a product story that can’t be beat. 

Globe-built batteries offer other advantages, too. 
The nearness of Globe field representatives . . . the 
films and sales aids available . . . the fast service you 
get on every order .. . help make Globe-built bat- 
teries right for you. 

For more sales, more profits, be sure to feature 
Globe-built batteries . . . the long-time favorite of 
profit-wise Private Label Marketers. You'll soon 
agree that batteries by Globe are built better to 
serve better... and to sell better! 


GLOBE-UNION INC. 


MILWAUKEE 1, WISCONSIN 
FOR FAST SERVICE THERE ARE 16 GLOBE BATTERY PLANTS — 
ATLANTA, GA. * BOSTON, MASS. * CINCINNATI, OHIO « 
DALLAS, TEXAS * EMPORIA, KANSAS + HASTINGS-ON-HUDSON, 
N. Y. * HOUSTON, TEXAS * LOS ANGELES, CALIF. * MEMPHIS, 
TENN. * MILWAUKEE, WIS. * MINERAL RIDGE, OHIO + 
OREGON CITY, ORE. * PHILADELPHIA, PA. * REIDSVILLE, N. C 
SAN JOSE, CALIF. * AJAX (TORONTO) CANADA, 
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Tire Discount Limit Faces Court Test 


TBA marketers will have to make big changes 


if Federal Trade Commission can put the lid 


on discounts to high-volume tire purchasers 


CHANGES in tre pric 

ing may be in the offing after Sept 

7, when the Federal Trade Commis 

sion’s carload discount order comes up 

for trial in federal court, Washington 
D. ¢ 

The order 


[ RASTI¢ 


aimed at curbing what 
FTC feels is a tire monopoly trend 
would make 20.000 Ib. (a carload) of 
tires the maximum order on which a 
discount can be granted. It was orig 
inally issued in late 1951, but rubber 
companies immediately gained an in 
junction suspending the order pending 
an appeal. One oil company, American 
Oil, joined in the suit opposing the 
order 

If the order sticks, oil companie 
may have to overhaul their TBA pro 
grams. If it doesn’t, the Commission 
can try again with a different kind of 
ordet 

largets—F IC ts 
“mass merchandisers” of tires. They 
fall into three groups 

e Accessory chain stores, like West 
ern Auto Supply Co. and Strauss 
Stores 

@ Mail order houses, like Mont 
gomery Ward and Sears Roebuck 

e Oil companies 


shooting at the bie 


Ihe oil industry sells far more tires 
than the other two groups. Collective 
oil industry channels do at least a third 
of the tire replacement business. Chair 


September 


stores and mail order houses togethet 
probably account for less than 15 
of the total. Conventional tire dealer 
vet the rest 

In money the oil industry's share of 
the replacement tire market should 
run about $400,000,000 at the service 
tation level. That's roughly a third of 
the $1.219.000.000 ero value pl iced 
on replacement tires in Shell Oil's 1955 
estimate of the TBA market potential 

Just how the carload discount limit 


vould switch the service station tir 


trade away from oil companies and 


into the hands of tire dealers ts not 
ear. Other businesses offer no paral 
lels: the order is based on the max 
mum discount section of the Rob 
on-Patman Act, and FIC has ney 
used this section in the 15 years the act 
has been on the book 

National Assn. of Inde pendent Lire 
Dealers itself says the ifload limit 


too low. It originally wanted 


in annual 
dollar-volume limit of $600,000. In 
stead, FIC used the irload limit 
laiming that irload buying 
tomary only when dealer 


$600.000 volume 


IF ORDER WINS 


No one 1s sure what sort of 
tem would develop if the ne 


er takes effect. Many oil m 
assumed mistakenly that FTC 
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nv about the extra 3% m carloads in 
the present schedule. They can see that 
tire distribution on a 3% margin ts out 
of the question oO they end up he 
vildered 

Others suppose that FIC will go 
further and say what the carload dis 
ount shall be. It won't because tt can't 
[he commission has no authority over 
prices. If the carload rule stands, and 
becomes law, each tire manufacture 
will have to set its own discount 

Adjustments 
be something like this. The tire indus 


Ihe procedure would 


try would wait until some company 
probably one of the big four, issued a 
If it looked logical 


would follow 


new price schedul 
and reasonable, other 
sult. There wouldn't be a lot of differ 
ent schedules for the same reason 
there's littl 
manufacturer knows if he 


Variation now Fach 
publishes 
lower prices, others will cut to meet 
him. If he publishes higher prices, he 
can't sell tires 

Where would the new discounts bi 
likely to tart? 


continue to be in the form of percen 


Probably they would 


izes off present or perhaps slightly 
While retail price 


ire often cut, the list price is not too 


higher list prices 


far from what the consumer ts paying 
It i till a convenient schedule from 
which to calculate dealer discounts 
loday the top discount to dealers 
i little better than 40% total. The 
best private-brand buying price is sup 
posed to be about equal toa SS% di 
ount. Those are the upper discount 
limits. But the 
ell all his tire 


money trom hi 


manufacturer doesn't 
that cheap. He gets more 
smaller dealers 
(Continued on p. 74) 
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(Continued from p. 73) simple, and the actual figures might be exclusively for resale. They are not 

Under the new order he would have different. The big point is that the man- only 100% wholesalers—they distri- 
to study his average dealer volume, ufacturer couldn't afford to set his car- bute to the smallest and most isolated 
then try to estimate how many dealers load discount too high, because too outlets. They make it easier for the 
could shift to carload orders if they many buyers could take advantage of small service station to buy and stock 
wanted to. He would aim to set carload it, leaving the manufacturer in the red tires. By doing so they have made tires 
price and a set of discounts on smalle: Oil companies apparently would as handy to the motorist as gasoline 
quantities that would bring in as big a have to get along on smaller discounts. All of these facts about tire distri- 
dollar return as he got before This would be true even if they bought bution by the oil industry have been 

For example, he might decide to 100 or more carloads a year, and con- presented to FIC. In spite of the argu 
give 35% on a carload; 30% on an tinued to perform the most difficult ments against disrupting the present 
order for $10,000 worth of tires; 25% and costly part of tire distribution discount structure, the commission 
on $5,000 worth. It wouldn’t be that Oil’s Side—Oil marketers buy tires Saw fit to issue its order putting a lid 
on discounts at the carload level 

For oil marketers to live with the 
order they will have to make some rad- 
ical adjustments. Since tires account 
for at least half of TBA volume, it 
will affect their entire TBA programs 


- WHAT CAUSED IT 
OKHEIM Ihe carload order grew out of a 

HIGH VACUUM ® h study of tire pricing begun in 1947. It 
HAND PUMPS wit is generally supposed that FTC under- 


took its study because of complaints 

@ made by the National Assn. of Inde- 

new swive gd apter pendent Tire Dealers. The dealers said 

that progressively higher volume dis- 

counts to mass merchandisers slowly 

EASIER TO INSTALL— MANY BIG FEATURES! were creating a monopoly in the re 
placement tire field 

They asked for an order fixing the 


No other hand pump like it! 


These Tokheim high-vacuum 
pumps now feature a durable cast- maximum discount limit, not at a car 
iron bung adapter that swivels! Per- load, but at an annual volume of $600. 
mits easier, faster installation and OOO. (An average carload could run 
removal, Wing lock-nut positions about $15,000.) 

A table published by FIC shows 
that in 1947, 48,000 purchasers bought 
tires in these annual brackets 


pump securely. Low cost. Ruggedly 

built. Minimum maintenance. Ideal 

for your own Or your customers’ use. Votal 
ot 

Number of Purchases 
Check these features: Annual Volume Purchasers (000) 
Under $100,000 47,247 $435,658 
@ Flexible diaphragm of tough, $100,000 to $600,000 RRS 155,492 
molded-synthetic material $600,000 to $5,000,000 §2 70,822 
$§,000,000 to $25,000,000 83.765 
$25,000,000 to $50,000,000 4 86,208 


@ No piston to leak, stick, freeze or jam 7 
@ Shaft, valves, and springs of 
stainless steel Total 48.198 $831,965 


@ Double-action; rapid, steady flow Source: 21 manufacturers’ reports to FT¢ 


@ Fine materials and workmanship 
The mass merchandisers, by the 

* i ie- 
Durable hous iy of die-cast know n size of their tire business, must 

Cast-iron swivel aluminum alloy —specially treated, ; 
adapter—no aluminum inside and out, against corrosion all fall in the upper brackets, above 


threads to wear . ' > > > 
— @ Avtemetic tank venting $600,000. The conventional tire deal 


@ Sliding suction tube —adjusts itself ers, with few exceptions, are below 
to tank depth that figure 

Prominent among the mass mer- 

chandisers are those who sell their own 

A do-it-yourself pump! With a few changes in parts, this pump can be easily tire brands. The price they pay aver 

converted to 'most any type of installation—pipe line, drum, underground ages 10-15% below the longest trade 

tank—with hose or spout outlets. Call your Tokheim representative or discount earned by the biggest tire 
write directly to factory for literature. dealers, says the commission. 

Ihe table shows that in 1947 there 


: were two customers buying from $25 
General Products Division 


million to $50 million worth of tires a 
TOKHEIM CORPORATION 
year. It was generally supposed that 
DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT th 2 | s ; 
1650 WABASH AVENUE SINCE 1901 FORT WAYNE 1, INDIANA these were Sears Roe yuck and Atlas 
Factory Branch: 1309 Howard Street, San Francisco 3, California Supply. Atlas Supply was then acting 
Canadian Distributor: H. Reeder, 205 Yonge Street, Toronto, Ontario as buver for the group of six oil com- 
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panies licensed to handle the Atlas 
brand. A few years later central buying 
was abandoned. Now each company in 
the group handles its own buying 

The Hearings—Neither Sears, Atlas, 
nor any oil company appeared at the 
FTC hearings. One chain store opera 
tor, Western Auto Supply Co., 
carload limit. A 
large independent tire dealers joined in 


argued 
against the dozen 
urging the commission to drop the cat 
load order 

Ihe large rubber companies took 
the lead in opposing any discount limit 
at the FI 


mission finally issued its carload limit 


hearings. When the com 
order On Dec. 13, 1951, they won an 
injunction that suspended the order 
until it could be appealed to Federal 
At that time the American Oil 


Co. joined in opposing the order 


QUANTITY QUESTION 


American Oil was the first oil mar 


COUFt 


keter to put its gasoline brand name 
(Amoco) on a tire. The names of 
Mobil, Gulf, Billups, Pure, Cities Serv 
Atlas and 


Federal are also private brands owned 


ice and Phillips tollowed 


by oil marketers. Atlas tires are sold 
by the Standard Oil group 
tires are sold by Tide Water. 


Federal 


One key question is, does the oil 
company get its long discount on ac- 
count of the quantity of tires it buys 
or because it takes the tires at the mill 
door, and trom that point pays all ship 


costs? 


ping, warehousing and selling 

If it’s a quantity discount, the stat 
ute allows FTC to regulate it. FTC says 
that even though private brand tires are 
bought on a cost-plus basis, the price 
differentials are, in effect, discounts 
given for quantity 

Rubber company attorneys are con 
fident this interpretation of a quantity 
discount is not sound law, and can be 
upset 

Monopoly?——Ihe independent tire 
dealers say that years ago they had 
90% of the replacement tire business 
Today they have only half. That, they 
claim, proves a trend to monopoly. The 
COMMISSION agrees 

The Robinson-Patman statute that 
authorizes top limits on discounts says 
the time to regulate is when there are 
so few buyers in the top discount 
brackets that they create a monopoly 
Ihe breakdown of tire buyers by price 
brackets, in the commission’s table, 
shows that there were 52 
the $600,000 to group 
nine in the $5,000,000 to $25,000,000 
bracket; two in the $25,000,000 to 
$50,000,000 bracket 

That adds up to 63 buyers above 
$600,000 


companic Sin 
$5,000,000 


Most of the conventional 
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ure dealers are under that figure, so the 
63 companies may be classified as the 
so-called mass merchandisers who have 
moved in on the replacement market 

Rubber company attorneys believe 
that 63 big buyers do not constitute a 
monopoly. They want the chance to 
bring in evidence to prove there is 
plenty of free competition in the tire 
business. They argue that the commis- 
sion is trying to regulate mass mer- 
chandisers out of the tire business, not 


because they have a monopoly, but 
just because they are big 


WHY A DISCOUNT LIMIT? 


One angle, though a sore puzzle to 
oil and tire men, may not be considered 
by the court. It has already been argued 
before the commission that fixing a 
maximum discount limit for the tire 
industry won't cure any troubles, for 
these reasons 


(Continued on p. 76) 








| ER NEW 
he AND On ot Oil Company 


Loading Rack in Action... 


| 


operating with OILCO 
LONG-RANGE LOADER 


To meet the requi 
iustry—distributors 
marketers—Oilco h perte 
assembly of extreme long 
new loader which, without 
ting, loads transports and ta 
in a jiffy. No intricate me 
does its work quickly, ec 
efficiently 

This Spring-Matic assembly in- 
cludes No. 150 self-closing, shock- 


sily and 


Sizes 3” and 4” 


proof loading line valve, and two 
Model 857 swing joints equipped with 
TIMKEN tapered roller bearings to 
insure positive alignment and greater 
friction-free load capacities 

The above illustration shows a 
new, modern installation employing 
24 of these new Spring-Matic loaders 
on two racks, performing the job for 
which it was intended and doing it 
well 


Write for Folder A-7 for complete description 


OIL EQUIPMENT MANUFACTURING CO. 


INCORPORATED 


3100 VERMONT AVE., 


M NEWS 


LOUISVILLE 11, KY 
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(Continued from p. 75) 

Any oil company, chain store, or 
mail order concern can build or buy 
a ure plant of its own, Or it can con 
tract for the entire output of one of 
the smaller rubber companies: In one 
case the company would be selling 
tires made in its own factory through 
its Own stores or dealers and could set 
a Carload discount at any convenient 
level. In the other case it would only 
be necessary to set one price for one 
customer, and that price could be 
labeled a carload discount 

A discount limit would not apply 
to those oil companies that conduct a 
IBA program on the commission over 
They don’t buy any tires 
Instead they earn a 7'2% sales com 


ride basis 


mission for promoting the sale of some 
rubber company’s IBA line through 
the oil company’s station outlets 
Sears Roebuck, one of the im 

portant mass merchandisers, already 
owns a tire plant 

It is within FTC's province to con 
sider all of these questions, but the 
commission doesn't have to provide 
any answers. All it has to do is issue 
an order and let the industry work its 
own way oul 

Thus the court may well decide that 


there 1s no point in hearing these argu 
ments all over again 

However, there are some other argu 
ments that do not so much attack the 
validity of the carload rule as the Way 
They are 
related questions and concern the kind 


the commission arrived at it 


of evidence the commission accepted, 
and the kind of statistics On which its 
decision 1s based. 

00,000 
stations that sell tires. How many of 


Ihere are some service 
them, if any, are included in the 1947 
table is unknown. The question was 
raised at the hearings, but the commis- 
sion ignored it 

Since the figures came from manu 
facturers’ records, Only those dealers 
buying direct from some rubber com 
pany would show up in the table 
Many service stations do buy direct, 
but many others buy from oil com 
panies, or from large tire distributors. 
They wouldn't appear on the factory 
records at all 

So at the coming trial the charge 
will be made that the FTC figures are 
unreliable. If the court agrees, FTC 
may have to do the job over again 

Besides objecting to the commis 
sion’s Statistics, tire attorneys also will 
charge that FTC accepted dealer testi- 


SAFEST AND BRIGHTEST ELECTRIC FLASHING ROAD 





FOR OlL AND GAS TRANSPORTS AND FOR YARD USE 
MEETS ALL 1.C.C., SAE AND STATE REQUIREMENTS 


Just twist the cone and Flare flashes warning signal 


visible for 


one-half mile 


positive protection day and 


night. Set of three flares complete with red flags and 


batteries is packed in strong metal box 


always clean 


and easily stored. Battery has one year storage life, un 
der test has burned continuously 22 hours, or 70 hours 
of intermittent service. Batteries available everywhere 


This heavy 
mph winds 


weatherproof flare wont tip over in 35 


mony at face value without granting 
the right to cross-examine. They claim 
the commission can't legally base an 
important decision like a maximum 
discount rule on that kind of evidence. 

fhe charge of defects in the evi- 
dence, like the attack on the statistical 
data, concerns procedure rather than 
the carload discount rule itself. But 
either might throw the case back into 
FTC’s lap with orders to start over. 

All of these arguments were pre- 
sented at the FTC hearings, but only 
in the form of briefs and statements. 
lire attorneys want to bring in wit- 
nesses to show, for example, that there 
is plenty of competition and no mon- 
opoly in the tire business. FTC ruled 
out such testimony in its hearings. 


HOW DISCOUNTS APPLY 


For nearly 30 years tires have been 
marketed under a system that gives the 
longest discount to the man who buys 
the most. What he buys in a year deter- 
mines his billing price. In 1948 the big 
tire companies used about 14 discount 
slots. They started at an annual vol- 
ume of $1,500 or less, and went up to 
a high of $250,000 

The discounts have been shuffled a 
little since then. The smallest volume 
bracket has been abolished in practice. 
There have been some slight shifts in 
the amount of volume bonus between 
one level and another, but the general 
effect is still the same. Extras of 2°‘ 
for cash, 2% for truckloads, and 3% 


( 


for carloads remain the same. 

Ihe small dealer, if he takes his 
cash discount, will have a total discount 
of about 30% off list. The dealer who 
buys $250,000 worth in a year, with all 
the extras will have a discount of 40% 

Oil companies, and others who buy 
tires at million-dollar volume, pay 
prices that are not always expressed as 
discounts, but are equivalent to dis- 
counts of 45% to 55% 

Oil companies, unlike other large 
tire merchants, buy tires solely for re 
sale to their dealers. They can and do 
set up their own dealer price lists. Oil 
company prices to dealers are all tied 
to annual volume, but they don’t use 
as many brackets. One company has 


only two dealer price levels 
‘Generally they aim to make it easier 
for the small service station operator 


Save almost 50% by 
ordering direct from 
manufacturer! Send your 
order today ‘U. S. only 


to Dept NP—only 


to buy tires at a lower price than he 
could get from some large tire dealer 
$14.95 for each complete : That's the kind of competition the tire 
set . i dealers don't like. They either want to 
cut the service station out of the tire 
business, or else distribute tires to sta- 
tions on their own terms. 

What happens next is up to federal 


court * 


BUFFALO WEAVING & BELTING CO. 
Ohio Division Alliance, Ohio 
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Let this tag help sell your 
premium line of 
batteries... 


You slip this eye-catching salesman onto the e THE TAG REMINDS THE CUS- 
battery post easily and quickly. TOMER OF THEADVERTISEMENTS 
@ It dresses up the battery. OF Peerless Separators HE HAS SEEN 
@ Tells the customer instantly that the bat- INTHE SATURDAY EVENING POST. 

tery has the best insulation available. It Send today for your free supply of these tags. 

can also be used as a price tag. They announce, in the quickest, strongest 
@ Gives the retail sales person more ammu- way, that the batteries you sell are loaded 


nition to sell premium grade batteries. with protection and long life. 


UNITED STATES RUBBER COMPANY 


BATTERY SEPARATOR SALES DEPARTMENT - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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You can now stabilize 


military jet fuels with DMD 


portant for stockpiling and overseas 


A new military specification MIL- 
F-5624C approves the use of 
metal deactivators in military 
aviation jet fuels. 

You can now 


Metal De- 
activator to protect your military jet 


use DuPont 


fuels against the harmful effects of 
active copper and other metallic com 
pounds which have a detrimental ef- 
fect on jet fuel stability 


The use of DMD is especially im- 


operations where the storage periods 
and distribution lines are unusually 
long. 

For greater flexibility 
Another important advantage of us- 
ing metal deactivator is the greater 
blending flexibility it provides. In this 
way, it increases the variety of blend- 
ing stocks that can be used for military 
jet fuels. A maximum of two pounds 


Write for booklet * All of the properties, 


uses and methods of addition of 


disc usse d 


DMD are 


in this booklet. If you do not 


already have a copy, ask any of our repre 


sentatives or regional offices 


E. 1. DUPONT DE NEMOURS & COMPANY (INC) 


Petroleum Chemicals Division * Wilmington 98 


to sé nd you one, 


Petroleum 


Regional \ ( 
Offices: | H 


Delaware 


NATIONAI 


of active ingredient of metal deactiva- 
tor per 1,000 barrels of jet fuel is per- 
mitted by the new government speci- 
fication. 
Other uses 

DuPont Metal Deactivator was de- 
veloped to prevent copper from ac- 
celerating harmful gum formation in 
gasolines. It also has valuable appli- 
cations in kerosines, diesel and fur- 
nace fuels, and turbine oils. 


Better Things for Better Living 
. «» through Chemistry 


Chemicals 


ne LUther 5-557 
ne CApito 


ne MAdison 5-169 
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“HBA Bricks | 


ture, by way of a packing plant, to says Du Pont. A test run in an Olds 

point of use, may be as much as 800 mobile 88 with a 7 lb. pressure cap 

miles. Most antifreeze is installed in on the radiator showed not a drop of 

cars within a 30-day period in the fall coolant lost and no change in specific 

gravity. The radiator was filled with 

Du Pont’s methanol antifreeze, which 

No Glycol Needed came through intact after four days 

Cars with pressurized cooling sys- on the read beginning in a hot climate 
tems don't need glycol antifreeze, and eading with a mountain climb 


is Oath: 2. Oo: © ae. © @ @ A, 
from MICHIGAN 


G , 
from MONTANA J g = 
nd » 

New Electrolyte Carton a . 
Willard Storage Battery Co. is now POINTS BETWEEN SF 


shipping electrolyte for its dry-charge nihy 
batteries in a new disposable carton 

Ine carton is mide by the Scholle ~ 
Northlake Corp., Northlake, Hl. It is — (<a) 
plastic lined, and sealed in a_ plastic 

envelope. 


| STANDARD 
Dow Program Set 
Oil company private antifreeze ot DEALERS “oe 


brands will be featured again on the 
Dow Chemical Co. television feature 
‘Football Scoreboard.” Commercials 
will emphasize that “good service direct from UNITOG by mail! 

makes antifreeze protection complete Within days, (not weeks), fresh, new uniforms 
Broadcasts will start after the Georgia arrive at their service stations ready to help sell 
Tech-Miami game, Sept. 17 more STANDARD Products and Services. It's 

that fast and simple! 


Kendall's TBA Setup Result: STANDARD OIL COMPANY (Indi 


Kendall Refining’s new TBA de ana) dealers and their assistants always look 


order new company-approved uniforms 


partment will operate on a buy-and-sell as neat, business-like and briskly efficient as 
basis. Products handled at the begin they really are. And no small part of Standard’s 
ning will be Goodrich tires and bat “Keep Neat” program is the quick and easy 
teries, Champion spark plugs, Gates availability of Unitog’s distinctive year ‘round 
fan belts and radiator hose, Westing uniforms 

house lamps, Fram filters and Prestone WHEN IT COMES TO UNIFORMS, 


antifreeze CHECK FIRST WITH 


Plenty of Antifreeze 9 company 


Olin Mathieson’s sales promotion 
manager, Richard C. Carr, has pub 
lished a small booklet containing an 
estimate that 120 million gal. of anti 1617 MAIN STREET 3 
freeze will be manufactured this year KANSAS CITY 8. MO ~— 
It will be used in 58 million motor 


vehicles, plus off-the-road equipment 
Sha. jun’> Glpen wilh sala 30400 NOW PROUDLY SERVING 10 maJor OIL 
tons and will take 34,300 freight cars 
19 move, The averages trip of 0 gallen COMPANIES AND THEIR SUSIDIARIES FROM 
of antifreeze, from point of manufac WARRENSBURG, MO. + LOS ANGELES, CALIF. + BRIDGEPORT, CONN. 
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BY 


MAKES IT EASIER THAN 
EVER, TO IDENTIFY 


GASOLINE TANK TRUCK HOSE 
The Hore Thal’ Really KINKPROOF ! 


NOW ... with that new yellow stripe on the cover . . 


. you can be 


doubly sure of getting the hose that never fails to give you more 


for your money . 
longer service. 


. in quicker deliveries, easier handling and 


“Newtype” retains its full inside diameter even on sharp bends, 
assuring fast flow. This, plus light weight and extreme flexibility, 
reduces unloading time at each station. And extra savings are 


ee 


assured by “Newtype’s” strong, 


tough, durable carcass and cover. 


Sizes 1%" to 4". Maximum lengths, 50 ft. Mail coupon for prices. 





GOODALL RUBBER COMPANY 

Whitehead Road, Trenton 4, N.J. 

Please quote on “Newtype" Tank Truck Hose: 

SS 
Couplings Attached 


No. of Lengths __ __Ft. Long 





Company__ 
Address_ 
- ee 


Aft. of 


_____tone__ State_ 














GOODALL RUBBER COMPANY 


General Offices, Mills & Export Division, Trenton 4, N.J. 
BRANCHES and DISTRIBUTORS IN PRINCIPAL U.S. CITIES and CANADA 


NATIONAL 


=f] TBA 


Four quarts of methanol at $1.60 
give the same protection as five quarts 
of glycol costing $4.10, a substantial 
saving to the motorist, Du Pont notes 


Dunlop Ads Win 


Dunlop Tire & Rubber Co. won a 
first and second place award from 
the Niagara Frontier chapter of the 
National Industrial Advertisers Assn 
The first award was for a series of 
ads in Saturday Evening Post, Time 
and New Yorker. The second was for 
a Campaign in NATIONAL PETROLEUM 
News The competition included 
many of the nation’s leading manu- 
facturing firms 


Seal for Rim Leaks 


Lee Tire & Rubber has introduced, 
as a resale item, a strip of rubber 
for sealing air leaks through wheel 
rim rivets and in preventing rim rust 
Lee recommends a retail of 35¢ per 
band, plus installation, which consists 
of cementing the band in place. Bands 
are put up in counter display kits 
containing a carton of 10 Air Guard 
bands plus a bottle of special cement 


Window Wind Muffler 


A device to silence the wind roar 
generated by a fast-traveling car has 
been brought out by the American 
Homecraft Co., 3714 Milwaukee Ave., 
Chicago 14, Ill. It is a long, curved 
strip of perforated stainless steel. The 
strip is mounted by a pair of clips in 
a vertical position at the front edge 
of the car window. Retail price is 


$2.98 a pair 


Fill Pipe Alarm 


The Scully Signal Co., of Melrose, 
Mass., is now marketing Filgard, a 
new whistling signal for use on auto 
mobile gasoline tanks to prevent over- 
filling. Scully also manufactures the 
Ventalarm whistling tank fill 
used on household fuel tanks 


signal 


Phillips Tubeless 


Phillips Petroleum Co. has added a 
private brand tubeless tire to its TBA 
line. It will be Known as the Phillips 
66 tubeless 

Up until a few years ago Phillips 
handled only the Lee tire. A Phillips 
brand tire was adopted because of con- 
flicts which developed in the course of 
marketing expansion. In Michigan 
Phillips moved into territory where 
the old Hickok Oil Co. of Toledo 
already offered the Lee tire, and west 
ern expansion ran into areas where 
Signal Oil Co. dealers also sold Lee 
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BeNNECT] exciusive nigh vacuum PUMP 





(Oh LR otary (Vane ype No Blade Chrowout Rings Outside (Valve (Ad justments 








— 
S pnettenal Oil Marketers and their servicemen tell us that the 
priceless advantages of Bennett ownership are their 


we traditionally low maintenance costs and their year 
4 . . “Ve 
’ yy in year out dependability. 





WooD Bennett has been so soundly engineered and carefully 
‘ built that it adds to the profit possibilities of every 
TE a gallon of gasoline. | 
9 Little wonder, then, that Marketers regard their 
ff ym Bennett pumps with such deep enthusiasm — just as 
Ca . _ you will once you standardize on the new Bennett 
with its low maintenance cost. 





JOHN WOOD COMPANY = Bennett Pump Division — Muskegon, Michigan 


Vi 















Here you can see but a few of the many Bennett dispensing 

units which are serving at fleet terminals, service stations, 

garages, farms and industrial plants the world over — 

handling petroleum products, alcohol, turpentine and 

similar fluids, dispensing air or air and water. Each of these 
f Bennett products is manufactured with one purpose in 

VM NMMM/0 / mind — to be the most convenient, most durable and most 

serviceable unit of its type. And ALL are built to the world’s 
) V \ 
JCINING}| 


highest standard of quality. Write for detailed information 
(milly 
\ 


about equipment to meet your specific needs. 





ee 


JOHN Woop COMPANY’ §f 


BENNETT PUMP DIVISION °* Muskegon, Michigan 









Model 248 AWC eg Model 97 
Islander with cash box ere Tireflator 





Model 2008G Model 506 Model 1O00BMF 
Big G"' Transfer Pump Barrel Pump Grease Dispenser 





Model 256 
Iiuminated | 


oil merchandiser 





Model 246 A 
Islander Model 656 Model 244 AWT Model 32 
Highboy Islander Hose Reel 


Model 789 
Fleetmeter Pump 
with ticket printer 


<« 











District Offices: Albuquerque * Atlanta * Baltimore * Boston * Buffalo * Charleston * Chicago * Cleveland * Dallas * Denver * Detroit + Kansas City 


Little Rock * los Angeles * New Orleans * New York * Philadelphia * Pittsburgh + Rochester + Saltlake + Seattle + St. Paul * San Francisco 


WOODINTER" 






IN CANADA: Toronto * Montreal + Vancouver * Winnipeg EXPORT: John Wood International Corporation, 29 Broadway, N. Y. Cable 


tures. The current announcement says 
that the new Phillips tubeless will be 
available at “most Phillips 66 service 
stations in the immediate future.” 


Premium for Gillette 


For the first time in 40 years the 
Gillette line includes a premium tire. 
[he Gillette division of the United 
States Rubber Co. has brought out a 
nylon sealant-type tubeless, selling in 
the premium price bracket. 


Blakely Markets Armstrong 


Armstrong Rubber Co. has signed 
up the Blakely Oil Co., Phoenix, Ariz., 
as its Arizona distributor. All Arm- 
strong dealers in Arizona will be sup- 
plied from the Blakely warehouse. An 
initial stock of six carloads will be 
built up to a continuous inventory of 
around $250,000 worth of tires 


New Auto-Lite Chart 


A new edition of the Auto-Lite 
service parts wall chart is now avail- 
able for dealers doing electrical repair 
work. In addition to application data 
on electrical components, a new sec- 
tion gives settings and adjustments 
for generators, starting motors, regu 
lators and distributors. 


=P ERSONAL SS 


W. E. Blank, former Auto-Lite bat- 
tery sales manager, fills the newly 
created position of vice president in 


charge of all replacement sales for the 
Electric Auto-Lite Co. There are three 
replacement sales divisions—for bat- 
teries, spark plugs, and for other elec- 
trical parts. Included are Auto-Lite 
sealed beams and battery ignition 
cables 

For 34 years Blank has been asso 
ciated with some phase of the auto- 
motive replacement field. He has been 
with Auto-Lite most of the time, the 
last 20 years as battery sales managet 
Previously» he was wholesale depart 
ment and sales manager for two Cin- 
cinnati automotive wholesalers. 

He is a member of the Sales Execu- 
tive Assn.; Automotive Old-Timers 
Assn.; Inverness Club (Toledo); Akron 
City Club; and Union League Club 
(Chicago) 

© 
Alvan Camp- 
bell, Jr., adminis 
trative manager! 
of Special Sales 
at Thermoid Co., 
Trenton, N. J., 
has been elected 
president 
of the company 
He has been with 
Thermoid 
Alvan Campbell Jr 1938 in 


a vice 


since 
office, 

production and 
sales posts. 

In addition to a line of industrial 
rubber, friction and textile products 
Thermoid makes brake lining and fan 
belts. A part of the fan belt production 
is sold under oil company private 
brands. 





... And It’s No Wonder! 


rubeless tires are popular ev- 
erywhere in Canada except Que- 
bec. Tire men think the French 
translation of “tubeless tire” is 
not fully understood and that 
many Quebec car owners, as a 
result, are not aware of its ad 
vantages. For example, British- 
American Oil must use the awk 
ward phrase to designate its Fisk 
Tubeless Tire: “Fisk les pneus 
sans chambre a air.” And no 
one has hit on an improvement 











J. Clifford Crawford has joined the 
Market Development department of 
Commercial Solvents Corp. He will 
specialize on automotive products, in 
cluding antifreeze and radiator chem 
icals. For the past seven years he has 
been a chemist with the USI Div. of 
National Distillers 

. 

Carleton W. Young has been named 
merchandising manager for Cities 
Service Oil Co., at Chicago. He steps 
into the newly created position from 
Michigan Division IBA 
representative 


the job of 


. 

Thomas M. Hennessy, is now supe! 
visory of accessory sales for the Middle 
Atlantic district of Tide Water Asso 
ciated Oil Co., eastern division. He has 
been with Tide Water since 1952 as a 
salesman at Hazelton, Pa. His new 
headquarters are at Philadelphia. @ 





‘PRICE IS ALL WE HAVE TO SELL’, says this roadside refiner- 


marketer. For details, turn the page => 


acy Wye} il, i= 


REFINERY FRESH 


ONE BLOCK 
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cy MERCHANDISING 


“We don't want a price war,” says Oriental Refining Co... . 


‘We Want Our Normal Share of Market!’ 


SMALL Denver refinery has a 

foot wedged stubbornly in the 
door of the Colorado gasoline market. 
It expects to keep the foot stuck there 
by selling “refinery fresh” gasoline 
through its own outlets—at six cents 
under the prevailing price 

“We don’t want a price war,” says 
FE. M. Stringer, president of Oriental 
Refining Co. “We just want our pro 
portionate share of the local Colorado 
market—about 6%.” 

Oriental thrust its way into the Colo 
rado cut-price picture in mid-May, 
when it lost three Independent chains, 
with a total of 16 stations in the Den- 
ver area, to another supplier. Stringer 
admits that the situation had “been 
building for some time.” 

But, he points out, “we have our own 
crude supplies and we are not ready to 
be run out of business.” 

Oriental is presently proving that 
point by acquiring and building a 
dozen stations in Colorado, to provide 
a direct-sale-to-motorist market for its 
daily production (72,500 gal.) of its 
“Poly-Octane” gasoline. 


MARKETING TACTICS 


The new policy is simple: Oriental 
has a fixed refinery capacity, and each 
of its stations has a fixed gallonage 
quota, When that quota is sold, says 
Stringer, “we close the station until the 
next week-——all we want to do is dis- 
pose of our refinery production. Be- 
cause of our direct distribution and 
simple service stations, our profitable 
marketing price is 23.9¢—about 6¢ 
less than prevailing price.” 


82 


Peaceable — Stringer and his vice 
president, M. P. Zall, emphasize the 
fact that they aren’t trying to start a 
price war. Says Stringer, “We only 
want that portion of the Colorado mar 
ket that we have normally had for the 
past 18 years. We don’t want to hog 
the market 

“This thing has been forced on us,” 
Stringer says. He elaborates: 

e “Other companies have been tak- 
ing away our contractors, dealers, 
truckers, and other outlets, by offering 
them gasoline at a price we couldn't 
meet, 

e “Other companies have been tak- 
ing away Our service station outlets by 
doubling the rental we had been pay- 
ing. The only way we've been able to 
hold onto a station is by having the 
deed to the property. 

e “This has left us with only one 
market—the high price gasoline sale 
directly to the motorist.” 

No Trimmings—Explaining the Ori- 
ental marketing philosophy, vice pres- 
ident Zall says, “We haven't anything 
to sell except price. We don’t offer any 
lubrication, oil change, accessories or 
anything else—just gas at a price. Sev- 
eral major brands of oil are available 
for motorists who want a quart added, 
but we don’t make any changes.” 

Oriental’s biggest investment is in 
brilliant neon signs with the huge fig- 
ure “23.9” and the words, “refinery 
fresh gas.” At the Denver refinery— 
northwest of the city, a block off U.S. 
85-87—a giant arrow sign points to 
the six-pump refinery station. The .gas- 
line price is emblazoned in four-foot- 


high letters on the refinery’s storage 
tanks, as shown in the picture above. 


COMPETITIVE EFFECT 


Oriental started selling “price” with 
a bang. After the three independent 
chains pulled out in May, the refinery 
slashed gasoline prices as Pueblo, a 
southern Colorado steel town. Posted 
price was 23.0¢, including 8¢ state and 
federal tax. 

Independents and other cut-rate 
service stations immediately met the 
price, dropping from a 29.9¢ level. 
Majors who had been selling for 31.4¢ 
cut to 24.5¢. The next day, the price- 
cutters went a cent lower than Oriental 

which proceeded to close its two 
stations. The Independent immediately 
went up to 23.9¢ and the majors back- 
tracked to 25.5¢. 

Stringer kept the stations closed un- 
til the end of June. Then he reopened 
them at 20.9¢ where he was “just 
breaking even.” He bought newspaper 
advertising space to explain, in effect: 
“Since the other stations have made 
this a price war, we’re cutting to 20.9¢ 
until they restore their prices.” 

No War — With Oriental’s price 
settled at 23.9¢, Colorado has not been 
thrown into a widespread price battle. 
In Denver, there has been no general 
move to meet the Oriental price, al- 
though one major station opposite a 
downtown Oriental station cut to 25.9¢ 
in early summer. 

At Colorado Springs an Independent 
operator adjacent to Oriental’s station 
met the 23.9¢ price. But no other sta- 
tions there did. 
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At Canon City Independents met 
Oriental, with majors at 24.5¢ in early 
summer 


THE OPERATION 


Oriental’s direct marketing opera 
tion is being built up around eight 
service stations outside Denver, and 
four in the city. Stringer says these are 
less than half of what he formerly had 
Outside Denver the refinery has two 
stations in Pueblo and one each in 
Colorado Springs, Alamosa, Monte 
Vista, Craig, Canon City, and Port 
Morgan. 

Nine more Denver stations were 
added in June. All 13 stations there 
are plain, with three to six pumps 

Manpower—1In most cases Oriental’s 
service station employees are single 
men. The majority of the stations are 
one-man operations, Stringer uses an 
employee flexibility—‘“when we close 
a station for a few days we keep him 
on the payroll, or send him over to an 
other town to run that station until 
its gallonage quota is met.” 

Oriental’s Denver refinery produces 
1,300 bbl. gasoline daily. Another re 
finery, at Alamosa, produces 400 b/d 
Stringer is not overworking them. “Our 
Denver refinery has a capacity of 4,000 
b/d of crude,” he says, “but we’ve vol 
untarily cut this down to 3,300 a day 





NEXT MONTH 


The complete story of the commer- 


cial accounts controversy 











because of the oversupply in the coun 
try. We have our own trucks,” he adds, 
“and move it to our Own outlets now.” 

Stringer has allocated his production 
so that his stations can get 5-7% of 
the local market in the state. He has 
fixed 6% of the Denver market as his 
goal. Last year, he says, that market 
amounted to 197 million gal. of gas- 
oline. “It ought to be at least 200 mil 
lion this year,” he goes on, “and our 
share is 12 million gal.” 

What’s Ahead—If station expansion 
is necessary to take care of Oriental’s 
refinery output, Stringer will expand 
In addition to the nine stations bought 
or acquired in Denver during June, he 
opened a new outlet in Brush in early 
July. “We'll have possibly three or 
four more around Colorado,” Stringer 
Says. 

And if they can’t handle the Orien 
tal production, Stringer says he'll in 
vade Wyoming. “We've purchased sites 
for stations in Cheyenne, Casper, 
Laramie and Rawlins,” he says, “and 
we'll put in stations if we have to.” @& 








Research: Constant, never-ending research, a basic 
Canfield policy, keeps Canfield out in front of all new 
automotive developments and lubrication require 
ments. It is the reason for Canfield’s enviable reputation 
as a dependable source of supply for the ‘‘Latest in 
Lubrication’”’. 


Refining: By solvent refining carefully selected paraffin 
base crude to a natural 95/100 V.1., Canfield base stocks 
and finished products are tougher cleaner .. . ensure 
superior performance in every type of heavy duty service 


Reliability: Since 1886 oil marketers all over the world 
have relied on Canfield quality and Canfield service 
to help them grow and prosper. 


Write us for full information about 
the basic 3 R’s of Canfield superiority 
No obligation, of course. We shall be 
glad to be of service 


jot «CSCC cs 
CANFIELD OIL COMPANY 


General Offices: Cleveland 27, Ohio 


Cleveland, @) rey Jersey 
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SUPPORTS 


s 


A GENERAL MOTORS PRODUCT [isu A UNITED MOTORS LINE 








DISTRIBUTED BY WHOLESALERS EVERYWHERE 
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Makes Em Top Sellers 


HERE ARE SIX FEATURES THAT MAKE DELCO-REMY 
FAST-ACTING BREAKER LEVERS THE RIGHT 
BREAKER LEVERS FOR REPLACEMENT USE IN 


LATE MODEL DELCO-REMY DISTRIBUTORS. 


New Delco-Remy distributors meet the ignition needs of modern higher 
compression engines for these two important reasons: 


e The new high-rate-of-break cam used in these distributors—-because of its 
steeper contour——permits an increase in the cam angle without reducing 
the point opening. 


@ Delco-Remy fast-acting breaker levers, with their carefully engineered 
weight distribution, follow accurately the steeper contour of the new cams. 


And here are the features that make Delco-Remy fast-acting breaker levers 
the right breaker levers for this job in millions of late-model Delco-Remy 
equipped cars and trucks. 


1) I-beam formation for lever strength, rigidity and durability with 
minimum weight. 
Austempered spring for long-lasting fatigue resistance. 
Preformed phenolic-laminate rubbing block for maximum wearability. 
4) Rubbing block hot-riveted to lever for added strength. 
6) Contact points of highest quality tungsten for longer life. 
) Bushing squarely and securely staked in lever and subsequently reamed to close 


tolerances for long, accurate operation. 


Always replace with Delco-Remy fast-acting breaker levers when you service 
Delco-Remy distributors. The right lever—with the right contact support 
is available in sets through your United Motors distributor. 


Delco-Rem 


ELECTRICS I SYSTEMS 


DELCO-REMY e¢« DIVISION OF GENERAL MOTORS ANDERSON, INDIANA 
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Enjay assures you 
top product quality 


IN SURFACE COATINGS (Paint, Varnish and Shellac) 

You can depend on Enjay for the quality ingredients 
that make your product a sales success. Enjay offers 
a complete line of petroleum chemicals to the surface 
coating, chemical and petroleum industries . . . backed 
by 35 years of research, know-how and proved results. 
Enjay is also ready to assist you in developing new 
or improved products through chemistry. Next time, 


call Enjay for your chemical needs. 


86 





asoline Additives) 


IN CHEMICALS (Plastics) 


PETROLEUM 
PARANOX 
PARATONE 
PARAFLOW 
PARAPOID 
PARADYNE 
PARATAL 
PETROHOL 

Methyl Ethyl Ketone 
Dewaxiny Aid 

Ethy! Ether 
lsopropy! Ether 
Reference fuets 


RUBBER 


ENJAY BUTYL 
VISTANEX 


SURFACE COATING 
PETROHOL 91 
PETROHOL 95 
PETROHOL 99 

JAYSOL 

Secondary Buty! Alcohol 
Secondary Butyl Acetate 
Isopropy! Acetate 
Acetone 

Methy! Ethyl Ketone 
Dicyclopentadiene 

Ethyl Ether 

isopropyl Ether 
Naphthenic Acids 
Is0-Octy! Alcohol 

Decy! Alcohol 

Denatured Ethy! Alcohol 


4 


CHEMICAL 
PETROHOL 91 
PETROHOL 9% 
PETROHOL 99 
JAYSOL 

|s0-Octyl Alcohot 
Decy! Alcot-ol 
Denatured Et>yi Alcohol 
Tridecy! Aicohol 
Oicyclopentadiene 
Isoprene 

Butadiene 

Ethyl Ether 
Isopropyl Ether 
Tetrapropylene 
Tripropylene 
Aromatic Tars 
Benzene 

Acetone 

Metny! Ethyl Ketone 


35 successful 
years of 


leade 


serving industry 


Enjay Company, inc. 
15 West Sist Street, New York 19, N. Y. 


NATIONAIL 
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in CHA 


merchandising 


With cold weather only 60 days away, marketers are completing plans for... 


WINTERIZING ‘55-56: Service Stations 


By CORNELIUS BRODERSEN 
NPN Staff Writer 


\ COUNTRY-WIDE check indi- 
£4 cates that the retail winter busi- 
ness outlook for distributors and deal- 
ers in cold-weather areas is good 
IF , 

The IF is whether distributors and 
dealers are making adequate prepara 
tions. That includes adding new items 
to inventory, rechecking supplies of 
other items and taking certain routine 
measures 

Here’s how 
winter market 

@ 100-105 


industry sources see 
million gal. of anti 
freeze, up from 85 million gal. sold 
last year. Glycol antifreeze will have 
about 56% of the market and meth 
anol will cover 44%. National aver 
ages use figures, says one manufac- 
turer, are 1.4 gal. of glycol per car 
and 1.8 gal. of methanol per car, in 
cluding original fill and boilaway 
re-fill 

® 6 million snow tires. 2.5 million 
will be new snow tires and 3.5 million 
will be recaps. The new tires repre- 
sents 5% of the annual national new 
tire market for 
recaps, are 20% of the national recap- 
tire market. About 12 million snow 
tires will be on the road. A set (two 


passenger cars and 


September 


tires) usually lasts two winters (they 
wear out faster when roads are dry) 

@ More than 3.9 million batteries 
in 1955’s last quarter and 6.5 million 
in 1956’s first quarter, based on esti 
mated annual sales of 23 million re 
placements 


ROLLING ALREADY 


Marketers generally will begin win 
terizing programs next month, kicking 
them off with dealer meetings. But 
Standard Oil Co. (Ohio) has its guar 





Information about winterizing 
in 1955-56 is divided into two 
parts: one about retail stations 
and the other about heating oil 
distribution 

It features news about the 
market outlook, examples of 
preparations and some handy 
tips which may be news to many 
marketers. Information was ob 
tained through a coast-to-coast 
check of the low-temperature 
areas 

his article is about retail op 
erations for marketers who work 
with dealers. The other, on heat- 
ing oil operations, 
p Yl 


begins on 
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anteed winter starting program under 
way, beginning Sept. 1, and will get 
its annual guaranteed radiator protec 
tion plan rolling on Sept. 15 

The Pure Oil Co., too, is offering its 
antifreeze guarantee program through 
out its marketing area this month 

Private-branders also go in for 
guarantee programs. Pate Oil Co. of 
Milwaukee guarantees customers will 
have no fuel line freeze-ups if they 
use its premium gasoline. Its top grade 
gasoline additive that 
prevents moisture freezing in the tank, 
fuel line or carburetor 


contains an 


HOW TO SELL... NOW! 


Ihe big job ahead 
it to presell the motorist that he should 
winterize his car now. Doing that job 


marketers say, 


well will lessen driveway tie-ups at the 
first sign of cold weather 

Here are some pre-selling tips from 
marketers 

Antifreeze: Talk it up at the pump 
or in the lube bay. One division man 
ager favors pump selling because a car 
will come to the pump many mor 
times than it does to the lube bay, of 
fering more Opportunities to give the 
sales talk 

Another division manager holds that 
the lube bay talk brings results be 


87 








WINTER RITUAL: a pitch for antifreeze 


dealer has 
idea 


cause the more time to 
“sell” the to the customer. 

Tell him that you can set up his 
cooling system for winter-long protec- 
tion now, that you can give him a 
good, thorough job before the rush 
starts. Or point out that he has a large 
investment in his automobile, that it’s 
worth protecting to keep down main- 
tenance and repair costs and to en- 
hance the trade-in value. Talk early- 
freeze dates, getting information from 
newspaper or U. S. Weather 
Bureau. 

Winter changeover: Can also be 
“sold” at the island or lube bay. Point 
out that it won't take long to make 
the switch to winter-grade motor oil, 
to drain the transmission and differ- 
ential—-even the automatic transmis- 
sion—and put in fresh lube. If he still 
needs antifreeze, suggest checking his 
cooling system. Or make a date to 
have this work done. 


local 





WANTED: A NEW NAME 


For years glycol-base anti- 
freeze was called the “perma- 
nent” type, 

But now some marketers and 
manufacturers are trying to get 
away from using that tag be- 
cause it suggests that this anti- 
freeze can be used and re-used, 
a practice no longer recom- 
mended, 

Some are calling it “non- 
evaporative-type”; others refer 
to it as the “glycol-type.” The 
former seems to be too long. It 
can also be confused with one 
methanol antifreeze, now claim- 
ing it, too, can be non-evapora- 
tive if used in modern cooling 
systems. The “glycol” tag is 
short and to the point but, it 
also can be confusing since 


there are several types of glycol. 











inspecting radiator hose 


Batteries: When the hood is up to 
check oil or battery-water level, sug- 
gest a check with a battery tester so 
that the customer will have trouble- 
free operation in the cold weather. Or 
determine the battery’s age by check- 
ing its code number. If it’s past the 
guarantee period, suggest a new bat- 
tery. 

Snow tires: Try to gage the type of 
driving the customer does. Does he 
live in a hilly area, or in a place where 
roads tend to freeze when the sun 
goes down? Is he on the road a lot? 
Then stress (1) the safety angle of 
snow tires, (2) the convenience of 
knowing he can get going in the morn- 
ing even with snow on the ground, 
(3) the lack of labor charges outside 
of the mounting fee in getting his car 
ready for winter roads, (4) and the 
time he'll save by having his car ready 
to roll anytime he wants to go. 

Give him a price inducement to get 
snow tires before he actually needs 
them. Or if he’s in the market for new 
tires, suggest he try snow treads. Put 
them on your own car or road-service 
truck and use your experience as sales 
points. 

Skid chains: Again try to judge the 
customer’s driving needs. Does he 
travel in rural areas where roads can 
be snowbound for long periods or be- 
come muddy when snow melts? Tell 
him: “Why get stuck! I’ve got your 
size now.” Or in checking the spare 
tire in the trunk, look for a set of 
chains. If you see none, suggest a pair 
this way: “Gosh, no chains! Some- 
times it’s hard to get the right size. I’ve 
got your size now.” 

In all cases, make full use of all 
window-display and point-of-sales ma- 
terial and direct-mail pieces marketers 
make available. 


GUARANTEED PROGRAMS 


General effect of Sohio’s guaranteed 
programs—and others like it—is to 


NATIONAL 


- preparing the filling apparatus 


help the dealer pre-sell winter car care 
and at the same time help him move 
his stock of winter items. 

Although Sohio keeps no accurate 
record of how many motorists take 
advantage of its two plans, it’s esti- 
mated that more than 200,000 sign 
up for radiator protection and more 
than 150,000 take part in the winter 
starting plan. Nor does Sohio give out 
any information as to the cost of the 
program. 

Pure Oil estimates its 1955-56 pro 
gram will cover some 500,000 custom- 
ers who'll buy 1.5 gal. of antifreeze 
per car for a total sale of 750,000 gal 
Estimated costs of the program will 
be between 1.5-2% of total sales. 

Pate Oil says it pays out about $200 
a year, a sum it considers negligible 
when laid alongside a $2 million 
monthly gross in premium gasoline 
sales. 

AND WHAT THEY MEAN 

Winter Starting — Sohio’s winter 
starting program means the dealer can 
pre-sell: 

—Winter-grade motor oil. 

—Transmission, differential lubes. 

—Gasoline line antifreeze. 

—Batteries. 

—Sohio gasolines. 

The first three items are musts, if 
the driver wants the guarantee. If his 
battery needs re-charging and won't 
take the charge, he is told he'll have 
to buy a new battery. It’s not manda- 
tory to use Sohio gasoline exclusively, 
but the dealer tells the customer he 
will have less starting trouble if he 
does. And the dealer also suggests 
adding a can of fuel line antifreeze 
monthly. 

Until April 1, when the guarantee 
ends, if the customer can’t start his car 
he calls a garage, pays the bill and gets 
a receipt. He sends the bill, plus a 
copy of the guarantee he gets from the 
dealer—the dealer also keeps one and 
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-».a@nd a final check on the formula 


sends one to Sohio’s accounting de- 
partment—to Sohio’s main office. 
Sohio returns the guarantee with a 
check to cover the bill. 

Radiator Plan—Sohio got its radia- 
tor protection idea going to meet 
dealer demands for a plan to move 
cooling system requirements in the 
same manner that the winter-starting 
plan pre-sold motorists on winterizing 
their cars. It gives dealers a chance to 
sell: 

Antifreeze. 

Radiator cleaner. 

Radiator caps. 

Radiator and heater hose and 
clamps. 

Thermostats. 

Fan belts. 

Mandatory are installation of radia 
tor cleaner and replacement of all 
faulty or leaky parts. The sales pitch 
for thermostats is that a high-tempera- 
ture (160-175°) one should be used 
with glycol antifreeze—to let the 
heater work properly—instead of ther- 
mostats in the 135-155° range that are 
standard equipment on most new Cars, 

All cars are protected to —20° with 
the glycol antifreeze. At any later 
date, the customer can ask the dealer 
to check his radiator solution. If 
there’s a variation of more than 5°, 
it’s up to the dealer to bring st back to 
—20°. The antifreeze is added free of 
charge to the customer and to the 
dealer. The dealer keeps track of the 
amounts he adds on a replacement 
sheet and forwards it to Sohio’s main 
Office to get the antifreeze replaced. 


HOW MUCH IS ENOUGH? 


Marketers say there is no over-all 
formula to determine if dealers have 
enough merchandise on hand to meet 
all needs. There are too many vari- 
ables: station location, merchandising 
ability of the operator, the economic 
status of the people he deals with, 
weather conditions, and other factors 


But here are some suggestions from 
marketing division managers: 

Antifreeze—Usually based on what 
the station sold last year, plus a per- 
centage increase to reflect any busi- 
ness increase. In a new station, one 
division recommends enough stock to 
take care of 70% of regular custom- 
ers broken down according to the na- 
tional average use of glycol and 
methanol. 

A method recommended by a suc- 
cessful dealer is this: He ties his order 
to his average monthly gallonage, or- 
dering two cases of glycol (24 qt. 
each) for every 1,000 gal. and two 
drums of methanol (54 gal. each) for 
every 10,000 gal. 

A division manager of another ma- 
jor company says he suggests this as a 
dealer’s target stock: | gal. of glycol 
and three-quarters of a gal. of meth- 
anol for every 1,000 gal. of gasoline 
pumped annually 

Snow tires—A marketing official 
says 10-15 tires is recommended stock 
for a_ station doing 25,000 _ gal. 
monthly. Another marketer says sta- 
tions usually have 8% of their annual 
tires sales in snow tires. As a guide to 
stocking various sizes, it Says approxi- 
mately 31% of sales are for 6.70 x 15, 
18-20% of sales are for 6.00 x 16, 
16% for 7.10 x 15, 12% for 7.60 x 
15, 5% for 6.50 x 16, 4-5% for 8.00 
x 15, 2.5% for 6.40 x 15, and 1.5% 
for 6.50 x 15. Marketers say dealers 
may have inventory problems this 
year because snow tires are coming 
out in conventional tube and tubeless. 

Skid chains—Recommended stock 
is 6-10 pairs or 6-8 sets of emergency 
strap chains. Depending on weather 
conditions, dealers may have to carry 
stock over from one year to another. 
By keeping chains in bags and storing 
them in a dry place, such as the sta 
tion office, rusting can be prevented 


Storing in basement or attic invites 
rust, one dealer says. 

Batteries—A stock of 8 to 25 bat 
teries, depending on dealer ability to 
sell, is recommended by a major com 
pany sales official. Another marketer 
says that in stocking sizes, dealers 
should line up annual sales by battery 
groups, to final demand for 1)55’s 
last quarter and 1956's first quarter. It 
adds that these are approximately an 
nual sales perecentages by groups 
Group 1, 47%; Group 2, 12%; Group 
2L, 17%; Group 2F, 6%; Group 2E, 
13%. 

Winter-grade motor oil—Demand 
can be tied to station’s motor oil ratio 
Increasing use of multi-viscosity oils ts 
easing winter-oil inventory 
problem. Although multi-viscosity oils 
comes in 1OW-30 and 5W-20 weights, 
many marketers sell LOW-30 in most 
of their marketing areas all year, mak 
ing SW-20 weight available only in 
extreme cold areas such as Minnesota, 
Maine, upper New York State 

Winter lubes—No longer a dealer 
inventory problem because cars use 
one weight all year 
only on mileage basis. 


WHAT ABOUT ROAD SERVICE 


Division managers agree that winter 
road service can be a profit-builder. In 
effect, they say: “Any good dealer 
should have a road service vehicle. It 
can be anything, a motorcycle, pas 
senger car, jeep or truck. Any station 
without road service can feel the effect 
of business dropping off. In winter 
time, women especially want to be 
able to get service from their favorite 


dealer’s 


long, changing 


station 

Dealers say that any road service 
vehicle equipped with a plow—a 
ft. plow costs upwards of $200—can 
be used to clean snow from the station 
driveways, doing away with the back 





Antifreeze 
Winter-grade motor 
oil 


Radiator-heater hose, 
clamps 

Rust inhibitor 

Fuel line antifreeze 


Antifreeze tester 
Local advertising 
Mailing lists up to 
date 
Exhaust removal 
system 

| Christmas decorations 





Are You Ready for Winter? 


HAVE | ORDERED ENOUGH? 


Skid chains 
Windshield scrapers 


Snow tires 
Batteries 


DO | HAVE ENOUGH ON HAND? 


Radiator cleaner 


Radiator caps 
Wiper arms, blades 


ARE THESE READY? 
Battery tester 
Point-of-sales signs 
Winter uniforms 


Road service car 


New Year calendars 


Anti-leak compound 


Thermostats 
Fan belts 


Window displays 
Direct-mail pieces 
Station heating plant 


Snow removal equip- 
ment 
Giveaway gifts 
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—f¥ merchandising 


breaking chore of shoveling, and can 
also be used to plow customer drive 
ways for a fee. 

A New Jersey dealer says he charges 
94-5 to clean a 50-ft. driveway, a job 
that takes 15-20 minutes. In that way 
he gets cars out on the road where 
they'll need products from his station 
Another dealer says doctors get free 
driveway cleaning they are 
his best customers and expect him to 
keep their cars in top-flight shape 


because 





Still another takes on commercial 
jobs, such as clearing out parking lots 
at stores, banks, etc., charging about 
$75 per lot per season. 

One dealer says he hires a private 
party with a plow-equipped jeep to 
clear out his station. “In that way, I 
know my station driveway will be 
clear when I open up in the morning.” 
He pays $5 for a light (4-in.) fall and 
$10 for a heavy snowfall. 


Equipment—Here’s what one dealer 





BIG PUSH FOR METHANOL 


Competition between glycol- 
base and methanol-type anti- 
freeze will be keener this year. 
Du Pont, who makes both types 
and who'll have separate ad 
campaigns for each type this 
year, will put the most steam 
behind methanol claiming it 
gives winter-long protection 
without boilaway when used 
pressurized cooling systems. And 
all new cars have such systems, 
it adds. 

Its main pitch: Methanol anti- 
freeze will give “trouble-free 
protection all winter 
little than one-third the 
cost” of glycol 


long at a 
more 
antifreeze 

The “no boilaway” claim has 
been road- and lab-tested. In 
one test, a car went 1,300 miles 
from Death Valley, Calif., to 
the top of Pike’s Peak, Colo 
hitting the high and low in tem- 
perature with a catch 
flask attached to the radiator 
overflow. At the end of the run, 
no antifreeze was in the jar 


’ 


ranges, 














INGERSOLL-RAND 


Elegy 


speed fuel oil handling with the MOTO! 
and cut pumping costs ! 


With fast, dependable fuel oil handling a big profit factor, see 


why I-R Motorpumps are overwhelmingly preferred for their 


efficiency, low cost and long life with minimum maintenance. 


For one thing, they're designed for extra power 
compactness! In sizes from %4 to 75 hp.. 


ties heads to 650 feet 


with all their 


‘ 


5 to 2800 gpm capaci 


Ingersoll-Rand Motorpumps in 


straight centrifugal and self-priming models handle practically 


all oil moving needs, faster 


and more profitably 


Write for the 


latest catalog describing I-R Motorpumps for fuel oil handling or 


call your nearest Ingersoll-Rand Pump engineer 


Ingersoll -Rand 


ll Broadway, N 





ew York 4, N.Y. 


NATIONAI 


says a fully equipped road truck 
should carry 
e Full sets of box, 


socket wrenches 


open-end and 


e Tow chain and rope 
@ Shovel and gravel or sand 
e Battery jumper cables 
@ Jacks 
e Battery, 

e Battery tester 

And here is an easy way 
damaging a car you're pushing: Lash 
two old tires together and put them 
over the front bumper. This avoids the 
metal-to-metal overriding of 
bumper guards and provides a soft 


push. a 


well C har ged 


to avoid 


contact, 





National Petroleum News 


“Oops, Sorry .. .’ 
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Oil heat distributors, looking to a boom season, are trying some new ideas for... 


WINTERIZING ‘55-56: Heating Oil 


By CORNELIUS BRODERSEN 
NPN Staff Writer 


YEVEN of every 10 heating oil dis- 
\” tributors expect to increase thei 
volume over last year during the com 
ing season, an NPN country-wide sur 
vey shows this month 

Where are they going to get it? 

Iwo sources, they say: from new 
homes and conversions from other 
tuels 

Supply will be no problem. More 
important this season will be prepared 
ness and plans to keep the customers 
happy. 

Heating oil distributors, ready for 
the new heating season to open up, 
will have adequate supply to meet 
consumer demands, say suppliers 


WHAT'S AHEAD 


Industry sources say that 

e Demand for heating oil will be 
between 935,000-966,000 b/d, if 
weather is normal. At the lower figure, 
demand is 5% more than last year 
and could rise to 8-9% with colder 
weather 

Whether or not this winter will be 
a colder one is anybody’s guess. Even 
the U.S. Weather Bureau limits its 


predictions to 30 days. Marketers will 
have to continue figuring winter re 
quirements On normal degree-day 
totals, and their own forecasts of 
product demand 

e & million burners are now in op 
eration. This is 400,000 more than at 
the end of 1954. One marketer says 
500,000 new burners will be added 
this year. But it looks as if that figure 
may be exceeded. Burner sales now 
are ahead of the same period in 1954 
Potal sales last year were 755,000 

e Burner shipments are ahead of 
Latest figures show ship 
ments up 24% over the corresponding 


last year 


4 


1954 period 





Information about winterizing 
is in two parts: retail stations 
and heating oil distribution 

News about the market out- 
look, examples of preparations 
and some handy tips are fea 
tured. Information came through 
a coast-to-coast survey by NPN 
of the cold-weather zones 

This article is about heating 
oil operations. The other, for 
marketers who work with deal 
ers, starts on p. 87 
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Distributor who sell and install 
burners will start a push to replace ok 
conversion unit olfering modern 
more efficient packages to give home 


owners better heating at I cost 


Gas Competition—-Heavy promo 
tional drive ire continuing a bid by 
hare of the 
home-heating busin For exampl 
the United Ga 


central Pennsylvania is 


natural gas for a greater 


Improvement Co. im 
offering con 
burne! on a rental basi 
i week (plus the cost of 


gas) alter a rood faith 


version 
charging 7S<¢ 
depo i of 
$10. Homeowners can buy the burner 
at any time, with all rental payment: 
and the depo it credited toward the 
purchase. [Three-year financing at 6% 
is part of the package 

Oil hights Back More ind more 
heating oil men are realizing the value 
knowing that 


only in such a way can they raise an 


ot group promotion 


effective voice to advance oil's claims 
One of the latest of these promotions 
Better Home 
Heat Council, to guarantee homeown 


is a plan from Boston 


ers satisfaction with oil heat (see page 
100 for how it works) 
Oil Heating Market Reports, sup 


ported by major ind Independent 





SUPER-H PUMP 
PRESSURTROL 


1 LUBRICATES FASTER 
_ BYACTUAL TEST 


Provides perfect pump control 
Regulates tremendous reserve 1 
power. Prevents pressure drop , ] 
Gives full pressure at your 
finger tips always 


Only Alemite has if : iy. 
PRESSURTROL = Me 


27 MONTH GUARANTEE 


Sealed Power-Head, precision Handle more lube jobs— increase your profits — with 

heart of the pump, unconditionally : ‘ 

guaranteed. No other 4 the new Super-H Pump 
manufacturer can match it! i 





Tough Lubricants pump easy with the Super-H Pump’s 
j tremendous reserve power (70-to-1 ratio). Instant 
ae Ps action at the control valve. 





Temperature Changes and slow-moving grease 


COMPARE. > require no waiting—the Super-H Pump 
eee here are the facts! always delivers fast! 


Long Pipe Lines no problem. Super-H Pump has 
high speed and short stroke to push lube 


from basement or store room! 


AT 70° TEMPERATURE 


—_—————— =— = 


AT 40° TEMPERATURE Send for New Catalog Today! 
: ee ae Write Alemite, Dept. K-95 


~ SUPER-H 
& : 1826 Diversey Parkway 
PUMP oo aioe Chicago 14, Illinois 


CONVENTIONAL ; # PRODUCT OF 
PUMP .2 Seconds 21.4 Seconds Sw A LE M I TE 
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BILLBOARD erected by Washington OHI 
says oil heat is “sun’s only rival’ 


marketers and suppliers, is surveying 
markets for local oil men. Their re- 
ports are showing distributors how 
they stand with respect to competitive 
fuels, and are giving suppliers and 
marketers a chance to determine what 
money they'll invest in each area. (See 
page 100 for digest of OHMR surveys 
of 10 markets.) 

And in the Pacific Northwest, oil 
isn’t waiting idly for natural gas to 
arrive—the due date is mid-1956. On 
top of $114,000 spent in promotion 
last year, Oil-Heat Institute of Wash- 
ington launches a $150,000 ad cam- 
paign this month. 


WHAT'S GOING ON 


Pacific Northwest—With most small 
distributors putting all their ad money 
into the OHI push, the large distribu- 
tors, who are also behind the OHI 
drive, are upping their own promotion 
budgets. They will push burner serv- 
ice contracts, offered in the area for 
the first time. Their contracts are: 

Uniform in offering homeowners, 
parts and service arrangements 

Sold on the budget plan, with 
payments as low at $2 per month. 

Ihere is also keen interest in up- 
grading burner servicemen. Last week 
16 students ended the first 14-week 
burner service course at Multnomah 
College, Portland, Ore. Sponsor of the 
course, OHI of Oregon, plans similar 
courses next summer, even this fall 
or winter if demand for registrations 
continue. 

Dale Josephson, executive secretary 
of OHI of Oregon, says: “The end re 
sult of the course is more oil furnaces 
Operating more efficiently, better pub- 
lic relations and many more satisfied 
and happy oil heat customers.” 

Midwest—Returns from NPN’s sur- 
vey show that 68.4% of the distribu- 
tors are putting more money on the 
advertising line this year 

Most of it will go to push auto- 
matic deliveries. 

—Second billing goes to cleanliness 
of service—clean trucks, drivers and 
servicemen, no-spill deliveries, etc. 


A smaller portion will be used to 
promote budget payments and oil heat 
advantages like clean, automatic heat 
and no supply shut-off. 

Burner service is low on the list 
Only 10.5% of the distributors sur 
veyed offer burner service themselves 

Of those spending more money, 
46.1% see volume increasing in 1955 
56. The 53.9% who see no growth are 
spending more to keep the volume 
they have now 


Of the 31.6% spending no more 


merchandising —h 


than last year, 66.6% see volume in- 
creasing, 16.6% except no growth be- 
cause of gas competition, and the rest 
gave no reply. 

East—Survey returns indicate that 
65.4% of the distributors will spend 
more this year in advertising, going in 
for across-the-board promotion. 90% 
of these distributors see their business 
growing. 

Of the 34.6% of the distributors 
spending as much as, or less than, last 
year, two-thirds see volume increas- 


WHAT DO YOU NEED TO 


SELL 


? 


BATTERIES ? 


? 
FILL 


GUARANTEE 


Exide guarantees 
range from 4 years to 
18 monthsl 


7 


QUALITY 
PRODUCT 


Exide leads with pat- 
ented grid alloys and 
other long-life 
features! 
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3 TIMES A YEAR 


Exide ULTRA START® 
and Hycap-XD 
Batteries have 
this feature! 
7 


CHARGED 
and DRY 


Exide has them for 
you. Here’s new sales 
appeal! 


? 


CONSUMER 
ACCEPTANCE 


You won't find a 

better-known, more 

respected brand 
name! 


? 


LOW PRICES 


You can meet compe- 
tition in all price 
ranges! 





MR. J.D. TOOMEY, shown 


modern service stations, knows gasoline pumps 


“Gilbarcos are your best buy” 


“We now operate 52 stations with a total of 150 
Gilbarco pumps in use every day,” writes Mr. 
Toomey, President of Empire. ‘From my experi- 
ence I know you just can’t beat Gilbarcos for all- 
around performance, 


“We have been using Gilbarcos ever since we 


started in business 41 years ago and I think they 
are today’s best buy for any service station. Many 


of our stations are open 24 hours a day, every day, 
and our pumps really get a work-out. I consider 
Gilbarco pumps are an excellent investment for 
any service station, large or small.” 


Empire Gasoline Co., Inc, 
Glens Falls, New York 


Mr. Toomey’s experience with Gilbarcos is typical 
of service station owners all over the world. The 
highest standards of performance are minimum 
standards for Gilbarco pumps. That's why they are 
... The World’s Most Widely Used Gasoline Pump. 
Write today for illustrated brochure. 


Gilbert & Barker Mfg. Co. 
West Springfield, Mass. 
Toronto, Canada 
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ing. As for promotion, they'll put al- 
most equal emphasis on automatic de 
liveries, 

payments 


burner service and budget 
Of all the distributors surveyed, 
54% have burner service, with nearly 
30% of the latter group offering free 
service to match gas offers 
Southeast—80 of the distributors 
will boost advertising expenditure 
Budget payments will get the big play, 
with automatic deliveries, burner serv 
ice, and cleanliness of service sharing 
All of those spending 


more in advertising see volume in 


the second spot 


creasing 
The 20° 
than they did last year see no growth 
Their ad 
vertising will stress automatic delivery 


not spending any more 
because of gas competition 


and cleanliness of service 
Burner service is offered by 60° 
of the distributors surveyed 


SOME SELLING ANGLES 


Here are the ways that oil heat men 
all over the country are going at the 
problem of upgrading business 

Volume Boosters—A Chicago dis 
tributor makes a big play for multi 
family apartments He realizes that 
the available gas supply is going to 
one-family houses. In four years he 
has gained 4 million gal. 90% of his 
multi-family houses are on automatic 
delivery. 75% have burner 
policies. Although no accounts are on 
budget payment, he has no bad-debt 
problem 

Independent Oil Co., Storm Lake, 
Iowa, is having “fair success” in a 


service 


natural gas area by having a Welcome 


Wagon hostess introduce the company 


to new residents. Introductions are 
followed up with salesman solicitation 
Beard Oil Co., Camden, S. (¢ 
“Burner installation and service is the 
best way to get oil business. We are 


starting to push service contracts this 


year 
Cost Cutters—O. & N. Oil Co., 

Twin Harbors, Minn.: Furnishes full- 
tank signals free to all customers, to 
cut delivery costs and to make auto 
matic fill service more efficient. Sig 
nals are installed by local heating men 
if customers give supply contract to 
O. & N 

lri-County Gas and Oil Co., 
Mechanicville, N. Y.: Pushing instal 
lation of SOO0-, 1,000-, and 2,000-gal 
tanks to cut delivery costs 
tanks mean less trips to fill 
tanks also let customers take greater 
advantage of summer-fill. Most 2,000 
gal. tanks take one fill a year, usually 
at summer. Points out to accounts that 
such a tank costs $140 more than 
275-gal. tank but that this extra cost 
can be recouped in five years by sum 
mer fills. Today 20% of 
have tanks larger than 275 gal., and 
gallonage moved in summer-fill pro 
vram was nearly 300,000 

Community Oil Co., West Union, 
Ohio: Degree-day system “does more 


Larger 
Bigger 


accounts 


to swing oil customers our way and 
cut delivery costs than any other pro 
motion.” Is surprised more companies 
don’t use it. In three years, 95% of 
accounts have been sold on automatic 
deliveries 

Merchandising——Ramseur Fuel Oi! 
Service, Greenville, S. (¢ 
competition is not using aggressive 
sales policy “finds it quite simple to 
add great number of new customers.” 

Ramseur offers four different plans 
Plan 1 gives the customer summer-fill 
at summer rates with September bill 
ing, automatic delivery, 9-month bud 
get plan. Plan 2 differs from Plan 1 
in that there’s no budget plan. It’s 30 
day billing 

Plan 3 offers summer-fill and Sep 
tember billing, will-call delivery, 9 
month budget plan. Plan 4 differs 
from Plan 3 in that it offers 30-day 


Because 





Distributor’s Check List 


merchandising 


HIGH STANDARDS in oil heating service 
are kept up by burner clinics like this 
one in Multnomah, Oregon 


terms instead of budget plan 

Ihese plans are available only to 
customers with a tank capacity of 250 
gal. or more. It’s making a special 
offer to customers with smaller tanks 
to convert to larger sizes. Ramseut 
also making a special pitch to its 
burner service Customers who are not 
oil accounts. It sends out special let 
ters explaining the various plans 

Pre-Selling—Seahurst Oil Co., Se 
attle: In addition to two local papers, 
uses a local radio station that covers 
much more than its own distribution 
area. But Seahurst figures that some 
of the people who live out of its area 


ARE YOU READY FOR WINTER 


working 


now may move in some day, and will 
Winter oil in crank- Sanders 
case. and filled. 
Antifreeze in cool- Shovels on truck. program set up. 
ing system. Sand, gravel, salt Extra men lined 
Heaters, defrosters on truck. up for emergency 
working. Uniforms rented or work. 

Skid chains on bought. Tools for loosening 
truck. Sunday and holi- frozen fill pipe. 

day standy-by em- 


iS BULK PLANT READY? 


Extra truck avail- 
able for emergency 
service. 

Sand, gravel, salt 
ready for loading 


ergency delivery be acquainted with the company be 


and burner service cause of its radio advertising 


WINTER OPERATING TIPS 


Heating oil distributors have various 
ways of meeting and solving the same 
general problems. Here are a few of 
them 

Extra Push—In addition to skid 
chain, a New York distributor with a 
10-wheel truck puts a chain drive to 
the dual rear wheels to get an 8-wheel 
drive in rough weather 

Putting On Chains—A Massachu 
setts distributor assigns one of his 


rack to prevent ac- 
cidents. 

Delivery schedule 
flexible enough in 
case of heavy snow 


Snow removal plans 
complete 

Heating system in 
garage overhauled. 
Pre-heaters for en- 
gines working. 
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4 merchandising 


drivers to come in early each morning, 
if necessary, to put chains on the 
trucks. The man doing this work 
knocks off early in the afternoon to 
compensate for his early start. A dis- 
tributor in New York doesn’t rush. He 
has his men put on chains at the regu- 
lar starting time because he knows 
that snow plows take care of school- 
bus routes first and other streets after 
that. By the time his trucks are ready 


Makers of 
uality Steel 
roducts 





Above Ground and Underground Storage Tanks 
Oil Field Storage Tanks, ASME Code Pressure Vessels 
and Special Tank Fabrication, 

Welded Aluminum and Stainless Steel Tanks 


CONIK SS 


Structural Steel * Oil and Chemical Barges * Oil Drilling Barges 
Steel Pipe for Pipeline Construction 


Be Wise, Buy BIRTANK 


Fabricators and Erectors of Tanks, Structural 


Steel and Barges 


THE BIRMINGHAM TANK COMPANY 





q > 














THE INGALLS IRON WORKS COMPANY 
Main Office 
Tet) me @liila 1) 


Birmingham, Ala 
New York, Chicago, Pittsburgh, Houston 
New Orleans, Atlanta 


to roll, he figures all plowing is well 
under way. 

Antifreeze—A major oil company 
in New Jersey puts no antifreeze in 
cooling systems. It says its truck mo- 
tors go all day long and trucks are 
stored in a heated garage at night. For 
the same reason, another Jersey dis- 
tributor sets his cooling systems up to 
40”--. And a Maine distributor who 
also puts his trucks in a heated garage, 


Division of 





NATIONAI 


gives his systems protection down to 

2. lp 

Sanders—A New York distributor 
says he puts chicken feed—grit—in 
with the sand to prevent sand from 
freezing. Salt, he says, can damage 
the under part of the tank truck. 

Extra Trucks— A Massachusetts 
distributor, when he needs an extra 
truck, uses one that usually hauls 
gasoline, flushing the tank with kero- 
sine before putting in heating oil. The 
truck is kept for oil delivery for bal- 
ance of season 

Extra Men—Two distributors in 
New Jersey use city employees. One 
puts on off-duty firemen, the other 
hires off-duty policemen. Both distrib- 
utors say these city employees know 
all local streets. No time is wasted on 
briefing. 

Snow Removal—Because his bulk 
plant is located at the end of a dead- 
end street, another Jersey distributor 
lets city snow plows turn around in 
his bulk plant yard. As they do this, 
they plow the yard. 

Loading Racks—A Jersey distribu 
tor uses non-skid paint on his loading 
rack platforms and on truck catwalks 
to cut down accidents due to slipping. 

Schedule Flexibility To keep 
“ahead” of winter weather, a major 
distributing heating oil in New Jersey 
schedules deliveries as much as 300 
degree days ahead of actual need. An 
upstate New York distributor never 
lets customers’ tanks go below 100 gal. 

Fill Pipes—To prevent fill pipes 
from freezing, distributors in New 
Jersey and Massachusetts put cans 
over the pipes. Each paints his cans 
a bright color so that they will stand 
out against snow, making it easier’for 
drivers to locate them. 

Emergency Service—A New Jersey 
distributor whose burner service is 
handled on the outside makes sure 
that servicemen carry 20 gal. of heat- 
ing oil with them. Thus servicemen 
can make emergency deliveries to out- 
of-oil customers, tiding them over 
until a tankful can be delivered the 
next morning. 

Two Men Per Truck—Because of 
weather conditions, it may be neces 
sary to put two men on a truck. But a 
distributor near Albany, N. Y., always 
has two men assigned to his kerosine 
truck. He has found they can do in 
one day what one man does in 2! 
days. Most of his kerosine accounts 
live in multi-family apartments. One 
of the men uses the back stairs to 
reach the apartment, then lowers a 
rope on which the hose line is hauled 
up and the delivery made. The other 
tends to the pumping and meter. @ 
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STANDARD OF THE 
INDUSTRY FOR 
TUBELESS TIRES 


5,000,000 NOW IN SERVICE 


For both 

tires, che Snat 

by Dill is now established 
Installation in rims is quick 
Dill Applicat 

in approved equi 


ing Dill, Order fro 








Famous Dill short ely ieee aan Dill 


Tool , 
jena pote which stretches rubber TO INSTALL 
yeeChes fn valve to enter into rim 
metal barrel provides hole diameter completely SNAP-IN / 
eliminaying tendency to - VALVES ‘ 
\ ‘ 
Dy ai 


extra durable airtight 
seal and quick| infla- scuff of/tear on sharp rim 


tion. hole edges. Quickly 
Easily 


Safely K /Get the 
most popu- 
lar tool on 


the market 
Now used 
by over 
50,000 serv- 


ice stations 
Revolutiogary “Short- When stretch by Valve Tool is No. 1-151-8 
Insert” pipneered by released, rubber snaps | back to Dealer Price 


No. 5215 
sert’ ber VALVE TOOL 
Dill gives alves com- completely fill rim hole main- EACH 
taining a constant reserve of com- 4} Packed 


plete flexibility with- 
pression assuring positive and per- 6 te bait ONLY .. 


out disturbing airtight 
rim seal. manent airtight seal. 


For All Tube Repairs SPECIA 


DILLECTRIC OUTFIT No. 6695-T 
Includes supplies for over $170 worth 

—* . of tube repairs ONLY 
Including “'U"’ 


196 |i FREE 


Secondary Wire, , WITH THIS 
Ground Wire OUTFIT 


Buffer Complete with 


For Tubeless Tire Repairs 


DILLECTRIC “U” CLAMP No. 6690 





Your wife will love this 


REE coe 


TIRE CENTER 
DISPLAY 


Designed for use with regular Dillectric Clamp 
which supplies the operating current and trans- 
former, Uses standard small size Dillectric Speed 
Patches with Filler Rubber for perfectly vulcan- 


This liberal deal includes a Deluxe Dilleceric 
Pressure Clamp and 220 Dillectric Speed Patches 
In addition you receive a Free Bonus of Wire 
Buffer, a Tire Center Display and a beautiful 





handy set of 4 stainless 
steel Pomtongs for food 
handling and serving 
Ics the same as used by 


restaurants everywhere. 


ized “Deep Cure’ puncture repairs set of Pomtongs 


THE DILL MANUFACTURING CO., CLEVELAND 3, OHIO [27,5 im Aes 
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FUEL. OLL 


Oil Heating Mark 


WHAT'S THE MARKET? 
Oil: Heating units in use 


Growth 

Annual consumption 
On automatic delivery 
Have full-tank signal 
Use budget plan 

Gas: Heating units in use 
Growth 

Coal: Heating units in use 
Decline 


WHO SUPPLIES THE GALLONAGE? 
Majors 


Independents (wholesalers, etc.) 


WHO DISTRIBUTES THE GALLONAGE? 
Majors 
Commission agents 
Independents (wholesalers, etc.) 
Distributors 
Don't have bulk plants 
Sell coal, gasoline 


WHO INSTALLS BURNERS? 
By majors, distributors 
By plumbing-heating co 
By burner service co 


WHO SERVICES BURNERS? 
By majors, distributors 
By plumbing-heating co 
By burner service co 


WHAT ABOUT SERVICE POLICIES? 
Burners checked yearly 

Have service policies 

Get annual overhaul, etc 


WHAT DOES SERVICE COST? 
Parts-service policies 
Straight service policies 
Overhaul, cleaning 
No policy: per call (oil co.) 
per call (others) 


WHAT ABOUT FUEL COSTS? 
Oil, avg. per therm 

Gas, avg. per therm 

Coal, avg. per therm 


WHAT ABOUT PROMOTION? 
Distributors who advertise 
Budgeted per account 
Spent per gross sales 


Group campaign 


Gas 


* Distributors only 

** Low price for manufactured gas; high 
price for natural gas 

{ High price for hand-firing; low price for 
stoker-firing units 


100 





BOSTON 


Survey covers city 
and 82 towns in 
area of 1,057 sq 
mi. Has 2.8 million 
pop 


375,762 domestic 


26,933 in °54 
711.3 million gal 
85% 

83% 

20% 

§5,000 

12,500 last year 
170,000 domestic 
12,000 a year 


54% 


46% 


(700 co.) 


and 11% 


$26.00 
$17.00 
$10.00 
$ 3.91 


$ 4.19 


10¢ @ 13.94 a gal 
13.3¢ 
ll¢ 


34% 
$1.50 
1.6% 


Better Home Heat 
Council plans for 
$150,000 budget in 
55. $15,000 spent 
already, mostly ra- 
dio. 


Utilities to spend as 
much as $250,000 
this year, including 
TV program cost- 
ing $75,000 





et Reports: the First 


BALTIMORE 


Includes city, Bal 
timore and Anne 
Arundel counties. 
Has 1.35 million 
pop 


203,187 


12,406 in '54 
280.7 million gal 
18% 

13% 

9% 

90,000 by fall 
Not given 

60,000 

5,000 a year 


38% 


62% (107 co.) 
1S% 
19% 37% 


52% 


14% 


$18.54 
$12.75 
$ 8.60 
$ 3.86 


$ 3.94 


9.8¢ @ 13.75¢ a gal. 
l1.1¢ 
8.4¢ 


>of 
ak 


$1.85 
1.03% 


$30,000 to be used 
in program laid out 
by Oil Heat Assn 
of Md. 50% of 
distributors con- 
tributing 


$225,000 spent last 
year. Utility gives 
allowances to 
builders for put 
ting in gas appli- 
ances, heat. 


NATIONAL 





WESTCHESTER 


Includes 46 towns 
in 435 sq. mi. area 
Mainly residential 
Population is 683 

400 


66,685 domestic 
6,735 in stores, etc 
3,757 in °54 
i68 million gal 
83% 

63% 

9% 

25,579 homes 
1,500 last year 
15,000 

6,000 in °'50-"54 


(126 co.) 


1% 


$32.38 
$22.79 
$14.33 
$ 4.69 
$ 4.84 


9.9¢ @ 13.7¢ a gal 
16¢-17¢ 
10.8¢-7.2¢4 


38% 
$1.14 


16% 


Oil Trade Assn. to 
spend $25,000 with 
40 distributors, 3 
suppliers support 
ing campaign. 


$120,000-$ 140,000 
planned for ‘S55. 
Is also putting in 
mains in areas of 
future growth 





INDIANAPOLIS 


Includes all of 
Marion County 
Pop is 633,430, 
with 85% living in 
private homes 


58,800 domestic 
4,060 in stores, etc 
4,100 

92 million gal 
82% 

14% 

11,800 in homes 
4.000 in °54 
§2,600 

32,150 since "50 


10% 


66% (716 co.) 


37% 


40% 27% 


$32.00 
$18.00 
$11.00 
$ 5.84 
$ 6.16 


10.4¢ @ 14.6¢ a gal 
10.4¢ 


7.3¢ 


7< oO 
4 


$1.39 


So 
y. G 


Starting $50,000, 
three-year program 
this year, with 
60% coming from 
distributors 


Began campaign 
this spring. To 
boost Btu content 
from 625 to 800 
this fall 
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Ten Surveys 


ST. LOUIS 


Covers St. Louis 
County 


MILWAUKEE 


Milwaukee 
and 4 mile 
strip to west and 
north. Population 
over I mil 


Covers 
and County 


of two neighboring 


parts 


ounties in III 


63,700 domestic 8.625 domestic 


4,455 
3,396 in city 


ind in small stores 
5,320 in '54 only 
80 million gal 115 million gal 
RS | 636 

14% | 34% 

93,800 in hon 
4,418 in 'S4 
200,000 


stores, etc 


63,274 

Lacked supply 
Not given 
Remains strong 50% in 10 yrs 





$31.00 
$20.00 
$13.00 $13.00 
$ 5.03 $ 4.57 
$ 5.27 $ 4.79 


$29.00 
$25.00 





9.9¢ @ 


13.9¢ a gal ll.l¢ @15\%4¢ 
¢ 10.4¢ lowest 
5.8¢-4.6¢1 1.1¢-6.7¢ 


i gal 
rate 


<6 
< G 


$1.01 


1.25% 





$7,500 campaign in | $3,200 for °55 by 
55. $8,000 spent Wis. Oil Heat 
last year, with 30° Assn. Third of dis 
of distributors in tributors, 5 majors 
campaign 1 terminal co 
porting drive 


sup 


Used 


year but not 


$62,000 Has PSC okay to 
$200,000 a 
New pipe 
line in 18 mo. to 
boost 


supply 


spend 
for gas heat i year 
lacks new 


natural gas 
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Oil Heating Market Reports’ copyrighted surveys of 10 markets show 
domestic oil heat’s competitive stand and what's being done to keep it out 


in front. Survey highlights give heating oil men elsewhere a “yardstick’ 
to apply to their own operations or group efforts to promote oil heat 


ROCHESTER 


Covers Monroe 
Co. Population at 
$27,000, going up 
8,000 yearly since 
1950 


50,690 domestic 
+,431—stores, etc 
5,788 in '54 

115 million gal 
te 
71% 
41,308 
§,297 
36,748 
25,661 since "50 


in °54 


10.4¢ @ 14A¢agal 
12.1¢ 


10.2¢ 


18% 
$1.12 


Plan to raise $20, 
000 in °55, with 
30% of distribu 
tors and 3 majors 
backing progfari 


Natural gas with 


oul any great pro 
mouon since intro 
duction in "51 
May spend $15,000 
this year 


M NEWS 


NEW YORK CITY 


Survey covers all 
boroughs in 314 
sq. mi. area. Has 
53.6% of state's 
population 


450,452 domestic 
50,607—-stores, etc 
251,059 in § yrs 
1.09 
80% 
74% 

13% 

199.505 
15,200 in *54 
22,614 
198,863 


billion gal 


since ‘S50 


3% 
$ 1.80 
24% 


$250,000 for *S5 by 
N.Y. Oil Heating 
Assn. Spent $38 
OOO in ‘°54, with 
12% contributing 


Iwo utilities bud 
getting $1 million 
to reach goal of 
30,000 installations 


this year 


HARTFORD 


Covers 741 sq. mi 
of Hartford Coun 
ty, with 611,900 
population 


62,391 domestic 
4,337 in stores, etc 
28,283 since "50 
108 million gal 
715% 

64% 

15% 

4,188 domestic 
2,244 since ‘50 
12,000 domestic 
50% since *50 


(188 


co.) 


Rn / 


$724.00 
$15.00 
$11.00 
$ 4.06 
$ 4.33 


10¢ @ 
13.4¢ 
11.2¢ 


$25,000 by 
Conn Oil 
Assn. 76 
tors, heating equip 
ment men support 
ing drive 


North 
Heat 


distribu 


One utility 
ing $12-$1° 


«« 


spend 
000 in 
Gas heat to be 
pushed this 
and next 


year 


NEW JERSEY 


21 counties with 
83% of oil heat in 
14 northern 
ties and 17% in 
southern counties 


coun 


689,392 all 
43,768 in ‘54 
1.15 
BO 
45% 
14% 
209,470 
42,785 in 'S4 
48% of 
"SO 


25% 


types 


billion gal 


market in 


now 


$26.00 
$18.00 
$11.00 
$ 3.54 
$ 4.09 


9.6¢ @ 13.5¢ a gal 
ll¢-14¢** 
9 4¢-7¢ 


Not given 
Not given 
Not given 


$70,000 goal of Oil 
Heat Council of 
N.J. for 
In 54, 


spent 


billboards 
$36,415 


No figures 


Dut utilities 


given 
fairly 
active, with 
effort 
to line up 


builders 


most 
going 
new 


sales 


home 























AVAN VANAAAAMRAVAAAAAAS 
NUNAAN VANAAAAAAAASS ASS 





one of the petroleum industry’s biggest headaches 


- « complaint of contaminated aviation fuel even though rigid checks prove 


fuel to be contaminate-free when it leaves the refinery. 


modern filter research has found the answer 
and that answer is bulk filtration with Purolator MICRONIC‘ filters right at the 


point of delivery. Purolator’s modern research and engineering laboratories 
have developed the world’s finest airport bulk filtration equipment. And, along 
with it, they have developed valuable ideas for using this equipment to 
guarantee your customer relations. For details, write Purolator Products, Inc 
Rahway, N. J., Dept. B2-91 sRaaletaveal Viele Aiah 


TYPICAL INSTALLATIONS 


_ ~v; L. 
a 


AT AIRPORT FUELING RACK IN SIDE COMPARTMENT OF AVIATION FUELING TRAILER 
(ten PAG-300 MICRONIC Filters) (two PAG-150 MICRONIC Filters) 


) PURDIATOR 
TL br OF FILTERING! i 
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modem 
WHITE 


SOOO 

REFUELS 
NEWEST AIRLINERS 

oe -e helps cut schedule time 


HERE’S what is new in commercial air travel— 
the famous turbo-prop Viscount—with amazing 
savings in schedule time and quiet, vibration- 
free ride. 

And when that familiar Viscount whistle is 
heard over Dorval Airport at Montreal .. . that’s 
the call for the most modern refueling truck of 
all—the equally famous White 3000 owned by 
Imperial Oil Limited. 

Throughout the petroleum industry—from first 
truck into the oil field to consumer delivery, 
White Trucks have won an amazing reputation 
for modern transportation service. 

For your own very specialized truck require- 
ments, call your White Representative—he can 
show you how Whites can effect real savings, 
first day in service, and for years. 


THE WHITE MOTOR COMPANY ~-« 





Vall a” WRAAAY 





More work...inless time 
.-- at lower cost—with the 


WHITE 3000 


Functional Design tailored to your exact delivery needs 
Saves driver steps and time 


Power-lift Cab reduces maintenance costs. Complete 
front-end accessibility in seconds 


More Payload Space with no increase in over-all 
length. 
Greater Maneuverability because of shorter w heelbase, 


wider tread front axle, shorter turning radius 


Comfortable Easy Riding combined with maximum 
visibility and safety features 


FOR MORE THAN 50 YEARS 
THE GREATEST NAME IN TRUCKS 


THE WHITE MOTOR COMPANY OF CANADA LIMITED «+ TORONTO 
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—,) fuel oil briefs 


Iwo new chapters are now on the 
roster of Oil-Heat Institute’s distribu- 
tion division, both organized by Oil- 
Heat Institute of Oregon. They are 
OHI of Northern Nevada, whose 
members include heating oil dis- 
tributors in the Reno area, and OHI 
of Southern Idaho. Both chapters will 
sponsor promotion and ad- 
vertising programs and are expected 
to be represented on OHI Northwest 
Regional Advisory Committee that 
plans oil heat’s public relations and 
programs in the Pacific 


sales 


advertising 
Northwest 


About 30 heating oil distributors in 
and around Jacksonville, Fla., have 
formed the Fuel Oil Dealers’ Assn. of 
Duval County to establish a credit bu- 
John W. Wright of Arlington 
Fuel Oil Co., is president and Howard 
G. Voller of E. G. Golder Co., is 
secretary-treasurer 

* 


reau 


New York Oil Heating Assn. in 
New York City plans to line up more 
heating oil distributors behind its oil 
heat promotional campaign. The task 
has been assigned to Charles R. Lau- 
dor, who has been added to the staff 


yyy 


4 
4 nds 


Sate ihe, Sania 


bight 


|, “STOP waste! . . . dispense liquids from 
drums, barrels and storage tanks with BLACKMER Hand Pumps” 


Now Blackmer offers you the most complete line of hand ——a 
pumps for the widest range of applications. Blackmer 
Rotary and Flo-Master Hand Pumps are built for a lifetime 


of service. 


Blackmer 
Rotary 
Hand Pumps 


~: 


With these outstanding advantages: 
EFFICIENCY. High 


pumping action and 
with high suction lift. 


DEPENDABILITY. Blackmer’s 50 


years of experience assures high 
quality and dependability. 


Capacity, easy 
self - priming 


P 
Ya 


The New 
Flo-Master 
Hand Pumps 


“= 


POSITIVE CONTROL. Full flow at 
operating speeds and pro 
vision for drain back after pump 
ing. 


CONVENIENCE. Compact, light- 


weight design; with locking device 
and meter available. 


Casy 


liquid materials handling ® 





INDUSTRIAL, HAND AND TRUCK P 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN | 


A 


DIVISION SALES OFFICES 


NEW YORK « ATLANTA « CHICAGO « GRAND RAPIDS « DALLAS « WASHINGTON e« SAN FRANCISCO 


See Yellow pages for your local sales representative 


104 





NATIONAL 








as public relations director. Formerly 
with the publications division of Metro- 
politan Life Insurance Co., Lauder 
will work with Philip H. Schepp, ex- 
ecutive secretary of the association. 

° 


Oil-Heat Institute of Washington is 
getting Washington State Public Serv- 
ice Commission to look into the possi- 
bility of requiring that natural gas 
pipe lines in the western part of the 
state be designed to withstand earth- 
quake shock. The was 
made before the commission by Allen 
Johnson, consulting engineer from 
Pennsylvania who testified for OHI. 


suggestion 


Gulf Oil Corp. will be marketing a 
super-refined heating oil when its two 
new Gulfiner units go on stream at 
its Port Arthur, Tex., refinery. Capa 
city of each unit will be 20,000 b/d. 
Gulf says its process will remove sul- 
fur, nitrogen and unstable hydrocar- 
bons, resulting in a cleaner-burning 
product that will practically end serv- 
ice calls for clogged filters and burner 
tips. 

e 

Big West Oil Co. of Montana, now 
retailing heating oil in Seattle, Wash., 
after 30 years of wholesaling in that 
area, is finding out why people buy 
oil from their present suppliers. Rob- 
ert Hawley, Big West’s ad manager, 
says there are several reasons: They 
like the driver, the service has been 
good, and the company is friendly. 
Brand preference, adds Hawley, is a 
negligible factor. All this was learned 
in a Seattle survey. Of more than 6,000 
interviewed, no more than six said they 
bought because of brand 

« 


Fuel oil men handling liquid fer- 
tilizers can now get a corrosion-proof 
pump, product of Vanton Pump and 
Equipment Corp., division of Cooper 
Alloy Corp., of Hillside, N. J. The 
pump has a plastic body and a molded 
flexible liner, the latter the key to its 
corrosion resistance. Fluid being 
pumped contacts only the outer sur- 
face of the liner and the inner surface 
of the pump body block. There are no 
stuffing boxes, shaft seals, check valves, 
glands or gaskets. For liquid fertilizer 
the pump housing is made of poly- 
ethylene and the liner is of neoprene. 

& 


What’s the value of a burner service 
policy? A heating oil distributor in 
Massachusetts says that after the sum- 
mer clean-up, the policy accounts av- 
erage 1.2 calls for emergency service 
against 2.8 calls for accounts without 
burner service policies. & 
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“Soa, y REN 
Bir wee AM. 
Ow eee 


REAL SAVINGS 
AT HARVEST TIME WITH INLUCITE 21 


stays put longer . . gives busy farmers an 





Corn picking is hard enough work without 
worrying about grease problems. Inlucite 21, extra margin of protection at times when 
the unexcelled multi-purpose, all-weather regular lubrication may be neglected. One 
lithium base lubricant, will not wash grease, one gun, fewer greasings 


out. . . will not “thin out” real savings at harvest time with 


Inlucite 21. 


Write for details. INTERNATIONAL LUBRICANT CORP. 
r NEW ORLEANS, LOUISIANA 


absorbs more moisture 


With Research Comes Quality, With Quality Comes Leadership 


MANUFACTURERS OF TOP QUALITY LUBRICANTS AVIATION+- INDUSTRIAL + AUTOMOTIVE + MARINE 
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When you buy lighting 
be sure to GET THE BEST! 


O56 meen LINE 


SYSTEMS 





Below are a few examples of Whiteway’s out-, 
standing new, priced-right quality lights, 
systems and accessories for 1956. Be- 

fore you buy, compare! Light 

the right way with 

Whiteway! 


ALRS SERIES 


, angle Lume” Rapid Start 
le-Lume Island Lighting 
Whiteway ‘‘first’’ presents 
new concept of outdoor . 
ts patented 15° angle light Write For Catalog 
168, 974) distributes white 
ire light uniformly into every 
cranny of your work service (no obligation) 
vith maximum illumination 
Sturd uper trength I-Beam 
construction permits longer span - " WHITEWAY 
veen post support enhancing the ° 
e station appearance, Equipped J Manufacturing Co. 
or 6 ix-ft 100-watt Rapid 
and ballast giving in- ' 1736 Dreman Ave. 
ight output as the tempera- i . ‘ e e 
Available in 6, 12 Is. 24 Cincinnati 23, Ohio 
an ind NEW 12 ft i 
M ith single support post 
for free catalog giving 
and pecifications 


shen eh onan 


ae 


Fits your present post-hole centers! 


AL SERIES 


"Angle-Lume” 


one patented Whiteway 
and wide 
custom 
ivier traffic into your 
Simp slieity of design results 
ck, easy, time and labor 
ving maintenance. Avail 
ible in any length ir 
increments of 2 ft., a 
sembled from basic 
units of 4, 6 and 8 ft 
sections, with 4 or 6 
| ~~ per 
Post. 
ets ; 


+ ; 
plete aca iti on 
writing for our 

catalog, avail able 
without obligation 


Lat te 


) t a <-- 
‘ ol fa) | i | , 
| amen iat _t ln Au i H 


onan thon 








“You will be surprised at the num 
ber of people who are willing to pay 
a reasonable price for high quality 
product. They want maximum pe! 
formance from their 
and reduced maintenance bills. They 
dislike taking a chance on a cheaper! 
product.” Sam Goldman, marketing 
Douglas Oil Co. of 


valuable cars 


vice president 
California 


7 


“Let’s hope the idea of giving away 
Mexican burros as station premiums 
Wide use of these 
alfalfa burners could really cut into 
gallonage ” We ies orgy, slation man 
ager and chairman of Western States 


doesn’t spread 


Service Station Employes’ Union 
” 


“Public opinion eventually will be 
the major factor in deciding the battle 
of fuels 
rests upon public relations.’ 


The ultimate sale most often 
J. Edward 
Drew, public relations director, Lever 
Bros 


“The assumption that more and bet 
ter highways will guarantee 40-50% 
fewer traffic accidents is either wishful 
thinking or an overzealous attempt to 
justify the highway program. Into the 
total, we must figure the added cost of 
strict control, if we really want safety 
to be a partner.” Paul H. Blaisdell, 
traffic safety director, Assn. of Casu 
alty and Surety Companies 


7 


“The man who gets good service at 
a Station tends to extend his feeling of 
satisfaction to all other outlets selling 
the same brand. This also is true in 
reverse. Our public relations in the oil 
business are being molded continually 
at every point at which people come 
into contact with us.” James H. Pipkin, 
vice president of industrial and public 
relations, The Texas Co 


4? 


“Will-calls should be kept to a mini 
mum, not only because of operating 
disadvantage but because they're ex 
cellent gas-heat prospects 
to will-calls should be made on a 
degree-day basis, to convince them of 
your ability to take care of their fuel 
supplies automatically.” D. L. Barrett, 
fuel oil dept., Esso Standard Oil Co 


Deliveries 


7 


“Potential fuel consumers must be 
convinced oil is the best fuel to meet 
their requirements. Our industry 
should start constructive advertising 
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and selling practices that create public 
confidence in the use of oil-burning 
equipment and burning oils.” J. A. 
Collins, Frontier Oil Refinine Corp 
Buffalo, N.Y 


When we raised (our service sta 
tion) price in May there were 2,208 
dealers in the state posting prices 
higher than ours. When a great num 
bet post prices below ours, we have to 
consider reductions Hence, we essen 
tially are following the lead of others 
in establishing our prices. We are 
frank to say we want to set as high a 
price as we Can afford to charge in 
the long run.” S. H. Elliot, vice presi 
dent in charge of sales, Standard Oil 
Co. (Ohio) 


OIC activities have brought sub 
stantial benefits to jobbers all over 
I can conceive of no quicker way to 
destroy the independence of jobbers 
than by carrying out that dangerous 
Joseph W. 
Butler, president of Butler Oil Corp 
Philadelphia jobber, commenting on 
proposal that jobbers withhold their 
support of OHC (see p. 43) 


ind inane suggestion 


Atomic radiation may prove to be 
the next step in petroleum processing.” 
H. W. 


ment vice president 


Field, research and develop 
{tlantic Refinine 


7 


“This (Fallon road bill) proposal 
would have prevented an increase in 
the public debt and would have given 
the nation a highway program to meet 
modern demands.” Sam Rayburn (D 
Tex Speaker of the l S$. House of 
Representatives 


7 


I do not believe steady employ 
ment will be a critical problem in the 
future, provided—and this is an im 
portant qualification—-provided that a 
business climate exists which stimu 
lates enterprise efficiency, 
and encourages research and innova 
tion.” William EF. Zimmerman, indus 


Sun Oil Co 


induces 


trial relations director 


in area where TVA makes low- 

tric power available widely, 
we are furnishing 100% of the fuel 
used for baking and 95% of that used 
cooking mm. We 


O'Lenic, Chattanooga, Tenn., gas ex 


in commercial 


M 


BOWERS 


BATTERIES 


fwoys 


POWERS BATTERY & SPARK PLUG CO, READING, PA 





How YOUR SALESMEN 


Can Secure 


MORE New Customers 
MORE Business-per-Customer 
MORE Continuous Volume 


THE ANSWER is our practical Down-to 
Earth but Up-to-the-Minute Home Study Sales 
Training Course in PRODUCT INFORMATION 

now used and endorsed by more thon 
200 Marketers. You can quickly prove for 
yourself that here is the only reel, sensible 
practical, INEXPENSIVE method of creating oa 
sales force that can meet and cope with any 
type of competition and COME OUT ON 
TOP, as reflected by MORE SALES, and 
GREATER DOLLAR VOLUME! 
Will You Accept Free as our NO-OBLIGA 
TION GIFT for your interest, a late copy of 
the PE| JOURNAL telling of new and chang 
ing developments in Product Information? 
We'll gladly send it, together with full 
information on PEI Home Study Course and 
Reference Works if you will kindly send cou 
pon below 
Clip and Mail Today 
PETROLEUM EDUCATIONAL INSTITUTE 
9020 Melrose Avenue 
Los Angeles 46, California 

Send me free and without any obligation 
PE! JOURNAL and other info:mation as men 
tioned above 


NAME 
TITLE 
COMPANY 
STREET 
ciTYy 
ZONE 














SGAVWE TO. AMERTCAN 


INDUSTRY ® ONE OF 


Lagging Public Construction — 
A Spreading National Blight 


The most recent editorial in this series dealt 
with the plans of American industry for expand- 
ing and modernizing its plant and equipment 
over the next four years. These plans call for 
the expenditure of $113 billion over that period. 
There is a good prospect that the money to carry 
them out will be available. If the plans are car- 
ried out, manufacturing capacity at the end of 
1958 will be double that which existed at the 
end of World War II. And this industrial plant 
will be modernized. 

In sharp contrast to this picture is the condi- 
tion of our public plant and equipment — the 
roads, schools, water supply, health and sani- 
tation facilities upon which industry, as well as 
the average family, depends. According to a 
recent estimate by the Twentieth Century 
Fund, the people of the United States must 
spend almost $100 billion on new public 
works projects during the next five years 
merely to meet the minimum needs of our 
growing economy. 

Other estimates by the President's 
Council of Economic Advisers, by state 
agencies and by private construction econ- 
omists all show the same condition: a stag- 
gering need for public works. Yet no steps 
have been taken that even offer a promise 
of closing the gap between the public facil- 
ities we are building and the greater facili- 
ties we really need. 


How did we come to let our public facilities 
fall into this sorry state? Here are some of the 
reasons: 

(1) During the years of depression and 
war, from 1930 to 1945, these facilities were 
neglected. New construction declined, and 
even maintenance was cut. 

(2) Since the end of World War II, in- 
creased construction costs have made it 
difficult for communities to get the needed 
construction with the funds budgeted in the 
past for that purpose. 

(3) The great postwar upsurge in popu- 
lation, and the spreading of our population 
into new areas, has created a huge demand 
fer additional community facilities before 


the neglect of earlier years could be made up. 


Responsibility Divided 


Now the need for more public construction 
has become apparent to everyone, on jammed 
highways and in over-crowded schools. But, un- 
fortunately, the responsibility for doing some- 
thing about this situation cannot be so clearly 
fixed as can the responsibility for maintaining 
industrial facilities. A business firm must ex- 
pand its capacity when markets are growing o1 
lose its trade position. It must modernize its 
plant and equipment or be undersold by more 


efficient competitors. In the case of public facil- 
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ities, there is no such competitive incentive. To 
be sure, a city or state may lose population and 
industries if its public facilities are inadequate. 
But such shifts are very slow to take place and 
difficult to relate to any specific public program, 
or lack of it. 

Moreover, the responsibility for constructing 
public facilities is divided between state and 
local governments and federal authorities. 
Within each of these governmental units there 
are specialized bureaus or departments with 
varying responsibilities. This division of re- 
sponsibility obviously adds an element of difh- 
culty to the development of an adequate 


program of public construction. 


Breaking the Log-Jam 


How can this administrative log-jam be 
broken and the financial difficulties overcome? 

One course would be to have the federal gov- 
ernment step in with a nation-wide new program 
of direct spending on public works. That would 
utilize the resources of the federal treasury for 
immediate action. But there are weighty objec- 
tions to such extensive federal participation. 
One is that federal spending cannot be greatly 
enlarged without a corresponding increase in 
the federal control of decisions that normally 
have been left to local communities. Anothet 
objection is based on the fact that so long as we 
must maintain a large defense establishment, 
such an addition to federal spending means 
either higher taxes or a chronically unbalanced 
budget. 

The other course is to rely primarily on local 
initiative, but with new and more effective fed- 
eral aid to local governments. Such aid would 
help speed up planning and construction, and 
contribute toward a solution of the most burden- 
some financing problems, but in amounts sufh- 
ciently limited to require that most of the capital 


be raised locally. 


No Single Formula 


No one formula can be applied to make such 
aid effective. The raising of funds for new 


schools, for example, involves problems very 
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different from those of financing highways, or 
water-works, or hospitals. But it does seem 
clear that, in all these fields, the federal grants 
must be designed to stimulate more local plan- 
ning and financing than has prevailed in the 
past. Among the new ideas that may offer such 
incentives are federal grants for planning and 
initial costs and federal guarantees of local 
bond issues. Such aids have been remarkably 
effective in the fields of slum clearance and 
public housing. 

While the federal government clearly has a 
role to play, we cannot afford to postpone in- 
auguration of an adequate public construction 
program while we seek a formula to apportion 
governmental participation that would be gen- 
erally accepted as ideal. Every year about 2'/2 
million more Americans are putting increasing 
pressure on a public plant already dilapidated 
and inadequate. The result is an increasing 
menace to comfort, health, education and safety. 
It is also an increasing menace to the effective 
performance of American industry. 

The appropriate public response to this 
situation is a driving public determination 
to eliminate this increasingly dangerous 
lag in publie construction. At this june- 
ture, the development of such a determin- 
ation is basic. Nothing stands in the way 
of an adequate program of public con- 
struction that a determined electorate can- 
not remove. 





This message is one of a series prepared by the 
VUcGraw-Hill Department of Economies to help 
increase public knowledge and understanding 
of important nationwide developments that are 
o} partt ular concern to the business and pro 
fessional community served by our industrial 
and technical public ations 

Permission ts freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts of the text 


Aeuata CV Gre wr 
PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 














superbly carved and inlaid 

shield is a product of skillful 16th 

Century armor-making. Its dimensions and balance permit easy 

handling. The intricate carving and embossment reveal it as a 

materpiece of sculpture. And most important of all, the sturdy 

construction and careful design gave maximum protection to 
the warrior who carried it in battle. 

Jones & Laughlin Steel Containers provide dependable 

protection for your products. They are built of sturdy, high- 

quality J&L Steel Sheet. Careful manufacture assures accuracy 


CONTAINER DIVISION 


in all fittings and closures. J&L containers have a trim appear- 
ance which can be decorated attractively with colorful designs 
and illustrations by means of J&L’s lithographic process. 

Coatings and lacquers are evenly applied—both inside and 
outside, J&L pails and drums are chemically treated to keep 
all surfaces clean and dry 

Depend on J&L Steel Containers for the protection your 
products require. 

Order them through plants in leading industrial centers 
You will find J&L service prompt and efficient. 


Sones ¢ Laughlin 


STEEL CORPORATION 


405 LEXINGTON AVE. 


NEW YORK 17.N.Y,. 
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<- This new coupler snaps 
into place, seats and 
seals itself instantly 
without use of cams or 
levers. No chance of 


any le ik ive 


Coupler unfastens with 
outward pull on the 
arms. No spanner or 


wrene h required, 


LOCKS AND SEALS 
AUTOMATICALLY 


With this new design, the operator 
simply pushes the connector over the 
adapter. Two latches lock the unit 
together automatically—no threading 
or tightening necessary. 


When the unit is locked, a patented Write 


us before you have truck 


self-tightening seal makes a leaktight es 


connection at low or high pressure. the complete details on these re- 


Ihe mechanism is designed so that it markably advanced couplers and on 


automatically compensates for any our full line of truck tank fittings and 


‘ar I » gasket or metal parts. The 
wear in the gasket or metal parts. The petroleum handling equipment 
coupler is free to swivel before pres- 


sure is applied, preventing hose kinks. 


ui parts are mate of brow om PHL ADELPHIA VALVE COMPANY 


stainless steel to prevent rust or cor- 
3413 ARAMINGO AVENUE - PHILADELPHIA 34, P 


rosion. Couplers can be furnished in 
Pacific Coast Distributors: 


aluminum if required. Elbow style in 
1 Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, Calif 

IZ", Qn » e17ee* atraig c » « e ¢ 

2" and 3" pipe sizes; straight style Howord Supply Company, 5125 Sante Fe Avenue, Les Angeles 11, Collf 

in 2”, 2%", 3” and 4” pipe sizes. 

Adapters are available for all pipes 


and faucets. 
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REDUCES DELIVERY COST 


The 


FUELOILER.... 


1800 gallon—3 compartment—mounted S4CA Truck 


Remarkable performance in heavy traffic, in narrow alleys, 
and on oneway streets. 


Short and compact! 


@ Remote controls save an average Efficient delivery, 90 G.P.M. Pump, 2” Meter, 150’ of 1-1/4” 
of 3 hours por day. The pumping hose, Electric Reel, and Remote Controls. 

operation is controlled at the meter. i 

Pius the safety factor of the opera- 

tor being out of the flow of traffic 


in narrow streets and alleys. OUTHERN TANK &@ MFG., INC. 


‘ oe Contact us for further facts. 150) HAYNES AVENUE OWENSBORO, KENTUCKY 








yy, 





make deliveries to PLEASE 
or = } stop sending 
| | the checks 
without 


eg and orders. 
©1955 CBH.AS., Inc. 

turning truck Patents Pending Although we printed several thous- 
With this completely new ; ; and extra copies . . . enough, we | 
hose guide on your reel, you 17 | thought, to fill the expected heavy | 
can make deliveries to the || demand for this oil marketing refer 
right or left sides of your truck quickly and ; ence annual... 
easily without turning truck or scuffing : 


hose. Just set the guide arm for left, right “ A N N AY 

or straight positions and unreel the hose. We have no more 

Level rewinding is a one-hand operation, 

with the rewind motor controlled by a GUIDEMASTER od. i the 1955 

push-button switch on the handle. N COpies of ¢ IV 

Order this low cost time-saver for installa- av A NA y 

tion on your present hose reels or with er sigs 

new Hannay Hose Reels. H 0 $ £ R E E L $ 
AY & SON, tm 

GUIDED UNWINDING Plus Sec tetgge8 vont 

LEVEL REWINDING 


National 

Petroleum 

News FACTBOOK | 
Please send me complete details on the new Hannay Guidemaster issue. 


NAME - - 





| Next NPN Factbook 


ADDRESS —_ aoe a = will be published 


@tiize) (a0) B. HANNAY & SON, Te 935 Main St. in Mid-May 1956. | 


Westerte, NV. 2 RUNNERS oe NNR 
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A Recap on Costs 


... Shows that the dependability and efficiency of 
Westinghouse Air Compressors save money 


ro know, air’s important. For example, if the air 
supply failed on this recapping operation, it would 


cost the company $6.00 for material, the wages for nine 


men, $25.00 to clean each mold, and loss of production, 
for a total of $1000 

Air’s important to your operation, too — helps you 
bring in added revenue. So insist on a dependable sup 
ply. Insist on a Westinghouse Compressor. It has the 
extra stamina that won’t let you down when you need 
air most. And you pay less for the air you use, too, 
because of the extra efficiency and longer life designed 
into every Westinghouse unit 

Westinghouse Air Compressors are designed to save 
you money. For example, they have 15 features not 
found in any other compressor — features that are re 


ta 


* 


gt & 


PORTABLE AIR COMPRESSORS 


TRACTAIR 


sponsible for low-cost, dependable operation. Here 
they are 

Type M inlet filter, disc valves, enclosed crankcase 
anti-friction main bearings, pressure lubrication, low 
oil-level protection, enclosed starting unloader, adequate 
cooling fins, “Y” type construction, high velocity fly 
wheel fan, large size intercooler, thermal overload pro 
tection, greater weight, dual control, and, in addition 
a one-year warranty period protects you 


If you keep a close watch over costs in your station 
or garage, get a Westinghouse Air Compressor and save 
yourself some money. Sizes from 1!/, to 15-hp available 
for automatic start and stop, as well as continuou 
operation. Write for literature now 





Milwaukee |} 


rhe && 


| cd nd () | Sai vivo of Westinghouse Air Brake Co. 
| | A \\ 


STATIONARY All COMPRESSORS aie roots tuoimes 


DISTRIBUTORS IN ALL PRINCIPAL CITIES 
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Crown's new design has 
the nozzle in the center, 
and the bottoms have oa 
drawn recess which regis 
ters on the nozzle of the 
supporting can 


with Full-Stacking 
“F”"’ style cans 


Crown is first to create a full-stacking ‘’F’” style 
can. The bottom seams of the upper can rest 
securely on the top seams of the lower can, thus 
giving perfect stability to the stack. 


GET ALL THESE “PLUS” ADVANTAGES 


+ 50% IMPROVEMENT IN DISPLAY 
AT POINT OF SALE 


All of these cans stack rightside up with labels 
legible. No pyramiding, no inverting of alter 
nate rows necessary as in the past. 


+ SAVING ON STORING AND SHIPPING 


Cubic volume reduced because cans nest 
together perfectly. Conserves storage space. 
Permits higher weight minimum, lower freight 
rates. 


+ NEAT, ORGANIZED SHELF STACKING 


These new cans are so easy to organize on 
the shelf, so stable when they’‘re stacked, that 
mass displays of them always ‘look their best’’ 
to win sales. 


+ SIMPLIFIED HANDLING ON FILLING LINES 


Spout is uniformly “top and center.’ No in- 
dexing problem. 


QUART AND PINT SIZES NOW AVAILABLE 

AT NO INCREASE OVER STANDARD PRICES. 

ORDER NOW! CONTACT YOUR CROWN 
SALES REPRESENTATIVE! 











"BIG Enough to Serve You... SMALL Enough to Know You” 


CROWN CORK & SEAL COMPANY, INC. 
CAN DIVISION 


PHILADELPHIA * CHICAGO * ORLANDO © BARTOW © BIRMINGHAM © BALTIMORE © NEW YORK © BOSTON © ST. LOUIS * SAN FRANCISCO 
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SERVICE-ST ATION SURV EY 
Question: When on o trip, what ae = 7 assh 
e to stop @ 

















consider in deciding wher 
atc 


Business grows 


where DULUX 
goes ! 


It’s the bright, clean station that wins the 
traveling motorist’s vote of confidence! And 
statistics obtained by the Area Sampling 
Method, 


survey technique yet devised, prove it! The 


the most scientific and accurate 
station with an inviting appearance catches 
the traveler's eye 

That’s why 
looking station owners are using Du Pont 
DULUX Enamel to give their pumps and 
buildings solid eye appeal as well as depend- 
able protection through the years. They 
know that durable DULUX resists gas, oil 
and grease spillage 
knocks and bad weather... 
maintenance problems and costs. And spar- 
kling DULUX colors stay fresh for years 
gleam like new after every wipe-down 

With over 187,000 service stations operat 
ing throughout the country, 
show prospective customers that your sta- 
tion is a leader. Why not let Du Pont 
DULUX Enamel do it for you? 


pL ETRE 4 


REG. U.S. PAT. OFF 
BETTER THINGS FOR BETTER LIVING 


ENAMEL 


Chemically engineered to do the job better 


and wins the sale! 


more and more forward- 


. stands up to hard 
pays off in lower 


you have to 


R16.u. 5. par. OFF 
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THERE'S A DU PONT FINISH FOR EVERY SERVICE-STATION SURFACE! 
New Du Pont 
Masonry Block 
Paint Primer 


smooths rough surfaces 
efficiently and economically 


For a sales-winning fihish on service stations made of rough tex 
tured materials like unpainted concrete block, cement sand block, 
and cinder block. you can't beat new Du Pont Masonry Block 
Paint Primer! It gives a uniform, heavy base coat that actually 
fills voids and irregularities in porous surfaces, The result: top 
coats go on fast and easy look smoother to give your station 
the solid eye appeal that pulls customers in 


SEND FOR FREE DESCRIPTIVE LITERATURE. 


E. 1. du Pont de Nemours & Co. (Inc.), Finishes Division, Room 
7010, Dept. NP-55, Wilmington 98, Delaware 





SPEED WITH NO SACRIFICE OF POWER e GREATER VEHICLE UTILITY « LONGER TRUCK LIFE 


REDUCED MAINTENANCE 


QUICKER TRIPS 


TROUBLE-FREE 


HIGHER TRADE 


GREATER VEHIC 


MORE PAYLOA 


AND WEAR Ol 


QUICKER TRIPS 


EXTRA THOUSA 


GREATER VEHI¢ 


EATON 2-SPEED AXLES 


CUT COSTS FOR 


TRUCK OPERATORS 


REDUCED STRESS AND WEAR ON ENGINE AND TRUCK PARTS 


HOUSANDS OF 


ORE PAYLOAD 
ER OPERATION 
sHER TRADE-IN 
DUCED STRESS 
VER TRUCK LIFE 
=<RATING COST 
QUICKER TRIPS 


MAINTENANCE 


SAFER OPERATION e¢ LESS TIME IN THE SHOP ¢ HIGHER TRADE-IN VALUE « MORE PAYLOAD 


QUICKER 


REDUF 


2 OPERAT|N = 


XTRA THOUSANDS OF TROUBLE-FREE MILES 


TRUCK PARTS 


SPEEED We \Y (ie, riBe\ oO) |) Pewee: 


The experience of thousands of truck operators 
in practically every industry shows that trucks 
equipped with Eaton 2-Speeds haul more, quicker, 
at lower cost per mile; spend more hours on the 
job, less time in the shop; last longer, and are 
worth more on the trade-in. Performance records 
prove that with reduced operating and mainte- 


More than Two Million 


nance costs, Eaton 2-Speeds pay for themselves Eaton Axles in Trucks Today! 


over and over. Ask your truck dealer 
for complete information. 


AXLE DIVISION 
E At CRI MANUFACTURING COMPANY 
CLEVELAND, OHIO 


i) PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets * Hydraulic Valve Lifters * Valve Seat Inserts + Jet 
Engine Parts * Rotor Pumps * Motor Truck Axles * Permanent Mold Gray Iron Castings * Heater-Defroster Units * Snap Rings 
Springtites * Spring Washers * Cold Drawn Steel *Stampings *Leaf and Coil Springs *Dynamatic Drives, Brakes, Dynamometers 
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NEW BUTLER 
Super City-an... 


on fuel oil deliveries, 
with 3500 gallons 
on a straight truck! 


This big-capacity truck tank cuts mileage by making several! 
industrial, commercial or apartment house deliveries in a 
single trip. Costly backtracking is minimized, to make your 
long routes more profitable. 

The 3500-gallon Super City-an is only slightly longer than 
many old-fashioned units carrying less than a third as much 
The short tank has a tapered platform for easy driving in 


Manufacturers of Oil Equipment ¢ Steel Buildings 
Farm Equipment ¢ Dry Cleaners Equipment 
Special Products 


Factories at Kansas City, Mo. * Galesburg, Ill. + Minneapolis, Minn 


Richmond, Calif. * Birmingham, Ala. + Houston, Texas 


September, 1955 * NATIONAL PETROLEUM NEWS 


narrow alleys and crowded industrial streets. 

Your drivers will save time with all of the conveniences 
that made the Butler City-an famous, such as rear controls 
Fast 100-gpm pumping and metering get your drivers on 
the way to the next stop in a hurry 

Your Butler salesman will show how a Super City-an will 
cut your delivery mileage. Call him, or send coupon now! 


BUTLER MANUFACTURING COMPANY 


7454 East 13th $t., Kansas City 26, Missouri 
954 Sixth Ave., $.E., Minneapolis 14, Minnesota 
913 Avenue W, Ensley, Bir gh 8, Alat 
Dept 54, Richmond, California 





matior hk . 
ation o w mu 








Loading Racks Industrial Services 


Rockwell All-Koyolving Rotocycle 


Bunkering Ships 


Rotocycle meter with body 
sectioned to show all-revolv- 
ing measuring unit. 


OUTLET 


Pipe Lines 


Follow 

the 
Rotocycle 
Through a 
“Flo-Ward” 


Cycle 9 < 


ROTOR POSITION I: Liquid entering the measuring 
chamber through the inlet port encounters vane 
No. (1) which seals off further liquid progress. The 
seal is by liquid capillary action. There are no 
metal-to-metal contacts between the vanes and 
the side wall of the measuring chamber. 
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Remote Registration Systems Tank Trucks 


NMieters TRAVEL IN THE BEST CIRCLES 


You get positive accounting of liquid values when 
you guard your lines with Rotocycle meters. You 
stop losses due to carelessness or intent. And you 
get accuracy that lasts--durability proven over 
many years on thousands of installations. 


Rockwell 


ROTOCYCLE 


The mechanical superiority of the Rotocycle 
meter results from an exclusive operating principle 
in which all working parts revolve on ball bearing 
mounts with the flowing stream. Measured volumes 
are segregated by capillary seals as detailed below. 
The revolving motion is similar to an electric motor 
and equally free. Bonus values to you are speedier 
meter deliveries, less friction and wear, and a 
longer, useful meter life. Write for catalogs. 


YOU CAN RELY ON ROCKWELL 


ROCKWELL MANUFACTURING COMPANY ° 


Atlanta 
Philadelphia 


PITTSBURGH 8, PA, 


Boston Charlotte Chicago Dallas Houston Los Angeles Midland, Texas N. Kansas City, Mo. New York 


Pittsburgh San Francisco Seattle Shreveport, La Tulsa Canadian Gas & Oil Products Sales: Peacock Brothers Limited 


I 
INLET 


ROTOR POSITION Il: Pressure under vane No. (1) 
forces the rotor to turn on its centershaft. Vane 
No. 2 has now reached position occupied by vane 
No. | where it forms a capillary seal with the wall 
Segregated between vanes (1) and (2) is a definite 
volume of liquid indicated in dark colos, 


' 
INLET 


ROTOR POSITION Ill: Vane (3) has reached 
the seal position. Between it and vane (2) is 
another measured 
segregated and measured volumes for each 


volume. There are two 


rotating cycle as indicated in dark color 
Capillary seals eliminate wear and friction. 


September, 1955 * NATIONAL PETROLEUM NEWS 


’ 
INLET 


ROTOR POSITION IV: Vane (4) has reached 
the seal position and another measured vol- 
segregated. The volume between 
vanes (1) and (2) is now discharging through 
These measured volumes are 
integrated on the register in terms of gallons 


ume is 


the outlet port 








EFOUIPMENT 


FIREFIGHTERS from the Wethersfield Volunteers try out the 
foam system at Tide Water's river terminal 


120 


FIRE TRUCKS, filled with volunteers in full regalia arrive 


Plant Opens Door 


NATIONAI 


HREE fire trucks roared into 

the Tide Water Associated river 
terminal at Wethersfield, Conn., one 
night a month ago, disgorging more 
than SO helmeted and rubber-coated 
firemen 

They weren't going to a fire. Tide 
Water was simply inviting the local 
volunteer firefighters in for a look 
around the plant 

The whole thing started when John 
F. McCue, Wethersfield fire chief, told 
Plant Manager John Gundry he was 
interested in bringing his men in for 
their monthly drill. Gundry told Wil 
liam Fletcher, division safety and fire 
protection engineer in New York, 
about it and the invitation was issued 

When the firemen arrived, they 
were met by Gundry, Fletcher and 
other zone and district officials. Roger 
Kahn, American-LaFrance engineer, 
was on hand to explain the plant's 
fixed foam system and a foam demon 
stration had been arranged. Also in 
attendance was George F. Kennedy, 
fire marshal for Hartford, only a mile 
away 

Fletcher explained the plant’s facil 
ities to the group. The men were taken 
on a complete tour of the plant. When 
the work was done, there were coffee 
and sandwiches for everyone. 

From the session, the Wethersfield 
volunteers got an object lesson in why 
a fire in an oil storage plant is a rare 
thing. Tide Water's benefits were two- 
fold: 

e Better protection in case a fire 
should break out. The local firemen 
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to Firemen 


now know where the plant’s fire pro 
tection equipment is and how to us« 
it. They also learned the locations of 
all the plant s key valves, so they can 
shut off the flow of product to any 
blaze that might occur 

e A first-class, grass-roots job of 
public relations. Co-operation begets 
co-operation 

This type of thing isn’t new to the 
lide Water organization 
pened in various plants in the com 


it has hap 


pany'’s operating districts 

Nor is it new to other major compa 
nies. Shell Oil Co., for instance, holds 
regular semi-annual fire schools at its 
main bulk plant in New Orleans for 
the Jefferson Parish fire department 
Also invited are the company s agent 
at Moisant Airport, his employees and 
Shell jobbers who have plants near 
the city 

The demonstrations show how to 
fight oil fires of various sizes with the 
different types of extinguishers. Plant 
Manager Lonnie Heffron has built 
concrete fire pits, eight feet square 
and four inches deep, in which mix 
tures of oil, gasoline and water are 
ignited 

Company head-offices usually take 
no Official position on the practice of 
inviting in fire departments, but it is 
common in the local and area organ 
izations of most majors. Oil men 
usually leave it up to the fire depart 
ment to make the first move, but onc: 
interest in a plant tour has been ex 
pressed, they follow up with the full 
treatment » 


TIDE WATER'S Bill Fletcher and John 
Gundry (second, third from left) greet 
volunteer company captains 





EXPLAINING the foam system is Roger 
Kahn, American-LaFrance engineer 





ATOP A TANK, Fletcher and Gundry ex- 
plain tank protection to firemen 
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to help others... 


to help yourself. 


AMERICAN 
CANCER SOCIETY 
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Now Ready to Help You 


Now—more than ever before—your customers’ engines require scientific 
spark plug service. High compressions, high horsepower, super-octane 
fuels and heavy traffic make clean, efficient spark plugs a must for 
satisfactory performance. 


THE ANSWER is the NEW CHAMPION SPARK PLUG SERVICE PANEL. 


Every employee becomes a spark plug expert when you install the new 
Service Panel: 


® Spark Plug Analysis clearly illustrates spark plug conditions usually 
found when plugs are removed. Enables you to determine normal and 
abnormal spark plug conditions, recommend proper replacement and 
sell other engine services where need is indicated. 


Service Procedure through step-by-step illustrations shows proper pro- 
cedure for removing, servicing and reinstalling spark plugs. 


Tool Mounting Panel prevents loss or mislaying of your spark plug tools 
and saves you time, thus making spark plug sales even more profitable. 


Every customer gets and appreciates the benefits of specialized analysis and 
service methods. His opinion of your service increases accordingly! 


Every Champion merchandiser will find that the New Service Panel defi- 
nitely will boost sales, service and customer goodwill! 


Contact your wholesaler now and get your New Champion Spark Plug 
Service Panel in operation. Get the jump on your competition for fall- 


changeover business with this practical and profitable merchandising tool! 


Sincerely, 


Pe 3? 
PRICED AT ONLY $6.95 
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Merchandise More Spark Plugs 


and Increase Service Profits! 
THE NEW CHAMPION SPARK PLUG SERVICE PANEL 


—easily attaches to any 500, 600 or 700 Series Champion Service Unit, 
floor or bench models. Also equipped with slots for wall mounting— 


SPARK PLUG ANALYSIS [ 
SERVICE PROCEDURE [.) 


TOOL MOUNTING PANEL [> ay 
7 a 7 = 


SPECIFICATIONS =; 


Sturdy 22-gauge construction. 
Illustrations lithographed on steel 
for durability. 


Height 27’, width 1914", depth 6”. 
Individually packed, wt. 12 Ibs. 
All shipments from Montclair, N. J. 


Tools shown on tool mounting 
panel are not furnished with unit. 


INCREASE SPARK PLUG SALES BY ESTABLISHING 
A SPARK PLUG SALES AND SERVICE CENTER 
WITH THIS MODERN CHAMPION SERVICE PANEL 
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Of course you want a fill tube that prevents 
overflow and vapor leakage— it’s too costly 
and dangerous to be without one. There are 
many fill tubes that will do, but— 


Only MSDonald gives you a fill tube 
with all these advantages 


FITS ALL STANDARD FILL OPENINGS No 
need to make new expensive installations, the 
McDonald Vapor-Tite Fill Tube fits snugly and 
easily into all standard type fill boxes 


SPECIAL DESIGN INCREASES FLOW VOLUME 
Don't let that elbow fool you special Mc- 
Donald design eliminates any restrictions 
actually increases the volume of flow. Hook 
one up and count those extra gallons per minute 
yourself make your Own comparison 


MeDONALD’S VAPOR-TITE FILL TUBE (Plate 236) INSTANT OVERFLOW CHECK Just crack the 
Leading oil companies now exclusively using the Mc lever handle slightly. If any liquid appears in 
Donald Vapor-Tite Fill Tube have proved its superior the fill pipe, snap the handle back in place — 
protection, convenience and flow volume. 2, 3 and 4 you won't spill a drop. 
inch sizes available 

LIGHTWEIGHT McDONALLOY CONSTRUCTION 


McDonalloy one of the strongest, most 
corrosion-resistant aluminum alloys known 
stands more abuse than brass with only % its 
¢ weight. A 2-inch fill tube weighs only 44 Ibs. 
A. \? MCDONALD MFG. CO. If you want a fill tube for practicability, 
economy, speed in delivery and safety, plate 236 


Dubuque, lowa is your answer. Contact your nearest oil equip- 


Oil Equipment Division ment dealer or write for information. 
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Hose Fights Abrasion 


A synthetic 
I hermoid’s fuel 
abrasion when it is dragged over con 
The 
cover, tan in color, also is designed not 
to mark concrete walks, driveways o1 
boat decks. It comes in 1, 14 and 1 
in. diameters, with 
pressures of 175 to 300 psi 
Co., Trenton, NJ 


Circle No. 2 


rubber cover protects 


new oil hose from 


crete, cut stone or rocky ground 


inside working 


Thermoid 


on Coupon, p. 127 


Remote Pump 


As many as eight island dispensers 
can be served with its new submerged 
turbine remote pump, says Gilbarco 
The pump, in the tank 
through a 4-in. flange, 1s designed to 
eliminate air from the product, making 


installed 


air separators in dispensers unneces- 
sary. Gilbarco says the %4-hp. pump 
can be manifolded easily if than 
one tank is used for a product. Gilbert 
& Barker Mfg. Co., West Springfield, 
Uass 
Circle 


more 


No. 3 on Coupon, p. 127 


Hose Coupling 


Universal has designed a new hose 


coupling for handling oil products un 
der pressure. A the 
swivel ring to the shank and permits 
easy replacement of the ring if threads 
The cast-in flange is in 


tie-wire secures 


are damaged 
tended to serve as a cushion on which 
the The coupling i 
stocked in two and three-inch sizes and 


hose-end rests. 


available on 
Co Elizabeth 


4 on C oupon 


are 
| alve 
No 


other sizes request 


NJ 
p. 127 


Universal 


Circle 
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Aluminum ‘T’ Lights 


Available in four or eight-foot unit 
lights tor 
used individu 


Steber’s new aluminum “I 


service stations may be 


ally 
of any length 


or mounted end-to-end for strip 
A new interlocking cen 
ter section forms a box girder for high 
strength. Steber claims a 60% iter 
light-emitting area than formerly avail 
lighting I he 
fixtures come completely with 
Manu 


Rad 
/ 


wre 
able in “I equipment 
wired 
Sieber 
Roosevelt 


slimline lamps installed 

Co ) 

Broadview, Ill 
Circle No 


facturing UU 


on Coupon p i. 
New Trailer Design 
Ihe 


latest 


new design of Columbian 


aluminum semitrailer permit 
complete jackknifing of the trailer, the 
company says. Two smaller front tank 


sections replace the conventional cut 
away, and the second section tapers to 
connect with the larger rear part of th 
this 
trength and 
minimum weight Columbiar 


Tank Co Kansas c ify Vo 
Circle No. 6 on Coupon, p 


trailer Columbian says ign 


provides maximum ifety 
with 


Steel 
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Truck Grille Guards 


Cantilever mounting plates are ft 
tured on Bustin new truck 
which mount flush with t 
This, says Bustin 
that interfere 
Main 


t th t 


wri 
vuard 
bumpel elimina 
ot 
the steering 
at the 


and at 


ust Drace may 


mechanism 
1S bottom end « 
ha 
The new mounting ts available 
GMC and ¢ t truck 
International Harvester model 


Steel Product Ine Dove NJ 
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Truck Tank Faucet 
Morrison Bro l 


ru tank 
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model 
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Rorec T 


YOUR CUSTOMERS 


vice even th 
hard-to-geteat fij. 


TOP QUALITY serial 


OIL FILTER CARTRIDGES “LG, 
that Guard Engine Life! FREE MANUAL 


strated instrue. 


WIX Engineered Filtration gives your customers top- A "9 filters on 
. your Jobber’, 


quality engine protection . . . and WIX makes your copy. * Your Freg 
sales easier with powerful national advertising, a com- 
plete Line of Oil Filter Cartridges for every car you 
service—plus a complete Program with Sales Aids and 


ke — , ch FREE with = 
Service Tools to boost your Cartridge and oil volume. “50 Of Cartridges,” 





Get started toward more Cartridge sales and bigger 


profits. Call your WIX Jobber today! 





OIL FILTERS # CARTRIDGES 


AUTOMOTIVE e INDUSTRIAL e RAILROAD 
WIX CORPORATION * GASTONIA * N.C. 
In Canada: Wix Accessories Corp. Ltd., Toronto 
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153 inches. I/nternational Harvester Small Truck Diesel motor and weighs eight pounds. Doug 
Co., Motor Truck Div., 180 N. Mich as Scott Development Corp 193] 


igan Ave. Chiceso I, ill. Cummins is aiming at trucks in the Wee W. 150th $0. Cleveland 11. Ohio 
19,500 to 26,000-lb. gross vehicle 

Circle No. 9 on Coupon, p. 127 weight class—only about 10% of Circle No. 14 on Coupon, p. 127 
which are diesel powered—with its 
newest diesel engine. The six-cylinder 
in-line develops 175 hp. Cummins 
says research and design work on the 
engine began in 1951 and_ several 
million miles of field tests were con 


ducted before it was put into produc 
tion. Cummins Engine Co., Inc., Co 
lumbus, Ind. 
Circle No. 13 on Coupon, p. 127 
ae 


/ 
f 
3,® 
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Armature Tester 


An armature “growler’” made by 
King has a meter and test prods fo! Autocharge has added a portable 
measuring automotive armature Output last-charger to its line of six battery 
and for checking shorts, grounds, high chargers. The model, which has a 
resistance or incorrect number of turns handle at the top for carrying, delivers 
King says it also will test brush holders, ' 110 amp. on six volts and 60 amp. on 
terminal posts and generator field 12 volts. li also can be used for slow 
windings for electrical losses. Growle! charging and as a “gang charger” for 
jaws fit both generator and _ starter E 16 to 20 batteries. The case is finished 
armatures. King Electric Equipment Sander-Polisher in red and white baked enamel. Auto 


Co., 9123 Inman, Cleveland, Ohio For stations that do polishing and charge, Dept. V, 10th & Missouri Sts 
Oklahoma City 17, Okla 


Fast Charger 


Circle No. 10 on Coupon, p. 127 light-repair work, Douglas Scott has 
a new sander-polisher designed to Circle No. 15 on Coupon, p. 127 
simulate hand motion magnified 200 


LP-Gas by Electronics times. When used as a polisher, says the 


Officine Botto, an Italian firm, has maker, the unit leaves no swirl marks Barge Delivery Hose 


developed a curb pump for dispensing and has cut polishing time in some A lightweight Thermoid hose for 
liquefied petroleum gas that uses an cases by one-third or one-half. The barge-to-shore delivery in river and 
electronic metering device. Flow is sander-polisher is powered by a “2-hp lake operations is built for positive or 
measured by “light pulses falling on a 
photocell” and actuating the meter. The 
company says the unit gives greater 
accuracy than gasoline pumps because On equipment or literature described in this issue: CIRCLE THE NUMBER 
below. Fill in the reply coupon, clip and mail to 


® Readers’ inf ti s i 
drag. Officine Botto Meccanica di Pre MANOSAL PePROEaUMe fesers 
cisione, Via F. Crispi 20, Rome Italy 330 W. 42nd St., New York 36, N.Y. 


| 
| 
| 
| 
| 
| 
Circle No. 11 on Coupon, p. 127 Your inquiry will be forwarded to the manufacturer. Void after Dec. 25, 1955 
| 
| 
} 


e FOR FURTHER INFORMATION 


there is no metering wheel to cause 





7 ” 9 10 1] 12 13 14 
Drum Handler 15 mnRnpaoaexnresze ze vo se 





Marvel is marketing a drum-han 
dling attachment for hand-propelled 
fork trucks and for portable stackers 
with removable forks or platforms 
Marvel says the 1,000 Ib.-capacity de- 
vice can be attached or removed in 60 Compeny 
seconds and will handle any drum re- 
gardless of height or diameter. Marvel Street Address 
Industries, Inc., Evanston, Il. 


RRC SS: SAARI emp meee 
A McGraw-Hill Publication 9/55 | 





Circle No. 12 on Coupon, p. 127 
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IOWA 








TRI-STATE EQUIPMENT COMPANY 
COMPLETE SALES & SERVICE ON QUALITY 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
BATISFACTORY INSTALLATION 
$923 €. (4th St., Des Moines, lowa, Phone 62-197 
Member National Oil Equipment Jobber Association 





INDIANA 











Everything in Bulk Plant 
and 
Service Station Equipment 


INDIANA OIL EQUIPMENT CO. 


417 Madison Ave 
Indianapolis 4, Indiana 











MISSOURI 





COMPLETE SALES & SERVICE ON QUALITY 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 
519 Southwest Bivd KANSAS CITY #8 MO 
Phone HA.2345 
Member National Oil Equipment Jobber Association 





NEW JERSEY 


EQUIPMENT 
for the 
OIL INDUSTRY 


* 
Rebuilt 
PUMPS—METERS—REGISTERS 
> 
PARTS FOR MOST PUMPS 
. 
TEN HOEVE BROTHERS 
359 McLean Bivd., Paterson, 3, N. J. 





NEW YORK 





EDWARD JOY COMPANY 


Syracuse, N. Y 


STOCKS FOR IMMEDIATE DELIVERY 
National Hose, Buckeye Valves, Hannay Hose 
Reels, Pipe G& Fittings, Brunner Air Com 
pressor, Granberg Meters G Pumps, Phil 
ips Lights, Adamson Oil Storage Tanks, 
ECO Tireflators, Ever-Tite Couplers, 
Rectorseal Pipe Dope, Tokheim G Bennett 
Farm Pumps 


VERN CLAPP 


(big-shot Of) 
GASOLINE & OIL EQUIPMENT DIVISION 


005 Canal St., 





| 
| 
| 
| 
| 
| 
| 
| 





(Member of National Association) 
(Oil Equipment Jobbers) 











RENICK & MAHONEY, INC. 


380 Second Avenue 

_ NEW YORK 10, N. ¥ 
Service Station Equipment 
Bulk Plant—Truck Tank and 


Member of National Association 
Of Oil Equipment Jobbers 
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The 
sizes ranging 
Tube 
to resist attack 

Weight per foot 
from 4.5 lb. for the three-in 
17.6 lb. for the 10-in. The 
NJ 


16 on Coupon, p. 127 


negative pressures up to 100 psi 
in five bore 


from three to 10 


rose Ons 
inches and 
over are Of neoprene 
ry oil products 
ranges 
hose to 
Trenton 


Circle No 


motd Co 


LP-Gas Regulators 


Bastian-Blessing has de 
line of 


signed a new 


combination regulators and 
#utomatic throwover manifolds for use 
with bottled liquefied petroleum gas 
The company units 


will maintain constant second-stage de 


systems. says its 
livery pressure to appliances over the 
entire Capacity range from pilot light 
to 568,000 Btu per hi 
switches from service to reserve cylin 
der without 


The throwover 


attention from the con 
Bastian-Blessine Co., 4201 W 
Chicavo 30, Ill 


Circle No 17 on 


sumel 


laterson Ave 


Coupon p ]27 


Tank Truck Valve 


Betts is 
truck valve 


marketing a new oil tank 


[he valve body is of fabri 
cated steel, with stem 


Stainless steel 


and brass disc and trim. The seat is of 
The unit weighs 
with 
increased %4 in. for 


omposition material 
Ib. in the 
diameter 


inside 
better 


S-1N. Size, 


NATIONAI 


OHIO 





EQUIPMENT SALES CO. 
164 £. Exchange St., Akron 4, Ohio 
Phone—Jefterson 5-8215 
Factory Representative for 
Westinghouse, 0.P.W., Lincoln 
Neptune, Huffman, Goodrich. 

Air, Oil, Hydraulic and Gas 
Hose and Coupling Service. 
SALES—PARTS ENGINEERING SERVICE 











PENNSYLVANIA 





RUTLEDGE EQUIPMENT CO. 


334 Blvd. of Allies Pittsburgh 22, Pa 
Rutledge Service Station Flood Lights 
GGB Equipment—Buckeye Volves G 
Fittings 
Granco Pumps G Meters—Air 
Compressors 








E. O. HABHEGGER CO. 
24th & Fairmount Aves. 
PHILADELPHIA, 30 
Engineering & Equipment 
BULK TERMINALS TRUCKS 


SERVICE STATIONS 
MEMBER NAOEJ 











TENNESSEE 


THERE'S A Gasl y PUMP 


FOR EVERY SIZE CONSUMER ACCOUNT 


CRUZEN OIL EQUIPMENT CO., INC. 


| 309-315 Jefferson Ave., Memphis 3, Tenn 





WEST VIRGINIA 





SMITH METERS 


H. H. TRUITT 


1403 8th Ave 
Huntington 1, W. Va 


Westinghouse Air Compressors 
Service Station or Bulk Plant Equip 





WISCONSIN 








JABAS EQUIPMENT COMPANY 


Quality Equipment Lines 
Wayne-OPW-Granberg-Gates 
Grayco-Brown 
Complete Sales Service 
1036 Velp Ave Green Bay, Wisc 











Oil Marketing 
Equipment Jobbers 


This Is Your Market Place! 


Write today for Advertising 
Space Rates. 


NATIONAL PETROLEUM NEWS 
330 West 42nd Street 
New York 36, N. Y. 
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flow. Betts says the steel construction 
“contributes to greater safety” in case 
of accident or fire. Betts Machine Co 
Warren Pa. 


Circle No. 18 on Coupon, p. 127 


Sealing Compound 


Jet-Lube says its new sealing com- 
pound, designed to lubricate and form 
a tight pressure seal on pipe threads, 
flanges and pressure gaskets in an oil 
plant, is insoluble in oil products. The 
substance can be thickened with wate 
for putty-knife application or thinned 
with solvent for brush or spray. The 
company says the seal will not rupture 
under vibration, impact or surge. Jet 
Lube Inc., 3093 N. California St., 
Burbank, Calif 


Circle No. 19 on Coupon, p. 127 


Lubricated Plug Valve 


Homestead has a new lubricated 
plug valve designed for oil systems op 
erating under pressures up to 200 psi 
The valve has a closely fitted plug and 
body to prevent seepage of lubricant 
into line fluids. It is available in 
straight-way, three-way, four-way and 
multiple-port types, and is cast in a 
variety of metals and alloys. Home 
stead Valve Manufacturing Co., 
opolis, Pa 


Cora 
Circle No. 20 on Coupon, p. 127 


LITERATURE 
LPG Tank Car ‘Code’ 


Anchor Petroleum has published an 
instruction booklet for loading and 
unloading liquefied petroleum gas 
tank cars. The illustrated booklet 
covers all basic steps and safety pre- 
cautions. A section is devoted to oper- 
ation and maintenance of 
valves. Anchor Petroleum Co 
Okla 


control 
Tulsa. 


Circle No. 21 on Coupon, p. 127 


Oil Can Line 


George D. Ellis offers a folder illus- 
trating and listing its line of cans 
for oil and specialty products. In 
addition to standard sizes, the folder 
says, the company has more than 75 
base sizes, on which any type of con- 
tainer can be built. George D. Ellis & 
Sons, Inc., American & Luzerne Sts 
Philadelphia 40, Pa 


Circle No. 22 on € oupon, p. 127 


Tractor Lube Guide 


Chek-Chart has published the 1955 
edition of its guide to farm tractor lu- 
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PETROLEUM 


Increase 


TBA 


KOOL 


IBA sales jump when your customers 
“SIT ON A BREEZE” 
on KOOL KOOSHION .. . the best 


made and fastest selling auto cushion 
in the world! 


KOOL KOOSHION is cooler, cleaner, 
softer and more comfortable than or- 
dinary auto cushions. Constructed 
with sturdy galvanized wire, strong 
Vinyl plastic covering makes it dur- 
able—-will not lose shape. So perfectly 
ventilated you can see through it! 


KING SIZED CUSHION 





Our 35th Anniversary Special ... a 
big 224 inch seat! 
For information, and folders write 


direct or contact our representative 
in your area, 


— 


c 
~ 4d -——. , 


Combines graceful styling finest 
engineering... 
tough, one-piece body 
will not sag... weather sealed 
fully gasketed 


natural light without harshness. 


extra rigid, extra solid, super 


. produces more glare-free 


Warm Weather 
Sales with 


KOOSHION 


Since 1920 


KOOL KooeHion 


a 


dele) Me dele}) ile), | 


MANUFACTURING COMPANY 
OKLAHOMA CITY, OKLAHOMA 


STATIONMASTER 


18° Wide Angle Horizontal ''T"’ Light 


A New 
Design 


built like a bridge 


in Station 
Lights! 


has fully adjustable sliding pole fitters 


Send for Catalog 


COMPCO corPorRATION 


2251 W. St. Paul Ave. 
Chicago 47, Illinois 


NEWS 








—j new equipment 


brication. Scale drawings and copy are 
used to show the location of each lubri 
cation point and to set down instruc 
tions in when and how. The guide 
includes 79 chart pages and six pages 
instructions. Chek-Chart 
Congress Pkwy, Chicago 


of service 

( orp, 13 J 

7; a 
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Aluminum Profits 


lruckers can figure the money to be 
made by using aluminum equipment 


You'll 
find 


with Alcoa’s new “weight-rate-profit” 
chart. The chart was set up from actual 
operating records of truckers using 
aluminum tank units. By considering 
the weight saved by using aluminum, 
plus average charge for cargo carried 
and the number of trips per year, the 
truck operator can compute his yearly 
extra profits. The chart lists the volume 
weight ratio of gasoline and other prod- 
ucts to aid in the computation. Alu- 
minum Co, of America, 767 Alcoa 
Bldg., Pittsburgh 19, Pa. 


Circle No. 24 on Coupon, p. 127 


@ You get both product appeal 
and product protection when you 


use any one of the many G.P.&F. 


steel containers. We can give 


them a “custom made” look by 


lithographing them with your 


own trade-mark or advertising 


colors. 


Shown above: the 5-galion dome top 
utility con. A wonderful sales stimulator 
because the customer can use the empty 
container in many woys... in the home, 
in the garage, on the farm. Also avail- 
able in 40 Ib. flvid grease size 


GEUDER, PAESCHKE & 


eee ee ee ee ee ee eo 


carloads, 


message—or in attractive solid 


Available in straight 


mixed carloads or 


smaller quantities. 


FREY CO. 


MILWAUKEE 3 ee aren. em, | 


NATIONAL 


Tire Repair Catalog 
Myers has mailed the largest catalog 
in its 25-year history to tire dealers in 
the U.S., Canada and other foreign 
countries, The 76-page book illustrates 
and describes every piece of equipment 
the company supplies for repair, serv- 
ice and retreading of conventional and 
tubeless tires. Myers Tire Supply Co., 
816 E. Market St., Akron 5, Ohio. 
Circle No. 25 on Coupon, p. 127 


Hose Information 


B. F. Goodrich has published a data 
sheet on tank, fuel oil and liquefied 
petroleum gas hose. The sheet describes 
and illustrates and gives specifications 
and recommended uses for BFG hose 
products. B. F. Goodrich Co. Industrial 
Products Div., Akron, Ohio. 


Circle No. 26 on Coupon, p. 127 


Wheel Balancers 


Hunter describes its wheel balancers 
for passenger cars, light trucks, trans- 
port trucks and buses in a four-page 
brochure. Illustrations and specifica- 
tions are provided on each model. 
Hunter Engineering Co., Hunter Ave. 
at Ladue Rd., St. Louis 24, Mo. 


Circle No. 27 on Coupon, p. 127 


Truck Fire Safety 


Now available in pamphlet form 
from NFPA is revised Standard 512, 
on truck fire protection. The revised 
version was adopted at the annual 
meeting in May at Cincinnati. In ad- 
dition to being issued in pamphlet 
form, it will be included in the 1955 
edition of the National Fire Code, due 
out this month. National Fire Protec- 
tion Assn., 60 Batterymarch St., Bos- 
ton 10, Mass 


Circle No. 28 on Coupon, p. 127 
MANUFACTURERS 


Rockwell Manufacturing Co. has 
broken ground for a new 104,000-sq. 
ft. parts plant at Russellville, Ky., on 
which it will spend more than $1 mil- 
lion. Set for completion early next 
year, the plant will make parts for 
Rockwell oil meters and valves and for 
other company products. 

. 

Shields-Harper and Co., one of the 
nation’s largest service station equip 
ment distributors, has moved its south- 
ern California office into a new 25,000- 
sq.-ft. building in Los Angeles. The 
office will serve California from Bakers- 
field south to Mexico 
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Directors have approved the merger 
of Byron Jackson Co., maker of pumps 
and other oil equipment, with Borg- 
Warner Corp., automotive equipment 
manufacturer. 

+ 


has taken ove! 
pump sales. North has worked in the 
Marlow sales department two 
and Zwart has served with Worthing- 
ton Corp. and California-Texas Oil 


Co 


supervision of oil 


years 


rex., office. Adams’ operating territory 
has not been announced 


7 

John W. Billings has returned to 
Birmingham Tank Co, division of In 
Works Co., Birmingham, 


galls Iron 


R.N.G. Oil Equipment Co., Ltd., 1s ° Ala., as supervisor of sales. He left 
settled in its new office and warehouse Louis L. French, John C, Gould and Birtank in 1949 for the sales manager 
in Montreal after a big opening cele Norwick QO. Adams, Jr. have Butler Manufacturing Co.'s 
bration in July. The new building gives named to sales posts with Union Tank tank department 
R.N.G. three times the floor area it and Supply Co. of Houston, Tex + 
had previously. Among visitors at the French will manage the Williston, Robert B. Prugh was made sales de 
grand opening were John P. Austin, N.D., branch and Gould is sales and partment office manager and advertis 
Buckeye Iron & Brass Works, Dayton; 
John T. Krapp, Ever-Tite Coupling 
Co., Inc., New York; William Schaetz 
ly, Oil Equipment Co., Louisville, Ky., 
and Henry Dohrmann, Conservation 
Equipment Corp., Chicago. 

+ 

Porcelain Enamel Institute will ex 
pand its weathering test program of PE 
products, which began 15 years ago, 


John C. 


been ship of 


service representative for the Odessa, ing manager in a series of staff changes 


for the best in new Business Clothes... 


— 


\ 


GULE 


says Secretary Oliver. Test j 


sites selected so far are Washington, 

D.C.; Kure Beach, N.C.; Dallas, Tex.; 

ee ee Lion is first with the 
“Business Clothes Look” —a new 
concept in styling, wearability 


and comfort 


White Motor Co. has consolidated 
its eastern and North Atlantic regions 
and will use the North Atlantic head 
quarters at 547 W. 47th St., New York 
E. F. Hobbins, formerly eastern re- 
gional vice president, will be in charge 

2 

D. B. Gooch Associates of Birming 
ham, Ala., have been appointed to 
handle Vanton Pump & Equipment 
Corp. products in Mississippi, Ala- 
bama, Tennessee, Florida and Georgia 

7 

Sarco Co., Inc., temperature regu 
lator and heating specialties manufac- 
turer, has named two new distributors 

-J. B. Lammons Co., 1596 Madison 
Ave., Memphis, Tenn., and Rogert 
Porter, 224 N. Congress St., Jackson 
2, Miss. 


Business-conscious dealers demand 
business-styled uniforms that look 
neat, wear well, and wash easily 
rhat’s why Gulf chose Lion Orlon 
as one of its official uniforms for 
their dealers. 


Lion’s “business clothes look,” 
new, harmonizing colors and finest 
tailoring combine to make Lion 
business clothes real traflic-stoppers 
for Gulf dealers 


—— PERSONAL S——— 


Long-wearing Lion Orlon uni 
forms are tops in practicality. Bat 
tery acids and grease spots won't 
damage the fabric. Easily washable, 
they dry quickly and need little 
ironing. For the life and looks of 
their dealer’s uniforms Gulf 
goes Lion Orlon! MORE MAJOR 
OIL COMPANY SERVICE MEN 
WEAR LION THAN ANY 
OTHER BRAND 


q LION rorm inc 


Write — 44 WEBB STREET 


J. L. North H. C. Zwart 


John L. North and Herman C. 
Zwart have taken new posts with Mar 
low Pump Division of Bell & Gossett 
Co., Ridgewood, N. J. North will 


manage national accounts and Zwart *DuPont's Acrylic Fiber 
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The No. 


1 Anti-Freeze 


Selling Story for 1955 


No. 1 Product Story! 


This year, your dealers are getting more 
sales-clinching facts through advertis- 
ing in all leading trade publications 
about the many superior features of 
“Prestone” brand anti-freeze ...including 
the exclusive polar film inhibitor that 
really fights rust best 


No. 1 Sales-Profit Story! 


Another big reason dealers like to sell 
“Prestone” anti-freeze best! More car 
owners buy “Prestone” anti-freeze than 
any other two all-winter brands combined! 
No other anti-freeze can top ‘Prestone” 
brand for sales and profits! 


Year after year, “Prestone” anti-freeze 
pre-sells the public with the biggest ad- 
vertising campaign in the industry. And 
this year, ‘‘Prestone” anti-freeze advertis- 
ing tops them all again in newspapers, 
magazines, billboards, radio and TV spots 
— everywhere! 


PRESTONE ji — 


qn Wa ame, 


prt Nema. ww » 
econ por ath << RANE 


Sy 


a” ¥ 


5o{PRESTONE 


ANTI-FREEZE 


SET 
Youre SAFE 
SURE 


05 ag 
minim, fOK away 
WET © Wu wor 
“LOGGing ¢, to foam 
‘ mROsiog 


” Pe 


... Dut that’s not all! 


“Prestone” anti-freeze gives your dealers a com- 
plete program of free dealer helps. 
merchandisers, 


. including 
streamers, posters, 


charts, and other sales builders. 


protection 





Let us show you how 


“PRESTONE” 


BRAND 
can bring you biggest anti-freeze sales and profits! 


The terms “Prestone” and “Eveready” are registered trade-marks of Union Carbide and Carbon Corporation 
NATIONAL CARBON COMPANY :; A Division of Union Carbide and Carbon Corporation + 30 East 42nd Street, New York 17, N. Y. 
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at Buckeye Iron & Brass Works, Day- 
ton, Ohio. Douglas C. Badgley now 
handles contract sales and George 
Bardsley has been replaced as south- 
eastern representative at Atlanta, Ga., 
by Frank Grizzell. Bardsley moved to 
Dallas, Tex., to cover the southwest. 


Roy Lippincott 
has moved up to 
sales manager of 
Rotary Lift Co.'s 
Automotive Divi 
sion in Memphis, 
Tenn. Formerly 
assistant sales 
manager of 
Champion Pneu- 
matic Machinery 
Co. of Princeton, 

> ere Ill., Lippincott 
joined Rotary a year ago in the same 
position. He also has worked in the 
automotive industry 


Marquard J. Anderson, formerly 
assistant manager of pneumatic tool 
sales and later assistant general sales 
manager of the company, now is a vice 
president of Aro Equipment Corp., 
Bryan, Ohio, maker of lubrication and 
other oil equipment 


Joe E. Ketner, former sales vice 
president, now is vice president and 
general manager of Delta Tank Manu- 
facturing Co., Inc., Baton Rouge, La. 
Another new vice president is Max 
Fetty, advertising and sales promotion 
manager 

* 


Warren Ball, Muscatine, Iowa, is 
west central regional manager for 
Carver Pump Co 


™ 
George J. Hauser is a field represen- 
tative for Highway Trailer Co., Edger- 
ton, Wis 


L. O. Kohthaas 
will manage the 
newly created 
New Mexico dis 
trict for Bennett 
Pump Division of 
John Wood Co., 
with headquarters 
in Albuquerque. 
Kohlhaas headed 
his own oil equip- 
ment distributor- 
ship for nine 

years and has 27 years of sales and 


L. O. Koblhaas 


management experience in oil and 
equipment R 


—~ 
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Sen ERR RE AS ro 2 


HELP MAKE 
ROPERS 
DEPENDABLE 


yf MORO one 


eS ae 


Liquid enters Is carried between Is forced into the 


ts SFA: 


the pump the teeth discharge line 


Sf RE LONE IE EME EE 8 


SMOOTH AND QUIET FLOW... 
EQUAL EFFICIENCY IN EITHER DIRECTION 
HOW IT OPERATES — The unmeshing of the gears produces a 


vacuum, drawing the liquid into the tooth spaces. The liquid is 
carried between the teeth and case to the opposite side of the 


pump. The meshing of the gears forces the liquid into the dis- 


charge line. This is a positive displacement pump. The Roper 
principle is simple in design. It has only two moving parts — 
equal size pumping gears — operating in a case with proper 
amount of clearance to promote high efficiency and long life 


GEO. D. ROPER CORPORATION 479 Blackhawk Park Ave., Rockford, Ill. 


PR LD eT TE RE 
; Send for helpful handbook 

3 “HOW TO SOLVE PUMPING PROBLEMS” 
oat Bet cor SOR aS ge A ea enh ee URI 7 PP 





It was the year when two army lieutenants flew non-stop from New York to California 


. when Calvin Coolidge was sworn in as president by his father . . 


. when Robert 


Milliken received the Nobel Prize for Physics. 


We remember this as the year when Gulf 
spent 11 million dollars at its Port Arthur 
refinery making it the world’s largest. 

If your guess is 1923—you’re right. 

Since then Gulf has spent many more 
millions at Port Arthur which now has a 
rated capacity of 245,000 barrels of crude 
oil a day. Since 1923, the operating capac- 
ities of refineries in the nation’s entire oil 


industry has doubled—from 2 million to 8 
million barrels a day and in this same 
span of years, pipe lines, too, have almost 
doubled — from 64,760 miles to 113,410 
miles. 

We at Gulf intend to grow with Amer- 
ica’s oil industry in order to maintain the 
highest standards of production and dis- 
tribution in this “Petroleum Age.” 


GULF OIL CORPORATION ¢ GULF REFINING COMPANY «+ GENERAL OFFICES « PITTSBURGH, PA. 
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64,000,000 GALLONS OF GAS PER YEAR... that’s the volume of high-octane 
aviation grade gasoline handled by the Air Terminal Fuel Corporation at New York International 
Airport, the country’s largest commercial field. Marlow Self-Priming Centrifugal Pumps are 
preferred and used exclusively by Air Terminal Fuel Corporation for loading rack and tank truck 
service because trouble-free Marlows offer high capacities with low 


maintenance costs. 
1%, gee 


we, 


marlows do the job faster! 


Fuel oil marketers everywhere, majors and independents alike, are using more Marlow 
Self-Priming Pumps to speed operations and cut operating and maintenance costs. 
Marlows, designed specifically for petroleum service, can handle high-octane gasoline 
or home heating fuels with equal ease. For complete information on these high-perform- 
ing pumps, see your Marlow dealer or write for Bulletin PM-50. 

















Dealers go ahead... when they go Cooper 


A Cooper sign identifies some of America’s 
most successful independent tire dealers. For 
many, the lean years ended with the signing 
of a Cooper franchise. 


Here at last was freedom from supplier dom- 
ination and control, unfair competition, multi- 
ple dealer distribution. Sales and profits moved 
up. A new sense of security and independence 
came with the realization that a Cooper dealer 
is free to run his business as he chooses, 


‘You, too, will find Cooper the franchise of 
sutcess, Here are a few of the many reasons 
why dealers go ahead when they go Cooper... 


1. A complete and modern line of passenger and 
truck tires — backed by the skill and experience of one 
of America’s oldest independent tire manufacturers. 
Exclusive sales features make Cooper tires easier to 
sell in both tubeiess and conventional types. 

2. Protected dealer and distributor territories, no 
company-owned stores to undersell and take business 
from you. 


3. You deal with top management direct, get top 
Management counsel and action direct. 


4. Guaranteed Service — Cooper pays the bill if a 
Cooper passenger tire is accidentally ruined. Cooper 
dealers make their own prompt and liberal adjustments, 
hold customer good will, enjoy more repeat sales. 

5. Consistently higher profit margins when you 
sell Guaranteed Service instead of price. 

6. Conveniently located warehouses to give quick 
delivery. You do not need to tie up extra dollars in 
reserve stocks. 

7. Local and national advertising support to help 
sell your market, employee education to guarantee 
more “closed” sales. 

8. Planned identification service, colorful, eye- 
catching point-of-sale materials to give the proper 
sales atmosphere, sales programs that consistently 
“bring in the business.” 

9. Fair and friendly relations, no interference in 
your business, no ducking of issues when competitive 
trouble comes. 

10. A team spirit that has helped push Cooper 
dealer sales to a 45-year high. 

Write or phone today for full information 
about a Cooper franchise for your market. No 
obligation, of course. Learn first hand why 
dealers go ahead . . . when they go Cooper. 


Cooper Tire & Rubber Company 





Factories at Findlay, Ohio 


PASSENGER TIRES TRUCK TIRES 


Safety Cushion tubeless Cushion-Ride tubeless Safety-Grip Mile-Master Traction-Tread 
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Industry Eyes New Diesel 


BY HOLGER RIDDER 
NPN Automotive Editor 


GERMAN diesel engine of revolu 

tionary design is creating quite a 
ripple among automotive and oil indus- 
try engineers in this country. 

The engine will operate on high or 
low octane gasoline, jet engine fuel, 
high and low sulphur diesel fuels, SAE 
10 motor oil, purified crude oil, or on 
any mixture of these fuels. 

Engine knock, 
have plagued diesel engine design en- 
gineers, have been so effectiveiy re- 
duced that the power plant has been 
nicknamed the “Whisper Engine.” 

Exhaust smoke, another complaint 


noise and which 


against conventional diesels, is dras- 
tically reduced at all speeds and loads 
Lubricating oil contamination is less 
than with conventional diesels 
Called the MAN engine (the initials 
of the manufacturer, Maschinenfabrik 
Nurnberg, of 


Augsburg Nurnberg, 





NPN’‘s preview of the ‘56 car models 
begins on p. 34 





Germany), the new design has cap 
tured the interest of oil and auto en- 
vineers alike. Several U.S. truck and 
engine manufacturers have been test- 
ing the MAN engine here for months 

Here’s how the MAN engine is de- 
signed. It has a combustion chamber 
hollowed out in the piston head, form 
ing a litthe more than half a sphere. 
Ihe throat of the chamber has a recess 
through which the fuel jets spray on 
the wall of the chamber. During the 
suction stroke, a rotary motion of the 
air 18 induced in the cylinder in the 
same direction as the fuel jets. About 
95% of the incoming fuel thus is di 
rected to the wall of the combustion 
chamber, forming a thin, continuous 
film. The chamber is 
cooled by pumping oil up inside the 
piston from the crankcase 

So far the MAN engine seems to do 
everything J. S. Meurer of MAN said 
it would do when he disclosed details 
of the plant at the summer 
meeting of the Society of Automotive 
Engineers in Atlantic City. 

Some truck makers are known to be 
considering license rights to produce 
the MAN engine here. It also is known 
that MAN is not interested in an ex 
clusive arrangement, and may open the 


combustion 


power 


field to everyone 
Spokesman for one truck 
manufacturer, however, says that while 


engine 
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his company is impressed by the MAN 


engine’s performance and admits it 
was superior to their Own engine, re 
search ts going forward to an engine 
along similar lines but with variation 
of combustion chamber design 

The top engineer of another truck 
MAN engine 


opens new fields for diesel application 


manufacturer says the 


because it Overcomes so many of the 
disadvantages of conventional diesels 
But he says cost of producing the new 
design engine might be a deterring fac 
tor. He predicts its principal appeal 
will be its multi-fuel 
This, he explains, will be particularly 
important to military application 

Oil industry engineers studying the 


characteristic 


new development are hesitant to pre 
dict what widespread adoption of this 
new engine in the U.S. could mean to 
refiners and marketers. One fuels and 
lubes man says it undoubtedly will 
lessen the pressure to produce cleaner 
and higher cetane fuels 
Performance-wise, the MAN engine 
seems to run about equally well on any 
Though the 
envine will Operate On motor oil, it 


fuel or mixture of fuels 


makes smoke and performance drops. 


generations ago, by auto- 


S' VERAI 
\” mobile reckoning, an ancestor of 
today’s Multi-Luber automatic lubri 
cation system came into being 

Ihe system, called the Bijur Lubri 
cator, manufactured by what is now 
the Bijur Lubricating Corp. of Rochell 
Park, N.J., first appeared on the Pack- 
ard automobile in 1925 as standard 
equipment. By 1936 it had 


peared from the scene 


disap 


Here’s how the Bijur system worked 

It was a one-shot deal actuated by 
the driver. On some cars a plunger 
located near the footbrake was pushed 
On others there was a hand applicator 
on the dashboard. One push of the 
plunger sent a light oil through a main 
line and into feeder lines to the shackles 
and king pins only. The rest of the 
chassis had to be serviced by hand 

Ihe system was dropped for several 
reasons. Because all lubrication points 
were fed through one line, from which 
feeder lines branched off, a break in 
the main line or any one of the feeder 
lines meant all the lubricant would be 
lost. And if there was one loose bear 
ing, that point would receive all the 
lubricant at each application, the oil 
following the path of least resistance 
[his meant the most worn bearings 


PETROLEUM NEWS 


RUGGED! 


Attaches to airline, fits the hand. Dial the 
pressure, get it automatically — fast, easy 
one-hand operation. You can air a set of 
tires in seconds — even in the dark! 


New NELSON Equamatic 
TIRE INFLATOR 


@ RUGGED FORTRESS WALL — thick 

\ pressure-cast aluminum body pro- 
\tects parts — dropping, banging 
\won’'t hurt it! 


RUGGED REGULATOR SPRING 
extra-heavy gauge; stays accurate, 
dependable for years! No cartridges 
to buy, no returning to factory for 


calibration! 


END GAUGE TROUBLES NOW 
Modernize with NEI SON auto 


matic inflation for as little as $14 


Liberal trade-in allowance 


your jobber or send coupon » 


I Please send literature and prices 


1 NAME 


| 


tiem _ 


1 ADDRESS ___._. 


! a 


IVT dale 4 


PRODUCTS INCORPORATED 


440 PERALTA AVENUE 
SAN LEANDRO. CALIFORNIA 


14 





ALL THESE ADVANTAGES 


with 
VIKING 
All-Weather 
Twin 
Bulk Plant 
Pumps 


Pumps with carbon graphite bearings that require 


LUBRICATION 


Pumps equipped with mechanical seals assuring 


LEAKAGE 


Complete units that are of All-Weather construction 


PUMP HOUSE NEEDED 


Pumps that are fast self priming 


PRIMING NECESSARY 


Send for the complete Viking Oil Equipment 
Pump Catalog today. Section G-r 


KING PUMP COMPANY 


Cedar Falls, lowa, US A In Canada. it's "ROTO-KING" 


See our catalog in Sweets 


NATIONAI 








—T7} automotive 


would get all the lubricant while the 
others received none. 

Too, because such a light oil had to 
be used, there was a lot of drippage 
from the fittings and garage floors 
would get covered with oil in a short 
time. A minor drawback, of course, 
was the need for hand application, as 
compared with the ease of today’s 
Multi-luber. 

In a loose sense the Bijor could be 
described as a forerunner of the Multi- 
luber. Today’s system is far superior 
to the one of the late 20's. 

Bijur still makes a centralized sys- 
tem, used almost exclusively for in- 
dustrial applications. And there is a 
German company that makes a cen- 
tralized lubrication system operating 
on about the same principle as the Bi- 
jur. It is called the Bosch system and 
some of the Mercedes-Benz cars use 
them. The Bosch system does not have 
the multi-luber improvements of in- 
dividual lines to each fitting with indi- 
vidual metering for each line. 


F you're worried about the trend to 

lessen the need for automobile 
chassis lubrication and what an auto- 
motive gas turbine may do to lubricant 
demand, development of atomic power 
will add to those worries. 

A. Smaardyk, associate engineer, 
Argonne National Laboratory, Le- 
mont, Ill., told the American Society 
of Mechanical Engineers in Boston 
that oils and greases will not play an 
important part as lubricants in the 
water-cooled nuclear section of atomic 
power plants. He said organic lubri- 
cants react chemically under irradia- 
tion and quantities of lubricant 
depositing on the fuel elements im- 
pede heat transfer. Now research is 
under way to find bearing materials that 
will be compatible using the cooling 
water as the lubricant 


& 
c: ADILLAC now has a remote con- 
4 trol trunk lid that can be unlocked 
by the driver without leaving his seat 
by just pushing a button located in the 
glove compartment. This will facili- 
tate checking spare tire pressure. 


e 

VAILABILITY of automobile 

crash safety belts as optional 
equipment by Ford and Chrysler may 
introduce a new TBA item for service 
stations. The speculation springs from 
an announcement by Hickock Manu- 
facturing Co. that it is establishing a 
division to produce and distribute its 
own automobile seat safety belts. 
Hickock estimates there is a potential 
of $2 million annually from the sale 
of seat belts. L] 
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TRIPLE-DISHED HEADS are formed 
and flanged in one operation under 
1000 tons pressure on a Heil- 
designed, Heil-built hydraulic press 
to make them the strongest ever de- 
veloped for bulk liquid hauling. The 
precise uniformity of these stainless 
steel heads assures perfect alignment 
and cross section of the tank structure. 


offer : 


sé 


Only HEAL offer 
TRIPLE-DISH 
HEADS... precisely identical to 


assure unbelievably strong, straight, 
true tank structure 


@ Only on Heil tanks can you get the more practical Pee 
“extras’’, like Triple-Dished Heads, which assure you | Liiis ' 
the greatest profit return for every dollar invested. The . ¥ 
illustrations at the right show a few of the Heil tanks ‘sf — 
designed with Triple-Dished Heads for hauling a wide , 
range of products. y a wf 

Only on Heil tanks do you get so many “‘firsts’’ in 
improved design that have made Heil the standard of 
comparison in the liquid hauling industry .. . 


ep ea 


¢ ‘ - 
ATLA Te 


ALUMINUM TANKS, made of new high- 
strength special aluminum alloy and 
equipped with Triple-Dished Heads, give 
a 6% increase in pay load over compara- 
ble size lightweight steel tanks! 


STAINLESS STEEL TANKS, equipped with 
Triple-Dished Heads, ore in daily service 
from coast to coast hauling dozens of dif- 
e The first truly frameless ‘‘trailerized’’ aluminum ferent commodities, 
tank, made with a Heil-developed electric welding 
process that increases the strength of the aluminum 
alloy. 

e The first commercial application of the sloping 
bottom to assure perfect drainage and low center 
of gravity. 

e The first successful welding of stainless steel 
tanks for any product. 

e The first (and exclusive) use of Frigid-Lite* 
Plastic in a revolutionary new one-piece molding 
process. 


@ First in manufacturing a complete line of tanks 


for practically any liquid transport job... 


from 


standard petroleum tanks to rubber-lined tanks 
for hauling acids. 


These are just a few of the reasons why you're first 


with the finest . . 


with Heil. 


THE HEIL co. 


DEPT. 3795 


He 
Ch 


September 


1985 


” 
x 


NATIONAI 


. and first in profits . . 


PETROLEUM 


. when you haul 


Factories 
Milwaukee, Wis., Hillside, N. J., 
Lancaster, Pa 
= ow ee ew oe ee oe oe oe oe oe 


, 3037 W. MONTANA ST., MILWAUKEE 1, WISCONSIN 


NEWS 


SPECIAL TANKS, like this 2800 gollon 
model designed for hauling liquid sulphur, 
are also fitted with Triple-Dished Heads, 
For a rapid solution to any liquid hauling 
problem, call your nearby Heil distributor. 


ee 


ox = 
rity 


; 


we 


INSULATED ASPHALT TANKS heoul liquid 
asphalt at temperatures in excess of 350° 
Fahrenheit. These tanks are also used in 
transportation of formaldehyde, synthetic 
UC eu ee 
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oe 
+++ from FIRST to Ld a ee ee 
LAST drop! ® lower maintenance costs 


Granco gives unparalleled pumping service on light liquids or the 
most viscous materials. If it flows Granco can pump it! 


Put Granco’s patented “Universal Joint” into the 

heart of your operation. Its simple rotor eliminates metallic contact 
for pumping action...there are NO gears, blades, scoops, 
buckets, valves, springs, or cams to wear out. 


There is a GRANCO Pump for every requirement... 
@ Standard Models are Cast Iron with Bronze Fittings. 


@ Special Models are available constructed of Bronze with 
Stainless Steel Fittings — or — Cast Iron with Iron Fittings. 


@ Custom-Built pumps manufactured to fulfill your specifications. 


PETROLEUM PRODUCTS 
Gasoline 
Aviation Gasoline 
Jet Fuel 
Stove Oil 
Diese! Fuel 
Lube Ol 
Asphalt Model DDN 112” Pump de- Granco Pumps with V-Belt Granco Multiple Pump Units. 
Road Oils signed especially for the Reduction. 


Glycerine small truck operator. 
Anti Freeze 


Oil Emulsions 
Solvents 
Thinners 
lacquer 





INDUSTRIAL PRODUCTS 
Chemicals 
Paints 
Refrigerants 
Starch Solutions 
Liquid Sizings. 
Varnish 
Glues h 
Inks and Ink Oils Drive. 
Rubber Cement 
Acetone 
Pipeline Enamel 
Fire Pumps 


Models DD 112”, DEE 2”, and Granco Pumps with Gear-In- Granco Pumps with Stand- 
EE 2”. Heavy duty truck Head Reduction. Motor, Q ard Gear Drive Reduction in 
Oil Tight Housing, S Drive. 








AGRICULTURAL 
Aqua Ammonia 
Anhydrous Ammonia 
and all Liquid 
Fertilizers 
Model HF transport pump Model HH 3” pump witt 
FOOD PRODUCTS with 3” suction and 22” dis- both 3” flanged and 3” 
Liquid Suger charge connection. threaded connections. 
Molasses 
Tomatoes 


Chocolate 

lord 

Vegetable Oils Granco DEEQ — Gas En- 
— gine Drive and 72 hours 
Wines fuel supply. Alittle pump, | 
Tomoles that does a big job! Over ° 


Stearin Granco fast-flow Pump Suc- 150 Units in operation, as Oil Well booster pumps. Available 15-300 GPM 
tion Strainers. for all tough field service pumping applications. 








Write for FREE 


Engineering and METERS AND PU Mes 


Dota Manual on 
Pumps and Meters. 


6% GRANBERG CORPORATION 
1308 SIXTY-SEVENTH STREET * OAKLAND 8, CALIFORNIA 
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Aluminum 


Transport... 


ITSELF 


in 4 years or less—from 
extra payload alone! 


MILES CITY, MONT. 


This Butler aluminum semi carries a 10% bonus payload for Northern Tank Line 


You can park all your 3-year-old steel transports on the back lot and 
make more money hauling with the new Butler aluminum transports! 
Butler aluminum units can earn $2,000 to $3,500 more revenue annually 
than most efficient 3-year-old equipment on the road. And there is no 
question about the Butler aluminum transport’s ability to take punish 
ment. Many Butler aluminum semi-transports have passed the quarter 
million mile mark without a single major vessel repair. Butler aluminum 
truck trailers in service have trouble-free records of half a million miles 


Convert to Butler aluminum now. Extra payload alone can pay off the 
entire cost of the equipment —in conservatively four years— much less 
time in some states. Call your Butler representative now. He will 
FREE BOOKLET gladly show you the astonishing facts and figures! Meanwhile, mail 

coupon for free catalog. 
tells you the amazing results of Butler's 
successful pioneering in aluminum equip- 
ment. Mail coupon for your free copy. 
For prompt reply address office nearest you 


BUTLER MANUFACTURING COMPANY 
7454 East |3th Street, Kansas City 26, Missouri 

954 Sixth Avenue $.£.,M polis 14,M i 

913 Avenue W, Ensley, Birmingham 8, Alaboma 

Dept. 54, Richmond, California 


Have my Butler representative contact me 





Manufacturers of Oil Equipment 
Steel Buildings * Farm Equipment 
Dry Cl s Equip t © Special Products 


Send free catalog on Butler aluminum transports 


Name 





Address 


Factories at Kansas City, Mo. * Minneapolis, Minn. 
Galesburg, Ill. * Richmond, Calif 
Birmingham, Ala. * Houston, Tex 
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FACE LIFTING MODERNIZES 
RED SEAL METERS... 


still highly accurate after 


17 years in busy bulk plant 


Switching from round dial to Print-O-Meter registers lightens 
load on yard man, reduces chance of human error. Print-O- 
Meters are already on Cities Service trucks, so every man 


ones hen dielinies dade am Guna eo Seventeen years of hard work had so little effect on the accuracy 


of nine Red Seal meters at the Cities Service Mt. Vernon, N. Y., 
bulk plant it was decided to convert them to new Print-O-Meter 
registers . . . and keep them on the job! All had their original 
measuring chambers. Some had never been opened for repairs. 


This is just one more example of the savings you too can make 
with Red Seal’s sustained accuracy and low maintenance. No 
need to worry over unsuspected meter inaccuracy losses. A meter 
that changes so little in 17 years can be relied upon to hold 
steady as a rock between your regular tests. Red Seal’s calibra- 
tion adjustment itself is a positive, gear-locked device, and 
can’t “drift.” 


Red Seal meters are available for every tank truck and bulk 
plant application, including remote control systems, to 1,000 gpm. 
Ask your Red Seal representative or jobber for details. 


NEPTUNE METER COMPANY 


19 WEST SOTH STREET *© NEW YORK 20, N. Y. 








rAY-OT I 
WAU ULATIO 


(Qualify the circula- 
tion of the publications 
you advertise in the same 
way your salesmen qualify 
the men they'll call on — by 
their ability to buy. 
National Petroleum News’ all-paid circulation beats all others in that 
all-important qualification test for selling oil marketing equipment and TBA. 
NPN’s subscribers are the nation’s biggest buyers of oil marketing equip- 
ment and TBA: the oil marketing management men (in both major and 
independent companies) who build, maintain and operate all oil marketing 
facilities; buy trucks, pumps, tanks, compressors, lubrication equipment, 
service tools, cash registers, accounting machines and systems, lifts, hose, 
lighting, meters, any and all types of equipment used to build, maintain 
and operate bulk storage plants and service stations; own the pumps, 
storage tanks, compressors, etc., used by most gasoline retailers; direct the 
marketing of tires, batteries, accessories and other consumer items sold 


through oil marketing channels. 





MANAGEMENT STORAGE 


at ional THE McGRAW-HILL MAGAZINE OF OIL MARKETING x = 


Established 1909 + Published monthly 


etrolern OD AWM) wir eeswscroie 


NPN Factbook published as o |3th issue in May 


ews 330 West 42nd Street, New York 36, N. Y. LOngacre 4-3000 rnwcsimars 
(s) 
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TRANSPORTATION MERCHANDISING 

















STAR 


¥ “a 


to help Sinclair Dealers 
Make More Money’ 


SINCLAIR RETAIL SELLING PLAN 
— to provide every Sinclair Dealer with the help of 
a highly trained specialist in successful operation. 


DEALER COUNCILS 
— to bring together successful Sinclair Dealers, and 
to use their experience for every dealer’s advantage. 


DEALER DEMONSTRATION STATIONS 
— here dealers are invited to observe successful 
management and merchandising methods under 
actual independent dealer operation. 


DEALER SURVEYS 
—to learn from Sinclair Dealers all over America their 
needs, their problems, and how best to solve them. 


DEALER CONFERENCES 
—a series of conferences brought direct to small 
groups of dealers in their localities. They are de- 
signed to stimulate exchange of ideas among dealers 
and to provide factual down-to-earth assistance in 
key areas of dealer operation. 


For detailed information, write Sinclair Refining 
Company, 600 Fifth Avenue, New York 20, N.Y. 


The Sinclair Franchise builds Successful Dealers because 
. . - Sinclair Does More to Help its Dealers Make More! 


“Leads the industry in dealer assistance” 
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Fast-rolling “MAGIC BARREL”’ 
now smaller, lighter 


As a public relations tool for indi 
vidual refiners and the petroleum 
industry, the “Magic Barrel” shows 
steadily increasing value 

In the first quarter of 1955, more 
Magi Barrel 
made as Werte 
race period of 1954 
In Mar h lone an audience ot 
66,789 witnessed the presentation 

Now to make it more convenient 
for spe ikers who make the presen 
smaller, lighter barrel is 


than twice as many 
presentations were 


in the same 


tation al 
available 

The number of she Ives has been 
cut from 16 to 9. This has been 
without sacrificing any prop 
interest. As a further 
convenience, the new barrel can be 
\ perform 
ance can be made with each halt 

Created originally by the Du Pont 
Petroleum Chemicals Division for 
Oil Progress Week 
arrangements tor 
presentations are now 
the OIL 


dom 


or audic nee 


divided into two units 


obs« rVances 
Magic Barrel 
handled by 











ASHLESS additive to 
help you curb oil burner 
ignition failures 


You can now use a single additive to 
do two Important jobs. 

As a stabilizer and dispersant 
Du Pont Fuel Oil Additive No. 2 does 
a highly efficient preventing 


sludge formations that cause filter foul 


job ol 


ing and nozzle plugging. 

In addition, it offers an important 
plus value by minimizing ignition fail 
ures. How? 

Being a nonmetallic ashless additive 
it does not leave a metallic ash deposit 
which can foul the operation of the 
electrical Thus it helps to 
eliminate many of the service calls that 
cost your distributors time and money 


system 


.and even loss of business through 
customer dissatisfaction. 

Added to freshly prepared stocks at 
the refinery, FOA-2 retards the for 
mation of insoluble during 
storage ... keeps oil free flowing and 
clean burning helps clean out 
sludge deposits that clog burner filters 
screens and nozzles 


residues 


ADVERTISEMENT—Prepared for the Petroleum Chemicals Division of E. |. du Pont de Nemours & Company (inc) 





One of a Series of Interest to the Petroleum Industry 








of a TEL eductor system 


By approac hing the probl m from dif 
ferent angles, Du Pont has been able 
to make iliiabole 
butions 





a number of contri 


One ot the seis 
New gage adaptation 


Failure of the 
eductor efficiency 


used in checking 
during TEL blend 


frequently costly to refiners in 


pie 


Wit IS 


lost time and wasted manpowe i 
well as in the actual cost of repair 
This gage failure ha 


when excessive pressure at 


often occurred 
hutdown 


re nce rin 


or startup strains the gage 
it inaccurate or inoperable 

lo correct this proble m, we are pro 
that resists 
indicator needle 


shaft. When 


viding a new type of gage 
pressure damage. It 


is controlled by a groovec 


1955 


Many Du Pont contributions 
to safer, more efficient, 
TEL handling 


Because the handling of tetraethyl lead is such a eritical job, deve loping 
ways to do it safely and efficiently is a constant challenge. One of the main 
purposes of the Du Pont Petroleum Chemicals Division's operations group 


is to help refiners in this important work 





THIS HYDRAULIC WORKING MODEL exactly simulates with mercury the operation 


makes an ideal tool for training blending plant personnel 


thi pre ure limit Maximum pre tire 
indicated reached, the 
needle and shatt When 
the iutomatye ill link 


4 ithout 


on dial face i 
disengage 

' Ire 
pr tire ail )) 
together iain damage to 
LCCuUrAcy 

Large 

make it ea 


tire accurate] 


ritimnct il or the Vivre fice 
for operator to re id pre 


close 
both 


vithin relative] 
tolerance over the full rane 
sitive and newative 


Model helps in teaching 
Anot hie I 


operation 


recent development of the 
model of 


vhich « im be used i 


group is a unique 
a blending plant 
a working, visual training aid. Vacuum 


operated it sirmulate tual blending 


plant operation By presenting the 





PETROLEUM CHEMICALS DIVISION 


CONTINUED 


ystern as two simple mechanical fun 
tions unloading and blending it 
makes an ideal tool for giving new 


TEL Services 


‘ mploye Cs a graphic understanding of 
TEL handling operation It can be 
1iS¢ df to ce monstrate satety proce dure 
and establish standard handling meth 


od And large 


identical instructions at a single sitting 


MrOoups Can rece lve 


Siphon problem ended 


Until about a year ago, siphon break 
caused hy leaks 


olten posed a seriou 


in the vacuum system 
PEL unloading 
problem for refines Phen a Du Pont 
engineer in the operations group can 
up ith the solution and a spec il 
pipe that acts as a siphon starter Wa 
made available to refiner 

Phe Du Pont-designed siphon start 
er is entirely confined within the weigh 
tanh And the starter itself is su 
rounded by a perforated outer shield 
| 


which eliminates any danger of « xplo 


sion from a stati charge, 





THIS DIAGRAM EXPLAINS the basic princi 
ples in the Du Pont siphon starter system. “A 
represents the standard standpipe. ‘'B" indi 
cates the perforated standpipe and shield 


C" is the siphon starter valve 


Metal-Flex hose 


Still another Du Pont contribution to 
PEL unloading efficiency was the de 
velopment ol the Metal hlex PEL un 
loading line. Because it is flexible, it 
does away with packing glands which 
sometimes result in leaks on other types 
of lines. The Metal l'lex hose requires 
only one rian to hook up and operate. 


Continued—middle of next column 
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Du Pont Metal Deactivator 
Now Approved for Use 
in Military Jet Fuels 


A military spec ification, MIL-F-5624C 
has been issued approving the use of 
metal deactivators in military aviation 
ict fuels. Du Pont Metal Deactivator 
DMD vith this specifica 
tion 

In this new use 


complie ) 


DMD protects 
against the harmful effects of active 
coppel and other metallic compounds 
vhich have a detrimental effect on jet 
fuel stability. It: 
tockpiling and overseas 


tise Is especially Wr 
portant for 
operations where thre storage periods 
and distribution lines are extra long. 

Another important advantage of us 
ing DMD is the greater blending flexi 
bility it provides. In this way, it in 
creases substantially the availability of 
blending stocks that can be used for 
military jet fuels 

The government spec ification per 
mits the use of a maximum of 2 pounds 
of active ingredient of metal deactiva 
tor pel 1.000 barrels of jet fuel. Meth 
ods of addition and other intormation 
on the use of DMD are included in the 
recently published Du Pont Metal De 
activator book. If you do not have a 
COpy ask any of our representatives o1 
regional offices to send you one, 


Your special problems 


Although we are not in the equipment 
design business, our operations group 
is always ready to help you with your 
individual TEL handling problems 
whatever they are. And the above im 
provements are a result of this service 
whi h also Ini ludes engimeerng help 
with blending plant design and con 
struction —all the way from site selec 
tion to pe rsonnel training. 


To help US... 


continue to develop improvements in 
PEL handling, please tell us your 
problems. Just address your request for 
service to any of our representatives 
or regional offices listed below. 





WEST COAST 
LAB MANAGER 


JAY BRENT MALIN 


A background as internal combustion 
engine specialist, work in rocket motor 
developme nt and engine reser h and 
development for The 
qualifies J. Brent Malin for his current 
assignment. He is manager of the Pe 
troleum Chemicals Division's Regional 
Laboratory at El Monte, California. 
Previous to this, he was a technical 
representative in the West Coast area. 

Mr. Malin joined the Du Pont Com- 
pany in 1951 as an automotive tech 
nologist. In that capacity he devoted 
much time to assisting oil companies 
in solving product use problems. With 
automobile manufacturers, he worked 
on engine developments related to fuel 
and lubricants. 

Malin came to Du Pont from North 
American Aviation. Prior to that time 
he had been with The Texas Company 
for ten years. 

He was graduated from the Uni 
versity of Utah with a B.S. degree in 
mechanical engineering. He is a mem 
ber of SAE and a Registered Protes 
sional Engineer, State of California. 


Pexas Company 


| 

| 

| | 

1] 

| | 
| | 
| 
| 
| 


| | Better Things for Better Living | | 
| ... through Chemistry | 
1 | 


Petroleum Chemicals 


1270 Ave. of the Americas Phone COlumbus 5-2342 


NEW YORK, N. Y 
E. 1. DU PONT DE NEMOURS & COMPANY (INC.) 


Wilmington 98, Delaware 


Regional \ CHICAGO, ILL.—8 So. Michigan Ave. Phone RAndolph 6-8630 
O , ee . TULSA, OKLA.—P. ©. Box 730 Phone LUther 5.5578 
fhices | HOUSTON, TEXAS—705 Bank of Commerce Bidg Phone CApitol 5-115! 
LOS ANGELES, CALIF.—612 So. Flower St. Phone MAdison 5-169! 

IN CANADA, Du Pont Company of Canada Limited—Petroleum Chemicals Division, 80 Richmond Street, West, Toronto |, Ontario 
OTHER COUNTRIES: Petroleum Chemicals Export—Nemours Bidg., 6539--Wilmington 98, Del 


Petroleum Chemicals Division . 


ADVERTISEMENT —Prepared for the Petroleum Chemicals Division of E du Pont de Nemours & Company (inc.) 
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New Deal in New Jersey 


Two policy changes are being made 
by the reorganized New Jersey Gaso 
line Retailers Assn.: 

e It’s going to put all effort to get 
national gasoline 
price-wars, dropping the idea of seek 
ing relief through state laws 

e It’s ending the 
policy of its former president, John 
Dressler. Dressler began that program 
hoping to make suppliers fair-trade 
their product to give dealers higher 
margins. Bottom-selling involved sales 
at cost plus 1.7¢ a gal. for rent 

Charles | presi 
dent, says the dealers’ economic “sal 
vation” is at the national level. H« 
admits it will be drawn-out 
fight.” Dealers, he says, are convinced 


legislation to end 


bottom-selling 


Rabig, Jr., new 


“long, 


national legislation is the only answer 
Ihey’ve seen too many proposed stat 
laws to end price wars fail to pass o1 
fail to come up for a vote 

“It’s all interstate business to begin 
with,” Rabig says, “and it should be 
dealt with at that level.” 

Station, Office Closed—As part of 
the bottom-selling plan, some associa 
tion members put up the 
operate a_ private-brand 
station in Linden. [hat station, which 
pumped as much 165,000 gal. a 
month is now closed. So is the associ 
ation office located in the same build 


funds to 
multi-pump 


ing. Offices are now in Rabig’s station 
at 515 N. Broad St., Elizabeth, but 
he’s looking around for other space 

Merger Off—The fact that New 
Jersey Gasoline Retailers Assn 
in business today is in itself a major 


is still 
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change of policy. After Dressler an- 
nounced his retirement (NPN, April 
+), p /1), there was talk that dealers 
in Dressler’s group would get together 
with Independent Dealers 
Assn. of Southern New Jersey to form 
United Dealers of New 
Jersey. 
But the 
Rabig says too 


Gasoline 


Gasoline 


didn’t come off. 


members of 


mervel 
many 
Dressler’s unit thought the southern 
Jersey group was tied too closely with 
State Retailers 


whose operating methods 


Garden Gasoline 
Assn., Inc 
they didn’t like Ihe tederal govern 
ment has asked for dissolution of the 
Garden State outfit and has indicted 
Anthony Vitolo, on 
charges of attempting to fix gasoline 


its president, 


prices in a plan to boost dealer mar 


gins 6 ¢ 


Jobber Shifts Site 


Henoch Oil Co., 


ber, is now located at its new split 


privat brand job- 


level office building and bulk plant on 
Broad St., 
where it will have stor 


a four-acre tract at 515 


Clifton, N. J., 


age for 1 million gal. At its old loca- 
tion at 86 Grove Ave., Clifton, Henoch 
had about 700,000-gal. capacity. 
When all work is done, including 
that on a 40 x 125-It 
truck repall 
burner and gasoline pump service de 


combination 
warehouse, garage and 
partment, the move will represent an 
investment of close to $250,000 for 
land, buildings and equipment. 

Henry G. Ploch, founder, 
25 years ago selling motor oil in 5-gal. 
Today, Henoch Oil sells more 


began 


cans 
than 10 million gal. of gasoline, sol 
vents, diesel fuel, kerosine and heating 
100,000 gal. of lube 


oils and 100,000 Ib. of grease to about 


oil, more than 


>. 000 accounts, including many indus 
trices in the North 
volume 


Jersey area. The 


does not include product 
pulled by 10 re-sellers 

Henoch employs 25 persons, includ 
William, who ts 


Henry, who 1s 


ing Ploch’s two sons, 
plant manager, and 
office manager 

\ feature of the new site, says 
Ploch, is il 
idjoins three heavily traveled 
46, and 


hivertising potential The 
property 
roads, a county road, U.S. Rt 


ready to choose an ail come ressore 
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Sharpen your pencil—sit down and com- 


pare air compressors feature by feature 
CHAMPION 


Domed Pistons and Cylinders 
Wear-resisting One Unit Plate Valves 
Unrestricted Straight Line Air Flow 
Thin, Deep Cooling Fins 
stomotive-type Conner 
rop Forged Crankshaft 
er Main Bearings 
ed Copper Inter-Coolers 
yecial After-Cooler & F 
Centrifugal Unioader—No 
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Simplified Maintenance 
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They're ft 
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Yes, you'll find—DOLLAR-FOR-DOLLAR 
you can tgo wrong when you 


CHOOSE A CHAMPION 


54 Models—Horizontal, Vertical, 
Portable—', to 10 H.P 


meet your needs exactly! 


stand ready to 





PNEUMATIC MACHINERY CO. 


846 Pleasant St 
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Garden State Parkway as well as two 
commuter railroads. To make use of 
this potential, an outdoor parking lot 
will be provided for part of Henoch’s 
15 trucks 


Turnpike Taxation 


The Pennsylvania Turnpike Com- 
mission says it collected $1.4 million 
in state gasoline taxes last year in the 
sale of 28.8 million gallons of motor 


fuel. Since the toll road opened in 1940 
to Jan. 1, 1955, the commission states, 
it has turned in more than $9 million 
in gasoline taxes to the state. 

It adds: “All of this reverts to the 
Commonwealth treasury . . . where it 
is earmarked for construction and 
maintenance of other highway facili- 
ties. .. . None of its is retained or re- 
turned for turnpike use, since all Turn- 
pike maintenance, operations, etc. must 


be paid from the road’s own revenues.” 








“| think Ed’s serving every farm in the county since he 
became a Skelly Tankman!”’ 











By Marvin Reid 


Holland’s Boys Are Happy 


You hear a lot of talk these days 
about the possibility of unionization 
of jobber employees. Maybe the union 
organizers will find jobber labor recep- 
tive to their ideas in some cases. 

But there’s a group of young fel- 
lows working for a Ft. Worth, Tex., 
jobber who will probably show any 
labor organizer the gate just about as 
fast as you can say “unfair manage- 
ment.” 

If they don’t, you'll just have to 
give the organizer credit for being one 
more good salesman. 

Barney Holland, Jr., is the jobber 
these fellows work for. You have 
probably read about his operations in 
NPN, about how he is rapidly becom- 
ing one of the most successful job- 
bers in Texas. 

Part of the reason for his success is 
his employees’ loyalty to him. And the 
reason they are so loyal is that they 
get more than a “fair shake” from 
Barney. 

Basically, what Holland does to a 
certain extent is share the profits his 
company and his employees earn, with 
the employees. 

He goes a step further quite often, 
too. For instance, if one of his men 
finds a piece of property for sale and 
it seems to be a sound investment, 
chances are Barney will see to it that 
the employee can get the money to 
buy it. 

This helping them to make invest- 
ments—Barney calls it, “keeping free 
enterprise alive’— keeps a _ happy 
bunch of guys around him. 

As for the sharing of profits, there 
is usually a lucrative bonus for each 
employee at Christmas each year, de- 
pending on how well the company 
has done during the year. 

And as his competitors will tell you, 
there is no doubt but what the Barney 
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Holland Oil Co. has done good busi- 
ness every year since 1953, when 
Barney became an Independent. 

In addition to the bonuses, he does 
such things as offering to share the 
profits from certain products, if the 
employees can push the sale of them 
over a certain goal. 

Or, he may make a deal whereby a 
salesman gets a certain per cent of 
the total profits derived from the sale 
of certain products. 

All of this, in addition to top 
salaries, helps to explain why Holland 
Oil’s sales continue to shoot upward. 

Barney doesn’t restrict his efforts to 
helping others to his employees, either. 
There are quite a few service station 
men in business in Ft. Worth today 
who wouldn't be if Barney hadn't 
helped them get started. 

These dealers are now, for the most 
part, very successful. And, inciden- 
tally, most buy their products from 
the Barney Holland Oil Co. 

His business philosophy of helping 
others financially so they can help 
him to make more money keeps 
spreading, and as a result, Barney 
more and more is drawing top em 
ployees and station dealers into his 
organization, 





Richard R. Elwell 


Marketers Plan Line 


Independent gasoline distributors in 
Arizona are planning to build or lease 
their own pipeline terminal to take 
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product from the Southern Pacific 
pipeline now being constructed on the 
railroad right-of-way from El Paso and 
Los Angeles to Phoenix 

The state’s first 
tributor organization was incorporated 
last month as the Independent Gasoline 
Distributors of Arizona. C. | 
Sunset Oil Distributor is president of 
the new organization, which now has 
45 of the state’s 60 larger distributors 
as members. He said nearly all the 
bigger distributors will be signed up 


independent dis 


Foster, 


soon, and eventually the membership 
could reach 100 

Foster reports that the organization 
is planning to build or lease terminal 
facilities at the Tucson and Phoenix 
takeoff points on the product pipeline 
‘Right now it looks like we will be able 
to build,” he says. He thinks members 
will save about 0.5¢ a gal. (based on 
| mullion-gal. lots) through use of 
their own facilities 

He reports that the organization 1s 
planning to enter other industry i«c- 


More... more ... more 
motorists are buying 
more and more and more 


things besides 
gasoline at 
the Skelly sign 


because Skelly is the “Big Ticket” franchise 
a franchise that makes it easier to get more of those profitable 


multiple item and premium sales 


planned that way 


business for Skelly dealers and tankmen: (1) 


Skelly’s vigorous promotion is 


aimed directly at getting “big ticket” 


A guarantee of 


10% more mileage or 10 gallons free when customer switches 


for 30 days to premium gasoline and premium motor oil; 


(2) 1000-mile guaranteed Greasemaster Lubrication that helps 


get more cars up on the rack; (: 


) The best TBA setup in the 


business. Let us prove that the Skelly franchise is the 


“big ticket” franchise for you, too. Write, wire or phone today! 


SKRELLY OL 


P.O. Box 436, Kansas City, Mo 


Division Offices: Kansas City + St. Paul 


Cedor Rapids + Chicago «+ Tulsa 


NEWS 


Wichita « 


COMPANY 


Omaha 


Denver + Dallas 





“Nitric Acid leaking— 
we need help fast.’’ 


A General American District Manager got this message. One 
of his customers was in trouble. A 50,000-gallon tank of con- 
centrated nitric acid had sprung a leak. The acid would be lost 
... property would be damaged . . . lives might be endangered. 
Fast action was imperative! 

Nitric acid? That called for stainless steel tank cars. Where 
were the nearest ones? Find them... explain the situation. 
Call the railroad. Have a special train made up. Pick up the 
cars and highball to the trouble spot. Above all, hurry. 

Within hours, the GATX stainless steel cars were at the 
plant, the acid was transferred to the cars and the storage 
tank repaired with a minimum of loss. 

Unusual? Of course... but unusual service is one of the 
many benefits offered to lessees of GATX tank cars. There are 
over 48,000 cars in the GATX fleet... over 200 different 
types ...available for your use without capital investment. 
To keep this fleet rolling, General American maintains a 
nation-wide network of district offices and shops that provide 
service on a 24-hour basis. That’s why, when it comes to 
dependability, it pays to plan with General American. 
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GENERAL AMERICAN TRANSPORTATION CORPORATION 


135 South La Salle Street + Chicago 90, Illinois 
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tivities such as establishing marketing 
standards and advising on legislation. 

Other officers of the Arizona mar- 
keter are: Don Hepler, Southern Oil 
Co., vice president; Wilmot Trew, 
Phoenix attorney, secretary-treasure! 
and legal advisor; Ferrill Dana, Serv- 
ice Oil Co., director; Les Jensen, 
Sahuara Petroleum Co., director; and 
Cy Nicholson, Central Arizona Pe 
troleum Co., director. 


Tradition Fades 

Flying A dealers have been informed 
by Tide Water Associated Oil Co. that 
the company will not sponsor basket- 
ball broadcasts or telecasts in the com- 
ing season. The company will, how- 
ever, continue its extensive college 
football broadcasts in seven western 
states, and may sponsor occasional 
football telecasts. 

Tide Water has been broadcasting 
sports events for almost 30 years 
Under former president William | 
Humphrey, an ardent amateur sports 
enthusiast, sports broadcasting was the 
backbone of Tide Water’s advertising 
Announcement of the discontinuance 
of basketball broadcasting indicates 
the company may be reshuffling adver- 
tising dollars in the reorganization di- 
rected by President D. T. Staples. 

Company spokesmen say they have 
no intention of giving up sports broad 
casting entirely, and consider it a good 
marketing aid. Dealers tie in with the 
broadcasts by distributing complete 
college sports schedules and _ other 
sports information during the seasons 


Hot But Profitable 


What is probably the loneliest, hot 
test spot they could find turned out 
to be a successful station location for 
Charles B. Carr, his wife Florence and 
son Richard. In 1951 the three of them 
built a two-pump Tide Water station 
and garage 40 miles west of Blythe on 
Highway 60-70 in California’s Mojave 
Desert. During the last half of last 
year the station grossed $20,000, so the 
Carrs built an air-conditioned restau 
rant and gave their litthe community a 
name. They call it Hell. 

Latest project is a well now drilling 
on the property that will bring their 
water supply 28 miles nearer. 


Dealers Form Roadblock 


Retail oil marketers have sounded a 
note of defiance as Los Angeles smog 
control has moved to the service sta- 
tion level. The California Petroleum 
Marketers Council, (formerly the Cal- 
ifornia Petroleum Distributors Asso- 
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how to lick 
WINTER DAMAGE 


to your engines 








SIMPLE PLUG-IN TO 
ELECTRICAL CURRENT 








ONE WAT VALVE PREVENT 
FERENCE WITH CRCULA 
WHEN INGINE IS RUNNING 








By keeping engines warm at night, KIM Hotstart eliminates 

cold starts, the cause of most winter repair bills. Along 

with quick, easy starting, KIM Hotstart saves warm-up 

time, reduces fuel consumption, prolongs battery life, elim 
inates necessity of heated terminals 

KIM Hotstart is a light-weight 

electric pre-heater that is plugged into 

the electric circuit at night. It draws 

off cold water from the engine, heats 

it and circulates it through the engine 

Easily installed; four sizes to fit any 

gas or diesel engine. Sold and installed 

by leading automotive suppliers. Write 


pre-heater for lite rature 
--efor gas and KIM HOTSTART MFG. CO. 


diesel engines W. 917 Broadway, Spokane 1, Washington 
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ciation) has formed a committee to 
consult with the Los Angeles County 
Air Pollution Control District in de 
veloping vapor recovery devices for 
filling stations, While the committee 
has said it is willing to co-operate in 
developing a vapor recovery system for 
tank wagon deliveries to underground 
storage, it has served notice it will 
oppose attempts to catch the vapor 
lost when filling auto and truck tanks. 

In a statement of objectives the com- 
mittee states: “The committee 1s in 


formed of further ideas of some 
observers that vapor losses from pass- 
enger and truck gasoline tanks at the 
time of retail purchase might also be 
controlled. Theoretically this may be 
considered as still another category of 
air pollution deserving of regulation. 
However, the committee feels the cir- 
retail marketing are 
program here 


cumstances of 
such that a control 
would impose such aggravations upon 
the motoring and commercial public, 


such increased capitalization for the 


BUYING OR USING 


@ You'll never go wrong dealing with 


experience. 


@ Now when it comes to making 
color sound motion pictures for the 
Petroleum or TBA industries we're 
about as experienced as anybody 


around. 


@ We're proud of the dozens of films 
we've made about your business... 
We're proud of the effective jobs 


they've done. 


@ You may find that good color mo- 
tion pictures can be produced by 
experienced people for less money 


than you think. 


ii — 


THE CALVIN CO. 


1105 TRUMAN ROAD 
KANSAS CITY 6. MISSOURI — HA. 


1230 
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dealer, and such increased costs of 
operation, that, even if successfully 
blueprinted it would be unfeasible and 
economically impractical for both the 
industry and the community; it would 
be obvious, too, that this committee 
would be obliged from the outset to 
oppose the development of such aims.” 
Dan Lundberg, executive secretary 
of the CMPC, is acting chairman of 
the committee. He reports the com- 
mittee also has the support of the Serve 
Yourself and Multiple Pump Assn., of 
which he is also executive secretary. 
The Control District is presently 
working on an underground storage 
vapor recovery system, but has an- 
nounced no controlling 
vapors lost in filling auto tanks 


plans for 


By Frank Pitman 


Employee Problem Eased 


Petroleum Retailers Assn. of Colo- 
rado has established its own employ- 
ment service in a move to solve 
continuing labor problems for service 
station operators. 

Under the name of Petroleum Re- 
tailers Employment Service, the asso- 
ciation obtained a state license to 
operate an employment agency. Dur- 
ing the first month of operation in 
May, the service placed 60 men at 
work, Placements in June and July 
totaled more than 80 each month. 

Buzz Coffman, executive secretary 
of the retailers association and head 
of the employment service, says the 
system has achieved three main goals. 

1. It has helped service station oper- 
ators solve some of their employment 
problems. 

(Continued on p. 153) 
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No chatter! Nop 


Just easy fuel flow 


on every fill 























Model P-2032R FOR BULK DE- 
LIVERY —- Quick, positive clo- 
sure. Dual poppets. Balanced 
dash pot control. Three-speed 
hold open notches. Milvaloy or 
brass tube. 


Model P-2010 FOR BULK STA- 





MILVACO nozzle valves make 
hardworking fuel pumps last longer 


PARE the delicate mechanisms in modern gasv- 

line or fuel oil pumps from chattering and 
pounding and you automatically add years of 
service life. These features of the Model U-14-5R 
work for you on every drop pumped: (1) Non 
slip, positive seating assures accurate metering. 
(2) Precision machining eliminates side thrust on 
stem. (3) Reversible Permadisc* design eliminates 
disc distortion. (4) Non-chattering action at any 
flow rate. (5) Rugged, die cast body is built 
for hard usage. 


Hardworking fuel oil pumps last longer when 
you treat ’em right — treat ’em to Milvaco 
valves and you'll be money ahead! 


* Trademark 


Investigate the weight-saving advantages 
of Milvaloy 


@ This modern alloy is 1/3 @ Chemically resistant — 


TIONS——Large capacity. Heavy- 
duty type. Full capacity flow. 
Dual poppets and two stage 
fulcrum dual lever. For gasoline 
or fuel oil. 


the weight of bronze — 
a Milvaco exclusive. 


Logical metal for any 
products to be flown, 
lifted or moved — more 


lasts longer. Non- 
sparking. 


Meets exacting require- 
ments of oil industry. Pre- 
ferred for years by major 





Model 2760 FOR UNDERWING 
FUELING — Approved and used 
by major airlines. Ends over- 
wing fueling hazards. 100 mesh 
strainer removable for cleaning 
without detaching hose nozzle 
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Pa “a 


meerere” <1 tlle ally. ctl. alee 
THE MARK OF PERMANENT QUALITY 





A Good Turn For Motorists 
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Most people consider a car the second-biggest 


purchase they'll ever make. Anything that 
extends its life or improves performance nat- 
urally contributes to your pocketbook as well 
as your motoring pleasure. Since our new 


“Detergent-Action’’ Gasolines do both, they're 


prime examples of Standard’s planning for you 


Standard has built 4 catalytic reformers in the 


West to make these cleaner-burning, more pow 
erful motor fuels required for best perform 
ance of today’s higher compression engines. 
This program was two years in planning and 


building —cost $50 million. 


on 





This $50 million worth of plants is only part 
of the $350 million Standard is investing this 
year to make petroleum more useful and plen- 
tiful. Some of it will go for product research, 
part will pay for new manufacturing facilities. 
A good share will finance the search for new 
sources of oil to help supply the 733 gallons 
a year per person that go into thousands of 
oil-born products essential to modern living. 


So the $350 million is an investment in your 
future as well as ours. It’s one way Standard 
helps guarantee there'll be plenty of oil to do 
more jobs today and in the years to come. 


STANDARD OIL COMPANY OF CALIFORNIA 


plans ahead to serve you better 


NATIONAL PETROLEUM NEWS *¢ September, 1955 





(Continued from p. 150) 

2. The association’s own member- 
ship has increased and the members 
have become more active in the asso- 
Clation’s activilies 

3. Increased revenue has helped the 
association expand its 
members, 

Coffman, a service station operatos 
for 10 years before taking over last 
January as association secretary, runs 


services to 


advertisements in the local newspapers 
Applicants 
where he 


for service station help 
call at Coffman's office 
screens them. 

Workers placed by the association's 


1,057,906,716 gal. in the fiscal year 
ended June 30, 1954 

That growth was more than double 
the estimated national sales gain this 
year as compared with calendar 1954 

What is even more striking ts that 
there has been an increase of 109° 
as compared with the fiscal year ended 
June 30, 1947, the first full fiscal 
period following removal of wartime 
gasoline rationing 

In the past four years the gain in 
Florida has been more than 45.5% 
from 812,349,342 gal. in the fiscal 
year ended June 30, 1951. 


regions =i 


tourist traffic and  industrialization 
have all contributed to Florida's rapid 
increase in gasoline consumption. 

Of Florida’s 5,200,000 tourists an 
nually (latest estimate of the Florida 
State Chamber of Commerce) more 
than 50% visit the state by automobile 

With approximately ‘55 of the coun 
try’s population, Florida uses about 
lg, of the gasoline consumed in the 
United States 

Florida’s gain in registered vehicles 
last year was 98,186—from 1,090,972 
to 1,189,158. Final figures for this 
year will probably show another gain 


Population gains, a larger volume of (Continued on p. 154) 


employment service 
wages to the agency for its service. 
Coffman says this compared with $30 
to $50 at other employment agencies 
in Denver. 

[he Colorado association has been 
forced to augment its revenues, Coff 
man said, because of its low annual 
dues—$18 a year 

The over-riding benefit, Coffman 
said, “is that the service station oper- 
ators are starting to make frequent 
contacts with our office in securing 
help. That’s strengthened our organi- 
zation and enables us to get more 
cooperation in other association ac 
tivities.” 

Ihe employment service is not re 
stricted to members of the association 
“But we're giving them preferential 
service, of Coffman says 
Non-members who use the 
soon become association members, he 
adds. 


; t > hearin 
SOUTH ) 
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Florida Market Up 


Florida’s gasoline consumption in 


creased about 11.8% over that of APPLICATIONS: buik plonts + Terminals 


Multi-island service stations © Airports ¢ Solvent 


the preceding fiscal year 

In the fiscal year ended June 30, 
1955, total gallonage sold was upward Semi-trailers * Lubricating oil trucks * Oil refineries 
of 1,182,000,000 compared with the 


Gilbert & Barker Mfg.Co., 
West Springfield, 
Mass. 


plants ¢ Drum fill ng plants « Tank trucks 


Petro chemical plants ¢ Industrial uses 
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Fig. 535 





You CAN stop product 


losses and equipment damage caused 
by excessive pressure build-up due to 
temperature increase. Fig. 535 Gate 
Valves on new installations or Figs. 
77 or 78 on existing installations will 
do the trick. Write for details. 





N BROS. COM PANY 
PMENT HEADQUARTERS 
UBUQUE, IOWA 
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accurate, complete DAILY PRICES 
Platt's OILGRAM Price Service 


Timely, reliable market information delivered to your desk 
* by fastest mail—every morning! 


: Daily reporting of over 800 prices of refined petroleum 
products. 


‘ PLUS up-to-the-minute news of events affecting oil prices 
and markets. 


For turther information and sample copies, just 
write us on your regular business letterhead. 


Platts OILGRAM Price Service, McGraw-Hill Publishing Co., 330 W. 42nd St, W. Y. 36, HY. 





The Old Tax Crutch 


Despite the rapid industrial growth 
of the South—which has sent millions 
of new tax dollars flowing into state 
treasuries—Southern legislatures are 
hard put to find new sources of 
revenue. 

Funds are urgently needed to bring 
schools, highways and other state- 
financed works into line with those of 
the rest of the nation. Legislatures in 
North Carolina and Florida have 
worked overtime in attempts to un- 
cover new taxable areas. 

In Georgia, Governor Marvin A. 
Griffin recalled the legislature in an 
attempt to find the additional $65 
million needed to run the state this 
year. Aside from some very low- 
yield areas, the legislators failed to 
come up with new sources of revenue. 
As a result, they went back to the old 
standbys and increased the taxes on 
gasoline, cigarettes, and liquor. 

Gasoline, which already sells at 
31.5¢ for high test, got a 2¢ per gal. 
increase in state taxes that is expected 
to yield an additional $5 million per 
year—earmarked for the State High- 
way Department. Fees were doubled 
on Georgia vehicle license tags. 
Drivers’ licenses, free up to now, will 
cost a dollar. Transient trucks will 
have to pay Georgia taxes on gaso- 
line in their tanks purchased outside 
the state. 

Despite the across-the-board in- 
creases voted by the legislators, the 
state still fell short of its tax goal by 
some $25 million. The congressmen 
turned down a proposed increase in the 
state sales tax which would have 
nearly yielded the $65 million. 

Feeling throughout the South is that 
the situation in Georgia is not merely 
local. With most southern states 
urgently needing new roads—and gen- 
erally abhorring toll roads—the legis- 
latures must go back to gasoline and 
cigarette tax increases to get the funds 
to finance new programs. 
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“1 told you it wouldn't last.” 
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Use this full-flow, kinkless hose 
for faster fuel oil deliveries 


B. F. Goodrich hose is flexible, easy to handle even in cold weather 


ERE'S a fuel oil hose that handles 
El wats, reels readily, saves many 
minutes each day. It speeds deliveries 
by keeping a full, unobstructed flow 
of oil moving from truck to tank 

With its strong braided construc- 
tion, the hose always keeps its full 
round shape, can't flatten or collapse 
on the reel to choke off flow or slow 
it down. There’s no reinforcing wire 
to take a permane nt kink 

The tube of the hose is completely 
oilproof, won't swell to reduce the 
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inner diameter, won't flake off into the 


stream of oil. A special kind of rubber 

makes the hose flexible and easy to 

handle even in sub-zero weather 
Its thick, tough cover 1s built 


Dragging it 
ar 


for 


rough use over curbs, 


iveways wont 


rough Si lewalks and 
harm it 


ol or 


in gasoline, 
grease And 
there’s no danger of sunlight causing 
it to crack or check 

Either 
reattachable coupling 


Letting it stan 


wont damage it 


‘ 
one-time Permalock 


can be 1Sec 
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Double static wire bonde 1 to coupling 
at each end of hose 

Ask your B. F. Goodrich distributor 
to show you a sample and tell you 
more about Type 83 fuel oil hose—an 
improved hose that’s easier to handle 
faster deliveries, and reduce 
costs. The B. F. Goodrich 
M-472, Akron 18, Ohio 


can make 
Operating 


Com pany Jept 


B.E Goodrich 


INDUSTRIAL PRODUCTS 
DIVISION 





DOW 
football 
scoreboard 


% \ 


Dow's “Game of the Week Football Scoreboard a complete Hodges, nationally famous sportscaster, and Bob Cooke, sports 
roundup of all football scores and post-game highlights—will editor of the New York Herald Tribune, will deliver all scores. 
follow every nationally televised NCAA game. This program will be Commercials will be directed to your customers—urging them to 
televised from coast to coast on the whole NBC-TV network. Russ see you—now—before cold weather is here—to get complete winter 
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Your Customers 
can tell a Good Antifreeze 


by The Company it Keeps! 










When your company makes its own antifreeze, 
you know it’s good. When you recommend your own company’s 


antifreeze, your customers know it’s good! 


Your customers have confidence in you. creasing your customers’ respect for all pro- 
’ : 

Your company’s name is a symbol of quality ducts you sell. Confidence and respect mean 
to them. They believe in your company’s added business from your present customers 
products. and you'll gain new customers as yout 


ae 26 - service reputation grows, 
That’s why it’s smart to sell your own company’s 


brand of glycol antifreeze. To help you, The Dow Chemical Company is 
launching a hard-hitting advertising campaign 


What’s more—over-all profit is bigger, each urging motorists to see you—their regular 
gallon sale of your own brand of antifreeze serviceman—for a thorough cooling system 
helps promote your company name in- check—and fresh all-winter antifreeze. 


THE DOW CHEMICAL COMPANY 
MIDLAND, MICHIGAN 

















protection needed for safe winter driving. The theme: ‘‘Complete 
Antifreeze Protection Does Not Come in a Can—Service Counts 
Too!” Dow’s program is designed to do one thing—GET YOU 


MORE BUSINESS! 
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LIGHTER 





Where payload decides the profit, lighter, stronger These Exclusive Advantages 
TDA ‘Trailer Axles can be a vital asset to truckers. of TDA Trailer Brakes Are 
Examples of Timken-Detroit 


Proved far stronger, more rugged and safer in all-out Hidden Quality! 


“Torture Chamber” tests, TDA ‘Trailer Axles are also 
many pounds lighter than any competing axle on the Pressed Steel Brake Shoes that save many pounds 
market today. Weight saving is possible through the per axle .. . give strong braking action with no dis 
‘TTA euciasive desien ond comatraction tortion. Patented liner shape gives longer liner life 

Sve Cesigs & Cons ; with even wear. Liners riveted on... no chance of 
Other hidden quality features that increase TDA life movement on shoe . . . and liners are circle-ground 
and performance are forged alloy steel spindles, cam to insure absolute concentricity of liners and drums. 


iI ti . oni eaealindonn hined i Rustproofed anchor pins locked in. Exclusive self 
roller mi . » 3. mac d c: © ; 
roller mountings in nylon bushings, machined cam head, aligning camshaft housings. Cam rollers heat- 


cleaner cut splines and self-aligning camshaft support treated to roll smoother, wear longer. First with all- 

brackets. Good reasons leading manufacturers and op nylon camshaft bushings. Part for part TDA Brakes 

erators specify TDA incorporate the finest quality materials, skilled 
workmanship and advanced design. 





Here, in the world’s largest trailer 

axle plant at Kenton, 

Ohio, are built the finest 

trailer axles in the 

world. Continual lab 

oratory and high 

way testing prove TDA Trailer Axles to be the lightest 
and strongest; and for greater safety on the highway 

less maintenance and more pay load— make certain 
you specify Timken-Detroit “Quality- Built” Truck 

Trailer Axles on your next trailer purchase 
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Texas Jobbers 


Three Problems That Hurt 


Commercial business competition, 
private-brand “price cutters,” and pro- 
duct handling losses. These seem to be 
the three things oil jobbers and com- 
mission agents in the Southwest are 
most concerned about right now. 

They have other marketing prob- 
lems, such as lubricating oil under- 
selling by private truck operators and 
the like. And of course some still think 
their margins or commissions could 
stand a hike. 

But if you want to hear some name- 
calling, just mention commercial busi- 
ness to a Southwest marketer. And if 
current commercial business practices 
doesn’t stir up an outburst from a 
Texas consignee, ask him what he 
thinks about product losses due to 
temperature changes. 

Then both the jobbers and the agents 
in most cases will tell you frankly that 
they are keeping a wary eye on the big, 
private-brand station chains. 

The operators of these stations, 
they point out, are and have been 
getting good-quality gasoline in most 
cases. Some believe the public is be- 
coming aware of this. And since the 
private brands generally sell 2¢ gal 
or more cheaper than do the major 
brands, they wonder how much of 
their gasoline business the private 
branders will be taking away from 
them in the future. 

As for commercial business, a num- 
ber of marketers say they have just 
decided to “let the majors have it.” 
And there has been some considera 
tion given to the idea of filing a “test 
suit” against a major to see if that 
company isn’t violating the Robinson- 
Patman Act in selling to commercial 
accounts cheaper than to jobbers. 

The Ft. Worth-Dallas area in Texas, 
one of the roughest retail price spots 
in the state, is also the scene of some 
of the most severe price cutting for 
commercial business 

Marketers there say that almost all 
the commercial business has already 
been turned over to the majors, espe- 
cially in Ft. Worth. Why? Well, they 
say commercial customers in that city 
can now buy regular-grade gasoline at 
17¢ gal., delivered, tax included. 

Jobbers, meantime, say about the 
cheapest price they can buy for is 
16.75¢ gal., FOB the supplier's ter- 
minal. 

In other words, there is only about 
0.25¢ difference in the price the job- 


ber pays and the price the consumer 
pays, and the consumer gets his de- 
livered. After the jobber pays trans- 
portation costs, he can’t compete for 
the consumer business at a profit. 

The Ft. Worth-Dallas marketers 
don’t have a monopoly on keen com- 
petition for commercial business in 
Texas, or in the Southwest, however. 
Jobbers in other big and medium- 
sized cities say they have their troubles 

Texas consignees, meantime, are try 
ing to work out with their suppliers 
ways and means of recovering losses 
of products due to temperature 
changes. At the same time, they are 
still trying to get refunds for handling 
state gasoline taxes 

A couple of years ago, the Petrole- 
um Marketers Assn. of Texas, a group 
made up mostly of commission agents, 
was the principal backer of a bill the 
Texas legislature passed designed to 
give suppliers, wholesalers and retailers 


ASSOCIATIONS 


each 0.5% refund for collection 
gasoline taxes 

But after the bill (H. B. 11) was 
passed, the agents found that most 
suppliers ruled they were not covered 
by the bill. Instead, the suppliers in 
most instances decided it covered only 
suppliers, jobbers and retailers. 

The association has felt the prob- 
lem can be worked out, 
whereby the agents will eventually 
get the tax handling allowance and 
also temperature correction at the 


however, 


time products are delivered to bulk 
plants 

Some companies, 
have been trying to work out a method 
of recognizing their losses in handling 


agents report, 


products. But some are also far from 
happy about the preliminary “solu 
tions” the suppliers have come up with 
In South Texas, for instance, one 
company reportedly corrects deliveries 
to agent bulk plants to 60 deg. When 
the agent, however, takes the product 
out of his storage tanks, it is again 
corrected to 60 deg. This results in 
most cases to no allowance, they say 
Another company, according to re 
ports, has tried delivering by meter 


HIGH PUMPING EFFICIENCY 


Quick Installation 


in Limited Space 





SERIES VERTICALS 
Centrifugals THAT PRIME | 


@ Combines centrifugal pump perform- 
ance with self-priming advantages. 


e Safety — Dependability — Economy 


- Better Performance. 


Simple to install. Suction and dis- 
charge for standard 2” pipe. 

Unit requires little more space than 
motor itself. 


CARTRIDGE DESIGN 


Saves Time—Reduces Spillage— 
Increases Safety. Permits removal 
of pump elements without break 
ing piping. Enables quick change: 
in field with minimum los 
pumping service 


From 
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boats; 


FOR TRANSFER PUMPING 
AND REFUELING SERVICE 
above ground or underground tanks to 


tank trucks, cars, tractors; from docks to tugs or 
from airport refueling pits to aircraft 


Equipped with an explosion-proof Class 1, Group 
D motor. 


Bulletin 4-PP-11 





Gotta hound "em for help? —f] associations 


But so far, the consensus among 
consignees seems to be that the sup- 
pliers have a long way to go before 
they find the best solution. 


Connecticut Jobbers 


New Committees 


Connecticut Petroleum Assn. direc- 
iors have created and filled two com- 
mittee posts and are looking around 
io fill chairmanship vacancies on two 
other committees. 

lo preserve a healthy treasury and 
to keep future expenses within in- 
come, directors want all activities set 





NEXT MONTH—A report on the 
summer meeting of the South Carolina 
Oil Jobbers Assn. 





up on a budget. The job of budgeting 
each activity falls to Walter J. Macau- 
ley of Wyatt, Inc., New Haven, chair- 
man of the newly created budget 
committee. 

And equipment suppliers will ex 
hibit their wares at the next annual 
convention. Directors, in voting for 
the exhibits, put Irvin A. Shiner of 
Connecticut Refining Co., West 
Haven, in charge of the committee 
on booths. 

Briggs Resigns—I!! health has led 


. Bill Briggs of Valley Oil Co., Port- 
within moments with the top Richfield officials wer ig sare a piaiebienl ak en 


Help is easy to get when you're a Richfield 
Distributor! Your telephone can connect you 


Richfield is as close as that to its distributors, educational committee and of the 
and the “top brass” is always anxious natural gas committee. He’s headed 
both groups for the past two years. 
lemporarily, Frank Kundahl, associa- 
tion president, will take his place. 


to give you personal assist with your business 
or marketing problems. 

Because Richfield does not compete with its 
distributors, you can count on the full-hearted help New England 


of Richfield executives in the development of 
OHI Burner Schools 


Oil-Heat Institute of New England’s 
oil burner service school program will 


your territory’s potential. It is a territory 

specifically defined. What’s more, Richfield 

always works with you in the local development : 
cover several new areas for the first 


of the brand Phis means that Richfield’s time this year to bring benefits of the 
hard-hitting advertising and point-of-sale promotion | school’s program to more servicemen. 
is always devoted to your direct support. In the Group 1 area, where the 
You profit! schools begin Sept. 12, courses will 
be offered for the first time in Water- 
i eentioniiinie ap er ville, Me., and in Concord and Keene, 
g tree . Look into the advantages N. H. The program will also be given 
of keeping your independence, while still enjoying in Dover, N. H., and Salem, Mass. 
all the benefits of a major brand. Hyannis and Framingham, both in 
Massachusetts, are added to the Group 
2 area program, which begins in Janu- 
ary. Other towns where the course 


will be offered include Providence, 
J R. I., and Malden and Brockton, both 
; in Massachusetts. 
In the Group 3 area, New Britain, 
OIL CORPORATION QF NE YORK Conn., and Pittsfield, Mass., are being 


579 FIFTH AVENUE, NEW YORK 17, N. Y. added. Other cities include Bridgeport, 
New Haven, and Hartford, all in 


Serving the Eastern Seaboard from Maine through Florida = Connecticut. " 
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So, if you feel you've been barking up 


Write, wire or telephone. 





NEW DEVELOPMENT AT RHEEM 














NOW...TWO-OVEN BAKING 


makes steel drums better, too 


If your wife wants to bake a cake and a batch of 
cookies at the same time -even though they require 
the same temperature——two ovens is the answer, be- 
cause the cake takes longer to bake. 


And that’s why Rheem has two new high-bake ovens 
for curing and bonding special linings to the inside of 
its standard and lithographed steel drums. One is 
specially designed for drum tops and bottoms —the 
other for ‘stand up” baking of the drums themselves 
to get better air circulation and more even baking. 


YOU CAN RELY ON 3 


7600 S. Kedzie Chicago 279, Ili. 


MANUFACTURING COMPANY 


It’s the same idea as the cookies and cakes. Because 
the drum tops and bottoms are smaller in size, they 
need less time in the oven. So Rheem engineers de 
cided they would be first to do the curing job right 

to use two ovens. 


The homemaker is fussy about her baking results 
because she wants to serve her family the best. And 
Rheem—the world’s largest manufacturer of steel 
shipping containers feels exactly the same way 
about serving its customers. 


RICHMOND AND SOUTH GATE, CALIF. STON 
CHICAGO, NEW YORK, NEW PLEAN NOtN 
NN. 1. AND SPARROWS POINT. MD 


World's Largest Manufacturer of Steel Shipping Containers 








MARKETS AND PRICES 


Eastern Price Wars Mar Gasoline Scene 


By FRANK HOLMAN 
NPN Market Editor 


HE Midwest continued in August 

to enjoy its best summer in years 
for gasoline. But the East, from Maine 
to New Jersey and west through Penn- 
sylvania, remained a patchwork of 
festering retail wars that brought lower 
tank wagon prices. 

Heavy buying in distillates brought 
a 0.25¢ gal. advance in Gulf Coast 
cargo prices for diesel oils and No. 2 
fuel. This was followed by a general 
increase in heating oil and marine 
diesel prices along the Atlantic Coast 
The higher tank car and tank wagon 
prices, however, were still subject to 
0.5¢ gal. summer-fill allowances. 

In the interior, on the other hand, 
jobbers watched the steady rise in dis- 
tillate inventories east of the Rockies 
and doubted that light fuels had any 
strength whatsoever, Both in the Mid- 
Continent and Midwest markets, sup- 
pliers bowed to this sales resistance 
and reduced prices by 0.125¢ to 0.25¢. 

Only residual fuels were consistent 
throughout the coastal and interior 
markets. The Gulf cargo price for 
bunker oil was up 15¢, to $2.10 bbl., 
and prices jumped 30¢ bbl. in two 15¢ 
moves along the Atlantic Coast within 
a month, While there was a closer bal 
ance between supply and demand in 
the Midwest and Mid-Continent prices 
remained firm. 

The second 15¢-bbl. increase in 
East Coast residual prices, meanwhile, 
gave rise to the question of how much 
heavy fuel business will be lost to coal 

While heavy fuel prices are high in 
relation to coal, oil men say that a 
coal-oil parity is difficult to classify 
Some industrial accounts will not make 
the changeover except for an increase 
of “several dollars a barrel,” they con 
tend. Others are known to switch back 
and forth for a matter of a few cents 

Oil trade consensus is that not much 
business will be lost to coal before 
next March. There are reasons for 
this. One is that new annual wage 
contracts probably will spell higher 
prices for coal. The other is that some 
coal wage escalate with 
minimum wage laws and with the $1 
hourly minimum effective next year, 
there will be some price hikes in coal 


contracts 


DISTRICTS 
Gulf Coast 


Except for kerosine, prices for light 
fuels were up 0.25¢ at the Gulf, and 


162 


strong buying power was still hanging 
over the market at mid-August. Prin- 
cipal spot interest was in gasoline and 
light fuels, but demand also was strong 
for residuals, particularly low-sulfur 
grades, 

Call for gasoline at the Gulf was 
for both coastwise tanker movement 
and upriver shipment, and for light 
fuels for coastal movement. Of the 
gasolines, only 97 oct. premium-grade 
appeared subject to price discount. 

Indicative of the strength in resid- 
uals generally was an inquiry, at the 
Gulf, from a West Coast buyer. The 
West Coast in recent months has been 
a large supplier to the East Coast. 

Gulf Coast solvent-refined lube oil 
prices also advanced, with range lows 
up 0.75¢ to 1.5¢ gal. Suppliers said 
increases were direct result of sus- 
tained strong demand. Supporting 
their claims was the Bureau of Mines 
report showing that domestic demand 
for lubes in first five months of this 
year was 8.1% higher than in same 
1954 period. 


Atlantic Coast 


The gloomy presence of retail gaso- 
line price wars was offset to some ex- 
tent by Esso Standard’s advance in 
light fuels along the Eastern Seaboard. 

In addition, residual fuel prices ad- 
vanced as much as 30¢ bbl. in princi- 
pal markets from Charleston, S. C., to 
Boston, Mass. New prices for bunker 
“C” fuel, for example, ranged from 
$2.60 at Charleston, $2.68 at New 
York, and $2.72 at Boston. Higher 
prices failed to shake loose offerings 
in the open market 


Midwest Wholesale 


Call for gasoline was at an all-time 
high throughout the upper central 
states. Most estimates placed demand 
at about 8% above last summer. But 
jobbers in some instances said their 
gallonage was running as much as 
10% higher. 

Even though supply finally caught 
up with gasoline demand, refiners and 
large distributors said they were an- 
ticipating spotty shortages during corn 
and wheat harvesting. They said that, 
during the period from late August to 
mid-September, the area that probably 
will be most affected by tight gasoline 
supply will be along the west leg of 
the Great Lakes Pipe Line north of 
Omaha. 

At Chicago, gasoline prices were 
up 0.5¢ gal. Minneapolis-St. Paul 


prices were up 0.25¢. Standard of In- 
diana boosted its dealer and consumer 
prices 0.5¢ gal. for both premium and 
regular at Chicago. This was the first 
advance in prices to Chicago dealers 
since June, 1953, when Standard 
hiked prices 1¢ gal. following a 25¢ 
bbl. crude advance. 

On the other hand, light fuel prices 
dipped at both Chicago and Twin 
Cities. Range lows were down 0.125¢ 
to 0.25¢. In general, summer move- 
ment of light fuels was slow, But here 
and there, where refiners had made 
special concessions, products moved 
in volume. 

One instance was disclosed of a large 
supplier lowering his price for No. 2 
fuel to 9.2¢, FOB Chicago District, 
to his branded outlets only. Sale of 
500,000 gal. of No. 2 fuel was 9.25¢, 
less 1% discount, also was reported 
in the Chicago District. It was on the 
basis of this sale that one river termi- 
nal operator dropped his No. 2 price 
0.125¢, to 9.25¢, “to be in line with 
going summer market.” 


Mid-Continent 

Gasoline prices advanced 0.25¢ 
while light fuels were off 0.125¢. Re- 
finers described the gasoline market as 
“strongest in years.” Buying pressure 
of inter-refinery trading was especially 
strong. One large refiner declared that 
he had a standing order for 200,000 
bbl. of product. And a 12,000 b/d re- 
finer said he had received inquiries 
totaling 370,000 bbl. in about one 
week’s time. 

The 0.125¢ drop in distillate fuel 
prices occasioned scant notice. Jobbers 
said they were “unimpressed” with a 
reduction this small in face of the big 
buildup in primary inventories. At the 
same time, some refiners said they 
were making good, if not outstanding, 
headway with their summer distillate 
programs. 


Western Penna. 


Prices for Penna. neutral oils and 
cylinder stocks moved up 0.5¢ gal., 
bright stock a full 1¢, and all were 
strong at mid-August. A strike closed 
The Pennzoil Co.’s 12,000 b/d refinery 
and the company was in the market 
as buyer. 

Gasoline was tight in this area, with 
one refiner-buyer reaching out to Buf- 
falo for his September needs. Normally 
his requirements are met within the 
Pennsylvania field. a 
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MARKET BAROMETER 


PRODUCTS VS. CRUDE GULF COAST PROD 
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prices REFINERY AND TERMINAL 


MOTOR GASOLINE 
Guilt Coast Cargoes Aug. 12 Aug 


97 oct. prem 


‘) 


96 oet prem 
94 oct prem 
90 ort reg 
*7 oct reg 21 fh 12 
84 oct reg 05 ¥ 
43 ort reg 9.876-10,126'2 9 876-10 126512 
7 oct 0 76 0 K75 075-9 #76 
70-72 oct M 

leaded 
Albany, N.Y 


95 ort oren 


#9 oct reg 
Baltimore, Mad 
05 cet prem 
ho oot reg 
Reston, Mase 
95 oct pret 
KY ort reg 
Ruffalo, N.Y 
95 oct pren 
AY oct reg 
Charieston, $. % 
06 ont; 
489 oct reg 
Chicago, ti. 
95 oct prem 
04 oct pren 
4Y oct reg 
KH oct reg 
** July 22 pe 
(4)12.26-13 ( 
Corpus Chrisit, te 
05 oct prem 
89 oct reg 
Houston, Tex 
95 oet prem 
80 oct reg 
Jacksonville, Fin 
95 oct prem 
#0 oct reg 
Miami, Fla. 
06 oct prem 
80 oct reg 
Mots-8t. Paul, Vion 
94 oct pren , 
AH oct reg 
Mobile, Ala. 
05 oct prem 
KO oct reg 
New Haven, Con 
5 oct pren 
#4 oct reg 
New Orleans, (a 
05 oct prem 
KO oot reg 
New York Harbor 
95 oct prem 
do barges 
KO oct reg 
do barges 
Norfolk, Va 
05 oct prem 
89 oct reg 
Pensacola, Fla. 
95 oct prem 
80 oot reg 
Philadelphia, Pa 
95 oct prem 
80 oot reg 
Pt. Everglades, Fin 
05 oct prem 
80 oot reg 
Portland, Me. 
96 oct prem 
80 oct reg 
Providence, Ri. | 
95 oct prem 
#9 oot reg 
Savannah, Ga. 
96 eet prem 2) 3) a3 6-14. 9(9) 
89 oot reg 1 4(5) We 3.415 1-13.45 
Tampa, Fla. 
05 oct prem 4-14 B(4) : a4 3 14 (4) 
89 oct reg 8-13 3/6) 3.3/5) 28 13 3/5) 
Wlimington, N.C 
96 cet prem 
80 oct reg 


0-18 34/2) : (2 $3.0 16.362 
2. 34-12. 86/2) 2 ‘ 9 35-19 8K(2 


Refinery and terminal prices here re : 
gram Price Service, a daily publicati associated w 

Prices shown in refinery and terminal tables are sale 
tions, or general offers, or posted prices, reported by 
pipe line terminal operators, by 
terminal operators, for current 
specified 

Following types of prices are not for 
therefore are not included in price tables: Prices ar 
off a specified price 
contracts; prices arrived at in accordance with arrangements 
to date of sale. Prices made to brokers, and price n inter-refiner 
actions, also are not considered in the tables except as noted below 

Prices shown are for quantities in bulk such as tank car lots, or truck 
transport lots or barge lots. Prices applying only to barge lots, or cargo 


“market date-of shipment’ prices 
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MOTOR GASOLINE 

Okla. (Okla. shpt Aug. 12 Aug. 5 

$ oct pr 14 & F, 5 
60 oct M & be x 7 RTS F 2) (2)10.26-1 87 0).25-10.625(2 
Okla, Group 3 (Northern shpt 
04 act mren f, 5 5-13. 2 12-13.25 
BA ott 5 5 f 10.75-11.25/3 
f iMé 0.625 1 25 ) bx (2)10-10.375 
N. Tex. (Tex. & New Mex, shpt.) 
97 oet. pret 14-18 2 15.3 4-15.3 14-15.3 
125-14.55 13.125-14 55 
2.75 12.75 
11,625-12 95 

i. , 625-12.5 11.625-12 5 
(2)10 75-118 (2)10.75-11 8 


yet 4 125 55 %.125-14 55 
92 ort ‘ a 4 


625-12.95 


M & be 
Truck transport lots) 
ter 12 5 
. ry12 7h 


) ) 


reg 5 


) 
reg 11 5-12.25 


5 5 2.7 2 21 
M & bel 1-11.126 2! § (2)11 
W. Tex. (Truck transoort tots) 
1 f, 14 
12 OF fh 13 
11.875 f 1 11 
Ark. ‘For shot. to Ark, &la 
12.7 
19 
11 
1 11 il 
Kans (For Kans. destinations only 
1 (. reg 
t. M & helowx 
Western Penna. Bradford-Warren: 
92 oct prem 14 75 
86 oct reg 136139 6-13.9 
OU City: 
02 oct prem 
8A ort reg 
Pittsburgh: 
02 oct. pre 


1375-15 3.756-16 
12. 6-13 5 613.5 
15.2 f 
RG oct. reg 13.45 45 
Ohlio—Quotation of © O. Ohio for delivery to Obio pointa: 
86 oct reg 14 14 14 
Central Michigan 
4 oct prem 14 75-1 
RB oct reg 13 25-1 
California Los Angeles District: 
Rack 


) 
2 


5 (3 75-15(2) 


1 
af (2\1% OR 12 BIO 
3 412 25-13.5(2 


San Francisco Distr 
ngs f 16.4 
DISTILLATES & FUELS 
Gulf Coast, Cargoes Aug. 12 Aug. 5 July 29 July 15 


} w.w. kero )8.765-9.76(2) 3)8 75-9 75 
» fuel 7)8.5-9.25 
1.1. gas oil 8.75 5(2) 3)8. 75-9. 282) ~! ‘ 
f )8.625-9.125(2 8 375-0.1252) 
(2)8. 5-9(2 8. 25-9(2) 
$2.90 
(4)$2.10-2.1 »)$1 95-2. 15x°° 


5 «= (282. 20-2. 3! 3) $2 2 3)$2. 15-2. 20°° 
Jul 90; Bunker C ‘ . max 1% sulf 
(3)$2.20 

Albany, N. Y. 

Kerosine/No. 1. 19)(9) 
No. 2 fuel 0.35-10.6x% 


oil, shore 


11.1(9)(m) 11. 1¢9)(m) 11. 1(9)(a) 
10 25010)(a) 10 35(10)(a) 10 3510)(a) 


10 7A(5)(a) 0) 75(5)(a) 10. 75(5)(a) 
4.91-4.0 $4.01-4.07 $4. 07°° 


$2 50(2)** 


x$2 95 


k transport lots, are s iesignated. Prices are in cents per 
ept wax and petrolatums in cents per pound, and, where dollar 
is shown, in dollars per barrel of 42 U. S. gallons. Prices do 

le taxes or inspection tees 
ure for crude oil and products lawfully produced and trans 
i as received by Oilgram and Nattonat Petaoteum News 
for subscribers’ private use only and not for resale 

r publication 
( t cargo prices are by refiners selling or quoting to other 
export agents or to large tanker terminal operators 

e octane ratings are by ASTM Research Method and are mini 
rating except where letter “M" is used to indicate that octane 

i g is by ASTM Motor Method 
Parenthetical figures indicate number of companies quoting when two 

or more quoted the price shown Letter “X" indicates price change 
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REFINERY AND TERMINAL 


(July 22 prices unchanged from July 15 except as noted 


DISTILLATES & FUELS 
Baltimore, Md. Aug. 12 Aug. 5 July 29 
Kerosine/No. 1... 10. 8(9)(a 10.89 1 9 
tC) oe 10.565 
No. 2 fuel... 
do barges... . 
Diesel oil, shor 
planta 
No. 4 fuel 
do barges 
No. 5 fuel 
do barges 
No. 6 fuel, no 
guar 
do barges 
Light Diesel, 
bunkers....... 
Heavy Diesel, 
bunkers 
Junker C. bunt 


10 55(7)a 0) 


Baton Rouge, t » 
Kerosine/No. 1... 
No 2 fuel eee 
Diesel oil, shore 
SE. cscaree 
No 5 fuel ere 
No. 6 fuel no suf 
guar 
do barge 
Light Diesel, 
bunkers ...... 
Heavy Diesel 
bunkers... 
Bunker C, bunk 
**July 22 price 


Boston, Mass 

Kerosine/No. 1 

No. 2 fuel 

Diesel oil, shore 
planta 

No. 5 fuel 

No. 6 fuel, no sult 
guar 
do barges 

Light Diesel, 
hunkers . oe 

Bunker C, bunker 

Buffalo, N. Y. 
erosine 

Deinel oil 

No. 2 fuel... 

No. 6 fuel 

Charleston, 8. C 

Kerosine/Ne, 1 .. 


oil, shore 
plante ai 
No 6 fuel, no eu! 
vuar 
do barges 
Light Diesel, 
bankers... sos. 
Junker C, bunke 
Chicago, til. 
Range oil/No, 1 
No. 2 fur 
No. 5 fuel, 
ulfur 
No , 
sul 
No 
sulfur 
No. 6 fuel, } 
sulfur 


Cleveland, Ohio 
N fuel 
No. 6 fuel 9.1 
*—delivered Cleveland 
Corpus Christi, Tex. 
No. 4 fual, no aulf. 
guar 
do barges 
SunkerC, bunker 
**July 22 prices 
Detrolt, Mich. 
Keronine. . 
Diene! oil 
io. | fuel 
No. 2 fuel 
No. 6 fuel. ... 9.1(2 
No. 6 fuel 8 35(2) 
Houstun, Tex, 
Kerosine/No. 1 10 6(2 
do barges... 9 42 
No. 3 fuel 9 5(2 
do barges 9-9 26 
oil, shore 
9-9 25 
No. 6 feel, no sulf 
guar 
do barges 
No. 6 fuel 
1%, sulfur 
do barges 
Light Diesel, 
bunkers. . 
Heavy Diesel, 
inkers 
Bunker C, bunker 
**July 22 
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DISTILLATES & FUELS 


Jacksonville, Fla Aug. 12 Aug. 5 July 29 July 15 
Kerosine/No. | bi mitt ih mit th scat Ah. mti 
No. 2 fuel l 0 (a 10 (8) 10. 6(8 
Diesel oil, sh 

planta . Th f 10 45) 10 6(5) 
N f 


NC sel. no Bu 


‘ 
Light Diesel 
nkers 


Miami, Fila 

Keromine/No. 1 

Diesel oil, shore 
plante 


No. 6 fuel, noe 


ght Diesel 
bunkers 


— pr 
Mpis-St. Paul, Ming 
ange ¢ No 


New Haven, Con 

Kerosine/No 

No fuel 

Diesel oil, shore 
planta 


(jas House Gas Oi 


fue 


New Orteans, La 

Kerosine/No. |! 

No.. 2 fuel 

Tiewe! otl, shore 
plants 

No. 6 fuel 

No. 6 fwel. no aul 


lo barges 
Light Diesel 
buokers 
Heavy Diesel 
bunkers 
Cc} 
New York Harbor 


Ker No 


kere 
Heavy Demet 


bunkers 


Norfolk, Va. 
Keromne/No 
No. 2 fuel 


Diesel oil, shore 


i 


plantas 
No. 6 fuel 


No. 6 fuel, no sulf 


Light Diese, 
snes 
Heavy Diesel 
bunkers 


Pensacola, Fla 
Keroaine/ Ne. |! 1} 
No. 2 fuel 1 2 
Diesel oil, shore 
plants 10.22 
(a) Some sellers offer 0 5¢ ~ 
Some sellers offer 21¢ bhi 
r quotes § 
$ 





aC prices REFINERY AND TERMINAL 


(July 22 prices unchanged from July 16 except as noted.) DISTILLATES & FUELS 
DISTILLATES & FUELS Aug. 12 Aug. 6 July 29 
Philadeiphia, Va. Aug. 12 Aug. 6 July 29 July 15 lolede, Ohio , 
Kerosine/No. 1 10.8(10)(a) 10, 8(10)(a) 10. 8(10)(a) 10, 6(10)(a) ‘orerii 
do bar 8 10, 66(7)(a) 10.65(7)(a) 10,65(7)(a) 10. 55(7)(s) Diol ei 11.9 11.9 
No. 2 fue #)10.05-10.4(2)x(a) 10.06(10)(a) 10. 06(10)(a) 10. 05(10)(a) : Lae 
vbarps. (40 %1006C)x1) V.8Ca)—.ACTYa) 8.807) No.2 fuel 10.66-11.08  10.66-11.08 40.66-11 08 
ese) oil, shore ; No. 6 fuel... 8. 25(3) 8. 25(3) 8. 25(3) 


planta 4)1045-10.7(2)x(a) 10. 45(6)(a) 10. 45(6)(a) 10. 45/6) , 7a/4 ‘ 
No. 4 fuel 184. 56(2 1 46(2) 46 2) x$3..46(2) No. 6 fuel... 7.75(3) 7.75(3) 7.75(3) 
No, 6 fuel . “$3,316 4. 21(6) x$3.21(5) 
No, 6 fuel, no sul 


$5 
4 
x$2. 6807 63(7 $2.53(7) x$2.53(7) Wlimingten, N.C. 
x82 6516 60(6) $ 50(6) x$2.60(6) Kerosine/No. 1 10. 8(7)(a) 10. 8(7){a) 10. 8(7)(a) 10. 8(7)(a) 
De oie 5)10.15-10.4(2)x(a) 10. 15(7)(a) 10. 15(7)(a) 10. 15/7)(a) 
$2. #414 2, 83(3) $2. 43/3 x§2.68-2.83(3)°* Yiesel oil, shore 
do barges . #2 804) $2. 80/4) x$2.65-2.80(3)** plants «+ (2)10.25-10. ) 10 25(2)(a) 10. 25(2)(a) 10. 25(2)(a) 
Light Diesel, Light Diesel, 
bunkers $44 443) ab 24(4)(b) $4. 24(4)( $4.24(4)(b bunkers $4.16-4.26(2)x(b) §4.16(3)(b) $4. 16(3)(b) $4. 16(3)(b) 
Heavy Diesel, 
; bunkers $4. 80-4.90(4)x $3. 8014) $3. 8014) $3 804) Okla. (Okta. shot.) 
junkerC, bunkers «$2. 66(8) $2. 50(7) $2.50(7) “$2. 50(7) » (9\0 2780 B7 ‘ - - P on . - 
**July 22 prices: No. 6 fuel max 1% sulf. $2.43(4); No. 6 fuel max 1% sulf. barges $2.80(4) >. 4 w.w. kero 4)9 575 " 875 gad ty + Pp (5 4 5-9 875 (5)9 5-9 875 
0s, eamtaten. Kange oil x9.25-9.375(2) 375(3)x (2)9.375-9.5 9. 375-9. 5(2 
. Everglades, Fia. 68 & abv. di 
Kerosine/No. 1... 11 #(5) 11. 8/6) 11. 8(6) 11, 8(6) Diesel 9-9.75 9.7% 9-9.75 9.75 
te Aa! nee 10.6(4) 10 6(4) 10. 6(4) 10.6(4) No. | fuel 9-9.375 9 375(2 9-9. 375(4)x  (3)9.125-9.5°* 
jesel on, shore No. 2 fuel 8.375-9.25 375-9 .2 8. 375-9 .25 )8.5-9.25°° 
ates 10 6(4) 10 614) 10 6(4) 10 6(4) No. 6 fuel $1.75-1.90 7! sf $1.75-1.90 75-1.90 
© 6 fuel, no suf. , 5 eas ; **July 22 prices: No. 1 fuel 9-9.5; No. 2 75-9. 25 
guar ee ¥82.62(8 543 $2.38 
do barges $2. 40( 4) 2.36 2.35 4) 
Light Diesel, 
bunkers $4. 452(4) 4 4024) #4 48214) Cita, Group 5 Cierthern eps.) 
BunkerC, bunkers «$2. 40(4) (4) $2.35 42-44 w.w. kero... (2)9.25-9.5(6)x x(2)9.25-9.625 3)9.375-9.625 (3)9.375-9 625 
**July 22 prices: No. 6 nag $2.38(4); No Om g barges $2.45 My ; Bunker “92 35(4 K ane oil 9.125(2)x x9. 125-9. 25 9. 2! 25-9.375 
55 bv. di 
Portland, Me. b . ‘ 
Kerosine/No. 1 11(9)(a) 11(0)(m) 11(9)(a) 11(9)(a) Pe ; ay A 4)x : eS : , 4, 
, 7: f ORME 6 6 No ue \ 5(4) oY. 20 ‘ { 59 aif 
2 fuel. (8) 10.26-10.6x(a) 10. 25(9)(a) 10.25(9)(a) 10. 25(9)(a) No 2 fuel 8 125-8 5(4)x 8.125-8.625 5; 8 26-8.75%* 
1.75-1.90 $1.75-1.90 ( $1.75-1.90 


oil, shore 6 fuel 

p (3)10.65-10.8x(a) 10, 65(4)(a) 10,65(4)(a) 10,66(4)(a) Bo. © ts $ 
No. 6 fuel, wo sulf **July 22 prices: No. 1 fuel 8.5-9.375; No. 2 fuel 8.125-8 76. 
guar x$2.72(2 57 (2) 57(2) x$2.57(2) 


d 2.54 
do barges =... 82.60 54 2.54 $2.54 N. Tex. (Tex. & New Mex. shot.) 
BunkerC, bunkers «#2. 69 fA 2.54 x$2.54 4 
42-44 w.w. kero 9.2-10 9.2-10 9.2-10 9.210 
Providence, fi. |. 68 & abv. di. 
Kerosine/No, | 10. 9(10)(a) 10. 9(10)(a) 10 ,9(10)(a) 10.9(10)(a) Diesel....... 90.76 9-9. 75 9-9 75 9-9 76 
No. 2 fuel (7) 10.15-10.4(2) x(a 10. 15(9)(a) 10, 15(9)(a) 10, 15(9)(a) No. 6 fuel. $1.80-2.00 $1.80-2.00 $1.80-2.00 $1.80-2.00 
Diese! oil, shore s 
Fee (3)10.55-10.8x(a) 10 66(4)‘a) 10. 65(4)(a) 10. 65(4)(a) 
Riese ww satan 63.3K(3) x83. 36(3) W. Tox. (Tex, & New Mex. shpt.) 
0. 6 fuel, no sulf > 4 ” ” 7 ” 
guar x$2 60/4) $2.5415 2.54(5) x$2_64(5) Ke fuel kero : i . : ih a Hs pag + al ‘ 75 = as 
» be r) 2.66 ( 2.51( 2.51( - . : . 4d . . . Ly = 
m. beans es x$2. 66/4) $2.51(4) $2.51(4) x$2.51(4) No 3 fuel ‘ Bs 128-90 5 9 125-9 5 ‘ z 125 9.5. 
1% wull $2.84(2) $2. 84(2) $2. 84(2) x$2.84(2) oe tuly 92 Me 6 fan 2.102), 10(2) 65-1.90 
do barges 2 81(2) $2. 81(2) 2 81(2) x$2_81(2) uly 22 price: No. 6 fuel $2.10(2) 
Light Diesel, 
bunkers «$4. 38(b) $4 28(b) $4. 28(b) $4 28(b) E. Tex. (Truck tranepert lots) 
1 C,b 8 x$2.66(3 2.61(2 2.61(3 2.51(3) 
Bunker ©,buakers 182.008) ats) oa ateene 42-44 w.w. hero. (2)0.6-9.76(2) (2)9.6-9.76(2) (2)0. 6 9 76(2) (2)9.6 © 76(2) 
Savannah, Ga. 68 & abv. di. 
Kerosine/No. }. 11.8(7) 11. 8(7) 11 87) 11. 8(7) Diesel...... & 75-9.76 8 75-9 75 8.76-9 75 76-9 76 
No, 2 fuel 10, 6(7) 10. 6(7) 10.6(7) 10. 6(7) No. 6 fuel....... $1.75-2.00 $1.75-2.00  (2)$1.75-2.00 — (2)$1.75-2.00 
Diesel oil, shore P . 
planta... 10. 6(6) 10 6(5) 10 616 10 6(5) 
No. 5 fuel $3.02 $3.02 $3.02 $2.87°* Cont. W. Tex. (Truck open lots) 
No. 6 fuel, no sulf 42-44 w.w. kero 9.25 
guar x$2 50/5) $2. 45/5) $2. 45(5) $2.30(5)°* 58 & abv. di 
do barges x$2.56(6) 2.42(6) $2.42(6) $2.27(5)°* Diesel y ¢ x9 
Light Dieses, No. 2 fuel 8 x8 
bunkers $4 4562/6) $4 4652/6) $4 462(6) $4. 452/16 No. 5 fuel 
BunkerC, bunkers «$2.56(5 $2.42(5) $2.42(5) $2 “d 5)** No. 6 fuel $1.80 $1.80 
**July 2M prices: No. 6 fuel $3.02; No, 6 nag $2.45(5); No. 6 nag barges $2.42(6); Bu 
C $2.42(5). Kans, (For Kans, destinations only) 
Tampa, Fla. 42-44 w.w. kero.. .x(4)9.5-9.75 x9.375-9.75x x(4)9, 625-10 9.5-10 
Kerosine/ No. 1. 11.7(8) 11.7(8) 11.7(8) 11 7(8) 62 & bel. d.i. Diesel 9.375 9.375 9.375 x9.375 
No. 2 fuel...... 10. 5(6) 10. 5(6) 10. 6(6) 10. 5(6) 68 & abv. di 
Diesel oil, shore Diesel....... (2)9.1256-0.375x «9.125 
rants 10 6(6) 10. 5(6) 10 5(6) 10 6(6) No. 1 fuel .. (3)9.125-9.375(2)x(3)9.128 
No. 6 fuel, no sulf. No. 2 fuel...... 8 25-8.75(2) 8.25 
quar x$2.47(5) $2.35(5) $2.35(5) $2.20(4)** No. Bfuel....... $2.25 $2.25 $2.25 $2.25-2.35°° 
Light Disee a 03.8908) oy 2. 18(4)°° No. 6 fuel (2)$1.85-2.00(2) (4)$1.85-2.00  (4)$1.85-2.00 (4) $1.85-2.00 
bunkers . $4.41(5) $4 41(5) $4 41(5) $4, 41(5) July 22 price: No. 5 fuel $2.25 
BunkerC, bunkers «$2. 45(5) $2. 33(5) $2.33(5 $2. 18(5)** (a) Some sellers offer 0.5¢ “voluntary allowance.” 
**July 22 prices: No. 6 fuel nag $2.35(5); No. 6 fuel neg, barges $2.33; Bunker C $2.33(5), (b) Some sellers offer 21¢ bbl. “voluntary allowance.” 


78 


2 
, 
) 


9.425 9.375-9.625 9.375-9. 625 
9.375(2)n “0.25-9.75 (6)9.375-9.75 
8.75(2)x %8.25-9 125 8.5-9.125 





Coo 


“Ngee 


SOUTHERN “TERMINALS Highest Quality ATLANTA, GA. 


Hopewell, Vo Panama City, Fla. Petroleum Products 1401 Peachtree Street 
ton, N.C Birmingham, Alo HM, PA 
ae Montgomery, Ala e Gasoline PITTSBURG ° 


( . 
ncaa Columbus, Go e Kerosene Benedum-Trees oa 
Port Everglades, Flo. Greenville, Miss Diesel Fuel TEXAS CITY, TE 

* Knoxville, Tenn e Heating Oils Refinery 


AVAILABLE Tampa, won 
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REFINERY AND TERMINAL 


DISTILLATES & FUELS 


Aug. 12 Aug. 5 July 29 


Ark. (For shot. to Ark. & La.) 


42-44 w.w. kero 
Tractor fuel 
52 & bel. d.i. Diesel 
& abv. di 
Diesel 
. 2 fuel 
4 fuel 
5 fuel 
6 fuel 


Western Penna. 
Bradtord-Warren: 
Kerosine P 
65 cetane Diesel 
No. 2 fuel 

36-40 gravity fuel 


Oli City: 


K erosine eas 
50 cetane Diesel 
No. | fuel 

No 2 fuel : 
36-40 gravity ‘uel 


Pittsburgh: 
Kerosine , 
60 cetane Diesel 
No. 1 fuel 

No. 2 fuel 

36-40 gravity fuel 
Central Michigan 
46-49 w.w. kero 
Range oil 

P distillate 
No. 2 fuel 

U.G. 1. gas oil 
No. 5 fuel 

No. 6 fuel 


Kerosine 
No. | fuel 
No. 2 fuel 


(3) 11. 256-11.7 


10.5(2) 


(3) 10. 5-10.95 


10.25(2) 


11.5-11.85 


10 4 


(3)11.25-11.7 
10. 5(2) 
(3)10. 5-10.95 
10. 25(2) 


11.5-11. 85 
1 


0.4 
10.5-11.25 106-11. 25 


10.25-11 
10.25 


11.6-12.25 


10. 85-11 


11.6-12,1 


(2)10. 85-11 


x10.8-11.2 


13-13.6 
(2)13-13.2 


10. 25-11 
10.25 


11.6-12.25 

5x 10. 85-11 .25 
11,6-12.1 

45 = (3) 10. 85-11.35 


5 10.66-11.25 


(2)12.75-13.3 


(2)11.76-12.3 


10 
8.7-0(2) 


4.9O°3. 20 


12.6 
12.3 
11.3 


(2)11.75-12.3 
10 
8.7-9(2) 

2) 7.95-8.25(2) 


12.5 
123 
11.3 


Ohie— Quotations of 8. O. Obio for delivery to Obie pointa, 
l 
] 
1 


California - Los Angeles District: 


Rack: 
Stove dist 
PS 100 
Diese! fuel 
PS 200 
Light fuel 
PS 300 
Heavy fuel 
PS 400 
Tank Car 
40-43 w.w. kero 
Btove dist 
PS 100.. 
Diesel fuel 
PS 200 
Light fuel 
PS 300 
Heavy fuel 
PS 400., 


9.25-10(2) 
8.75-9.25 


$2.05-2.10 


$1.70-1.85 


Tank Truck (400 gals. or more) 


40-43 w.w. kero 
Stove dist 
100 
Diese! fuel 
PS 200 


17.1 
14 
12.5 


$1.70-1.85 
13.6 
9.25-13.5 
8.75-12 
205-2. 30 


$1.70-2.00 


(3)11.25 


11.7 
10. 5(2) 


(3)10. 8-10 95 


10. 25(2) 


11.5-11. 85 
10.4 

10 5-11.25 
10. 25-11 
10.25 


11.6-12.25 
10. 85-11 .25 
11. 5-12.1 
410. 85-11 
10.55-11.25 


13-13 6 
(2)13-13.2 
(2)12.76-18.3 
(2)11.76-12.3 

10 


87 
2.5 
23 
13 


26-10(2) 
75-9 .25 
05-2.10 


O.1 
iU-1 ) 


13 

9: 

8.7 
x$2.05-2.30 
x$1.70-2.00 

17.1 
14 
12.5 


San Francieco District: 
Tank Car: 


40-43 w.w. kero.. 14,1 


July 15 


9.125 
10 
8.625 


9 

& 625 
$2.50 
$2.30 


(3)11.2 
10 

(3)10. 5-10.95 
10. 25(2) 


11. 6-11.85 
10.4 


10.6-11 25 
10. 25-11 
10 25 


11.6-12. 25 
10. 85-11.25 
11 512.1 

3) 10. 85-11.35 
10.55-11.25 


13-13 6 
(2)13-13.2 
(2)12.76-13.3 

76-12.3 

10 

8.7-0(2) 


7.95-8.25(2 


DISTILLATES & FUELS 


Aug. 12 Aug. 5 July July 15 
Diesel fuet 


PS 200. . § § 12.5 
$2 35 


2 05 

Tank Truek (400 gals. or more) 
40-43 w.w. kero 76 
Stove dist— 

PS 100 14.5 
Diesel fuel 

PS 200 13 
Pacific Coast 

Ships’ bunkers, or deep tank lots 
San Pedro, Calif. 
Diesel— PS 200 $4 33(5) $ 
Buaker C— PS 400 $i sors $! 
San Francisco, Calif 
Diesel— PS 200 
Buaker C— PS 400 
Seattle. Wash 
Diesel— PS 200 $4.75(4 $4 7514 
Bunker C— P8400 9 §2 1014 $2,104 
Portiand. Ore. 
PS 200 4 { $4.75(4 4 

P8400 $2 $2 14 $. 


5 4 545 


‘ (5 $4.33 
$i HOr6 $i wor 


8018) 


$4 5404) 
$i 8614 


$4 5414 
$i 854 


$4 5414) 
$i noid 


$4 5414) 
$i B54) 


$4.75(4) 
$2. 1014 


$4. 754) 
$2 Wu 


75(4) $4 7504 
wea $2 104 


hiesel 
Bunker ( 
Mexico 
Ships’ bunkers; ( 
Guaymas 
Diese! 
Bunker C 
Manzanillo 
Diesel 
Bunker C 
Minatitlan 

ese 

Junker C 
Salina Cruz 

Diesel 
Bunker C 
Tampico 
I iese! 
Bunker C 
Veracruz 

sunker C 2 

**July 22 prices sina Crus $ 

Veracrus §2.20 


NATURAL GASOLINE 


Prices are to blenders on freight bans shown, shipments may originate in any Mid-( 
tinent manufacturing district 
Aug. 12 July 79 


Aug. 5 July 15 


FOB Group 3 
FOB Breckenridge, Tex 


Producers’ contract prices, tank ¢ 
July 29 July 16 
Propane 
7.25-7.5 
7(3) 


New York Harbor 
Philadelphia, Pa 
Toledo, Ohio 


Houston, Tex 
Oklahoma 
(Group 3) 
Baton Rouge, La 
Shreveport, La 


(2)2.5-3 


2.6(8) 
2.75(3) 
2.626(2) 


Stove dist 25 5 4 
PB 100 14 New Orleans, La 76 752 ’ | 2.76(2) 





jiver t 
additive 


Petrole 


Paragon 


EV &-4100 


PATENT CHEMICALS 


30 £, 40 St., N.Y.C Paterson 4, New Jersey 


PETROLEUM CORPORATION 


INDEPENDENT 
MARKETERS 








Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


New York 


Maine to South Carolina 


630 FIFTH AVENUE 


Boston NEW YORK 20.N.¥ 
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—fe] prices REFINERY AND TERMINAL 


July 22 prices unchanged from July 16 except as noted.) LUBRICATING OjLs 


LUBRICATING OILS Aug. 12 Aug. 5 July 29 
Western Penna Aug. 12 Aug. 6 July 29 July 16 Neutral Olie— Vis. at 100 ; 96 vA; 0-10 on: % Ae 
Viscous Neutrale— No. 6 col. Vie at 70° ¥ 100 vie....... . é x16-17 


. 900 vie... 2... 18-75-17.8(3) 15.75-17.5(3)x 18 -16.75 
200 vie. (968 ot 169°) 428-495 8, a oie eal 200 vie.......... (2)17-18(3) ; (3)16-17.25  (3)16-17 25 


ay 7s og . ate 500 vie... )17.5-18.5(3 5-18.5(3)x (3)16.6-18.5 (3)16.5-18.5 
b pt 4)18-18.8x 185 18(5 17.5-18(4)** South Texas 
150 vis. (143 at 100°) 400-405 fi Vis. at 100° F FOB 8, Tex. refinerice for domestic and/or export shipment. 


ipt 19 
i 


15 p.t j 100 vis. No. ig 
2h ps 16.5 16. 5(5) 5(f 2% col..... 
Bright Stock 200 via. Ne, 2-3 


4 baw 13. 76(6) 13.75(6) 13.75(6) 13. 75(6) 
o, 106 vis, at 210 o Hee . col 300 vis. Ne. 2-3 


+44 za 4 7 > , 14 26(6) 14. 25(6) 14. 25(6) 14. 25(6) 
+ Bigg ly tag oe + ahinee 600 vis. No. 244 

é. ae ss , ihe : as hl 3% el. 14 766) 14.75(6) 14.75(6) 14.7516) 
Cylinder Stocks 760 via. No. 3-4 
! ( 11(3) col, 16(6) 15(6) 15(6) 15(6) 
1200 vis. No. 3-4 


600 ar. filterable 
650 af 2-14 2-12.{ 4) Z 
600 flash 13 6&1 2)13.! Z (3)13. 5-1 5 eal. 99 16 6(6) 15 6(6) 15. 6(6) 16 614) 
640 flash 2)15-16.1 5 15(3 5A . 2000 vis. No. 4 col 16(6) 16(6) 16(6) 16(6) 
J 22 price 200 vie 18/5); Bright stock 25 pt. 17.5(6); Cylinder 3 
or. 1164); 660 a4, 12 600 flash (4)14.5- 14; 630 flash 15/4) 


Mid-Continent col... 12. 25(6) 12. 25(6) 12. 26(5) 12 2510) 


FOU Tules bosle, for domestic shipment only, bright stock, vis. at 210° neutrals, vie 
at 100° 0-10 pp. OM osecvccee 13. 76(6) 13. 75(6) 13.75(6) 13. 75(6) 


Bright Stock— Conventional ae 14. 25(6) 14. 26(6) 14. 25(6) 14. 25(6) 
200 vie. D, is. 
10-26 p.p 20 20 . 14. 75(0) 14.76(6) 14.75(6) 14. 76(6) 
160-160 vie D ‘ 
0-10 pp 18-19 col. 15(6) 15(6) 16(6) 16(6) 
5 


10-26 pp ee 17.6 
120 vie. D, 15. 6(6) 15. 5(6) 15. 5(6) 16 5(6) 
0-10 p.p...... 17 17 
Bright Stock Solvent hppa 16(6) 16(6) 16(6) 16(6) 
160-160 vis., 
0-10 p.p., 96 v.i, (6)20-21 (5)20-21 (6)20-21 


Neutral Olle Conventional- Pale Olle AVIATION GASOLINE 


(MIL-F-5572) 
11.76 11.76 11.76 Gulf Coast, 
Cargoes Aug. 12 Aug. 5 July 29 July 16 
13 13 ! Grade 115/145 
7 a 76 Grade 110/130... 
G ° 
13.26 13.26 26 resent 
260 vin 13.6 13.6 6 altimore, Md. 
280 vie 13.76 13.76 7% Grade 100/130 
300 vie No 3 col 14 4 Grade 91/96 
Neutral Olle — Solvent— 96 v.I. Grade 80 
170-180 vie. ~. (2)16.6-16 614) (2)16.6-16.6(4) (2)16.5-16.5(4) (2)15 6-16, 614) Boston, Mass. 
200 210 via. (2)16,76-16.76(4) (2)16.76-16.76(4) (2)16.76-16.76¢4) (2)16.75-16.76(4 Grade 100/130 
300 wie... ....... (2)06,26-17.26(3) (2)16.26-17.26(3) (2)16.26-17.26(8) (2)16.26-17.2613 Grade oa/e 
Grade } 
Cylinder Stocks rade 80 
600 #.r., Charleston, $. C. 
olive green 16.6 16 6 156.6 15 6 ae + : 0 
Grade 91/96 
Guilt Coast—Bolvent Refined Oils from Mid-Continent grade crude; FOB ship at Gulf Grade 80 
for export. Houston, Tex 
Bright Stock vis, at 210° Grade 100/130 
160-160 vis.; Cirade 91/96 


0-10 p.t., Ovi. (2)20-2113 2)20-21(3 (3)19-20(2 ( 2 Grade 80 


12. 25(6) 12. 26(6) 12. 25(6) 12. 25(6) 





This Is Your 
Market Place! 


Write today for Advertising 
Space Rates. 
NATIONAL PETROLEUM NEWS 


330 West 42nd St., 
hauling operation. GORBETT BROS. Tanks are cus- | New York 36, N. Y. 


tom designed and built for specific jobs and needs. 
Present your Tank problems to GORBETT BROS. 
and they will design and build what you need. 


GORBETT BROS. invite your inquiries about ANY 
kind of Semi-Trailer Tank you may need in your 











OFFERS THESE 
FINISHED PRODUCTS 


Base Stocks for making 
G Oo R B E = — B R Oo ty . these Mult: Grade Lubricants 


Tank Manufacturing Co., Inc. 
Dept. E, 2548 N. E. 28th Street * Phone MArket-1238 * Fort Worth, Texas 


DEEP ROCK OIL CORPORATION 


PHONE 4351 
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REFINERY AND TERMINAL 


July 22 prices unchanged from July 15 except as noted.) 


AVIATION GASOLINE 
(MIL-F-5572) 


Aug 12 Aug 5 July 29 
New Orleans, La. 
Grade 100/130 18 x18 
Grade 91/96 5 l x16.5 
Grade 80 1 


New York, N. ¥ 
Grade 100/130 
Grade 91/96 
Grade 80 


Norfolk, Va. 
(jrade 100/130 
rrade 91/96 

Grade 80 


Toledo, Ohio 
Grade 100/130... 
Grade 91/96 
Grade 80 


JET FUEL 
(MIL-F-5624) 
Gulf Coast, 
Cargoes Aug. 12 Aug. 5 July 29 July 15 


Grade JP-4 8 875-9.25 x8 875-9.25 8 75-0 25 x8 75-0.25 


NAPHTHAS & SOLVENTS 


Aug. 12 Aug. 5 July 29 July 15 
Baltimore, Md. 
Mineral spirits. . 16 5(4) 16 8/4) 16 (4) 16. 8(4) 


Boston, Mase. 
Vv. M. & P. 

naphtha P 18 5(4) 18. 6(4) 18 5(4) 18. 5(4) 
Mineral spirite 17. 5(5) 17. 5(5) 17. (5) 17. 5(5) 


New York Harbor 

V.M. & P. 
naphtha 

Mineral spirits 


Philadelphia, Pa. 
V.M.& P. 


naphtha....... 17. 6(4) 17. 6(4) 17. 6/4) 17_5(4) 
Mineral spirits... 16 5(6) 16. 5(5) 16 5(5) 16 5(5) 


Providence, Ri. |. 
v.Ma&P. 

naphtha ...... 19.5 196 19.5 19.5 
Mineral spirits. . 17. 6(5) 17. 6(5) 17. 5(5) 17 6(6) 


FOB Group 3 
Stoddard solvent 12 375(4) 12. 375(4) 1237614) 12. 37514) 
aa | gootite, 12 976(3) 12 875(3) 12 875(3) 12 876(3) 
‘naphtha - 12 875(4) 12 875(4) 12. 875(4) 12 875(4) 
Mineral spirite. . 11 875(4) 11_875(4) 11. 875(4) 11 875(4) 
Rubber solvent... 12. 875(4) 12. 875(4) 12. 875(4) 12. 875(4) 
Lacquer diluent. . (2)13.125-13.375 (2)13.126-13.376 (2)13.126-13.375 (2)13.125-13.475 
Bensol diluent .. (2)14.126-14.625 (2)14.126-14.626 (2)14.126-14.695 (2)14.126-14 625 


Western Penna. 
OF. City: 


Stoddard solvent 16 16 16 


Ha ep 
Steddard solvent. 16(3) 16(3) 16(3) 


Ohle— Quotations of 8. 0. Ohio for delivery to Ohio points. 
V.M.&P 

naphtha si 18 
Mineral spirits 17 
Stoddard solvent 17 17 
Rubber solvent. 15 875 16.875 
E. Tex. (Truck tra vsport lots) 
Stoddard solvent, 12.25 12.26 


Cent. W. Tax. (Truck transport lote) 
Stoddard solvent 11.6 11.5 


PARAFFIN WAX 


Aug. 12 Aug. 5 July 29 July 15 
Western Penna. (tc. in bulk) 
124-6 AMP white 
erude ecale (26 26-6 66 (2)6 26-6 66 


(26 26-6 46 (2)6. 26-6. 66 
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PARAFFIN WAX 
Atlantic Seaboard 
Melting points are AMP, 3° higher than EMP. Prices for carload lota, Domestic prices 
FOB refinery; scale in or bbie.; fully refined, slabe loose. Export prices FAN; seale vs 
bags or bbis.; fully refined in bags or cartons. 


Aug. 12 Aug. 5 July 29 July 16 


New York Domestic 
124-6 white of ude 
swale ) 7.12 
123-6 fully refined 7 05-8. 48 
125-7 fully refined 
128-30 fully 
refined ° 
133-6 fully refined 
135-7 fully refined 
138-40 fully 
refined 
143-6 full 
149-61 fu 
refined 


New York Export 


124-6 white erude 

oca (4/6 6-6.75 (4)6.6 7 (4/66 
123-6 fully refined 8-8 25 88 882 a8 
125-7 fully refined (2)8-8 45 (2)8-8 46 (2)8 a8 
128-30 fully 

refined (2)8-4 45 (2)8 8.45 (2)8 (2)8 8 
130-32 fully 

refined (2)8-8 45 (2)8-8 45 (2)8 (2)8 8.45 
133-6 fully refined (2)8-8 55 (2)8-8 55 (2)8-8 BS (2)6- 8 56 
135-7 fully refined 8 25-8. 55(2) 8 25-8 65(2) 8 26-8.65(2) 8 26 4 5512 
138-40 fully 


y refined 8 55(2) 
y 
P 10.65 


refined 8. 25-8 55(2) 8 25-8 65(2) 8.268 55(2) 8 25 8 55(2) 
143-6 fully refined 8 25 8 55(2) 8.25-8 55(2) 8 26-8 65(2) 8 26 8 BA(2 


PETROLATUMS 
Aug. 12 Aug. 5 July 29 July 15 
Western Penna. 
Bbis., carloads; tank cars, 1-1 5¢ leas. 
Snow white (2)7.125-7.75 (2)7_ 1256-7.75 (2)7_ 126-7 76 (2)7.125-7.75 
Boft white (2)6.75-7.375(2) (2)6.75-7.375(2) (2)6 76-7 376(2) (2)6 75-7 37602 
Lily white (2)6 625-7 2: (2)6.625-7.25 (2)6 625-726 (2)6 625-7 25 
Cream 6.125-6.75(2) 6 125-6 75(2) 6 125-6 75(2) 6 126-6 7512 
Soft yellow (2)5. 25-6 .75 (2)5 25-6 75 (2)56 256-6 75 (2)5 25-6 76 
Light amber (2)5. 25-6 76 (2)5 25-6 76 (2)5 26-6 75 2)5 265 75 
Amber (2)6-6.6 (2.5665 (26-65 (2)6 6 5 
Red 475 6 375 4 76-6 375 476 6 376 475 6 476 


DAILY Prices 


use Platt's 


OILGRAM 


Price Service 


for Complete DAILY Oil Prices Direct 
from the World's Leading Oil Centers 





Timely, reliable market information delivered to your 
desk by fastest mail—every morning! 


Accurate daily reporting of more than 800 prices of 
refined petroleum products 


Plus up-to-the-minute news of events affecting oil 
prices and markets. 


SPECIAL! Try OILGRAM for two weeks at our ex- 
pense. Learn first-hand how valuable it can be. 


Platt’s OILGRAM Price Service 
McGraw-Hill Publishing Company 
330 W. 42nd St., New York 36, N. Y 


Yes—! want to try the OILGRAM Price Service. Please 
send me a two-week subscription without obligation 


NAME TITLE 
COMPANY 

STREET 

CITY 














—fj prices TANK WAGON 


Prices for gasoline do not imclude taxes; they do, however, include 
mapection fees as shown in next column. Gasoline taxes, shown in separate 
column, include 2¢ federal and state taxes; alse city and coumty taxes 
as indicated in footnotes. Kerosine tank wagon prices also do not include 
taxes; hevosine taxes wheve levied ave indicated in footnotes. Discounts 
if an she in footnotes. These prices in effect August 15, 1955, 
as posted by principal marketing companies at their headquarters ofhces, 
but subject to later correction 


Ala. 
Kans. 
1/20c; 


Penn. 


1/40c on gasolin 
1/100c; La, 
N. C, 1/4e; 
3/5e and 


N. 
Wisc. 


ave un 
, 


Socony Mobil 


Mobilgas 
(Regular Grade) 


Mobilgas Aircraft 
Grade Grade Grade 
Gasoline 860 91 
Taxes T.W. T.W. 


100 


Mobil Kerosine 
T.W. TJ T.W 


T.C, ar 
New York City: 
Manh... 
Bronx. 
Kings... 
weens.. 
Richmond. . 
Albany, N. Y. 
Binghamton. .. 
Buffale.. 


14 
15. 
14.8 
14 
15 


0 


15.15 
15 

14 
Plattaburg 
ae. 
Hilageport ‘Conn. 
Danbury 
Hartford 

New Haven 
Bangor, Me. 
Portland. . 
Boston, Mana... 
Coneord, N. H. 
Lancaster. . 
Manchester 
Portamouth . 
Providence, KR. I... 
Burlington, Vt. 
Rutland,. 

Tank Seas ites 
Mineral Spirite 

Vv. M ? 


16 


STV BAAARVRAASABQ*AA22a& 


“Ss 


16 
11 
10 
12 


x10 
x12 


1 15 
6 


0 
9 
4 


"24.3 
° 6 


WIA I-22 


Syracuse 
22.0 
23.6 


Buffalo Rochester 
19.6 


Naphthe 21.6 


Taxes: N.Y.C. prices are ex 3% city sales tax 

Discounts: Mobile Kerosine-—-New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5c¢ fo 
Mobilfuel Diesel--All points, tank wagon less 0.5¢ for deliveries of 800 gals. or more 

- Mobilheat--New York City (all boroughs) and Mt. Vernon, tank wagon less 0.6¢ for deliveries 

otes: 

Effective dates: ®July 28; 


N.Y. City 
18.0 20.6 
19.6 22.6 


Syracuse prices ex 2% city sales tax, 


*Aug. 8; xAug. 15. 


Ohio Standard 


Sohio X-Tane Gasoline 
(Regular Grade) 
Con- Re 
sumer odi- 
T.W. 
19 
19 
19 
19 
19 
19 
19 
19 
19 
19 
19 


T.W. 
Sohio 
Avia. 
100 
16 
76 
76 
. 16 
16 
76 
76 
76 
16 
16 
716 
ee 24 716 19 
Zaneeville......... 24 27.76 19 
Taxes: Hangar enevebeus can purchase aviation gasoline less 5c 
to supplier 
Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Notes: Kerosine, Nos. 1 & 2 Fuels—Prices are for 100 gal. or more; for 60-09 gal., add 1¢; 1-49 gal. 
Naphthas & Solventsa—Prices are for t.w. and drum deliveries of 600 gal. or more 
Premlum-grade gasoline prices: 
*Price subject to 0.5¢ “temporary allowance”. 


Aviation Gas,.-Cone. 
Sohio Sohio 
Avia. Avia. 
80 91 

23 24.75 
23 24.76 
23 24.76 
23 24.76 

24 

24 

24 

24 

24 

24 

24 


D.C, 
Naph- 
the 
23 
23 
23 
23 
23 
23 


Casoline 
Taxes 8.8. 
19.9 
19.§ 
20 
20.§ 
20 
20 § 
20 
20.§ 
20.§ 
20.9 
20.9 
20.9 
20.9 


State Road Tax 


= 
S 


Akron 
Canton..... 
Cineinnatl 
Cleveland 
Columbus 
Dayton 
Lima 
Manafield 
Marion > 
Portamouth. . 
Toledo : 
Youngstown 


16 
16 
16 
16 
16 
16 
16 
16 
16 
16. 
16 
16 
per gal. 


8 nd 8 9 9 33 3 «2 3 3 ~3 ~~) 
SxeeDerereaerszreer=zense 
Serene newaowwncws 
MRAM MMMANMMT AD 
Sososososcesces 


by supportin 


Indiana Standard 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 
of Indiana bulk planta where the company’s prices are publicly posted 


Standard Furnace Oil 
100- 100- 175- 
174 349 849 
gals. gals. gale. 


Red Crown 
(Reg. Grade) 
Cons. Dir. 
T.W. TW. 
S18 8 916.8 
19 18 .0* 
18 17.8 
17 

17 


350 850 
gale. gale. 
& over & over 


100 
gals. 
a over 


Kero- 
sine 

T.W. 
16.6 
17.6 
16 
17 
16 
16 
13.8 
16! 
17,9 
17 
17 


Caso- 
line 
1 artes 


7 


Chicago, Il. , 
South Bend, Ind. 
Detroit, Mich. 
Mpls.-St. Paul, Minn 
Des Moines, Ia... 
St. Louts, Mo. 
Wichita, Kans. 
Omaha, Nebr 
Farge, N. D. 
Huron, 8. D. 
Milwaukee, Wise 


15 
14.8 


170 NATIONAL 


1/32c; 


Kerosine inspection fees only: 


T.C. 


x10.¢ 


Rephthe & Solvente—Cons, T.W. 
S.R V.M.&P 


consumer t.w. & s.8. 3¢ above regular, resellers 2.5c above regular. 8.s. 


Inspection fees per gal., included in both gasoline and kerosine prices 
inless otherwise specified, 


are as follows: 

Ark. 1/20c; Fla. 1/8; Ill. 3/100c; Ind. 2/25c; 
Minn, 5/200c; Mo. 256 Neb. 2/100¢; Nev. 
D. 1/20c; Okla. 2/25c; S. C. 1/8e; S. D. 1/40c; 


3/100¢ 
1/2c; Towa 1/50c; Mich. 1/5c¢ 


e; 


Ala 


Mobilheat 


(No, 2 Fuel) 
T.C. Yard T.W. 


Mobilfuel 


Diesel 


x14 
x14 
x14 
x14. 
x14 
xl4 
x14 
x16 


x10 
x10 


a 


al 


x10 
x10 


x14 
16% 
x15 
xl4 
x14 


SIND HHA 


x10 


x10 
x10. 


x14 
nl4.i 
x15 
x15 
xl4 
x15.! 
x16. 
x15 
x14. 
x14 
x15 
x15 


Resten 


19.0 
20.5 


x14.9 

x14.5 

x14.1 

1.9 x14.9 

x12.38 15.3 

Hartford 
20.0 
21.6 


x10 
x11, 


Providence 


19.6 
21.6 


applicable to price of gasoline (ex tax) 


r deliveries of 300 gals. or more 


of 300 gals. or more. 


Premium-grade gasoline t.w. prices 2.6¢ above regular. Jamestown t.c. priees are delivered prices, all other t.c. prices are FOB bulk termitnats 


No.2 
Sohio- 


Sohio Kerosine No. 1 

Sol- T.W. Sohio- 
Heat 

16. 
15 
15 
15 
16 
16 
16 
15 
15 
15 
16 
16 


Naph- : Varno- 
the lene 
15 


23 16 


oe 30 20 ce co to ce Go ce ce ce ce 
* 


eesososnceoost 
eoosoeceososses 
ecoescesosssss 
ce be 08 G0 co 0 Ge co co co ce oo ce 


= 
i. 
— 


0 
g purchase with State Tax Exemption Form A-10 


, add 2¢. 


prices are at company operated stations 


Fuel Oile—T.W.—Chicago, Il, 
Standard Standard 
Heater Oil Furnace Oi} 

16.6 15.6 
16.6 eeve 
15.1 rer 
14.6 
14.1 
Stanolex 
Fuel ¢ 
9.0 
8.26 


gasoline tax includes lc 
city tax. Des Moines, Ia., kerosine and furnace 
oil prices do not include Te state tax. State 
sales, occupation, consumer and use taxes to be 
added, where applicable. 

Discounts: Red Crown—CTW prices at some 
points subject to varying discounts for quan- 
tity deliveries. 

Note: Premium-grade gasoline t.w. prices gen- 
erally 2¢ above regular. 
*Temporary” price. 
Effective dates: xJuly 25; 


400 gals. & over 
Stanolex 
Fuel A 


1-749 gals 10.15 
760 gals & over... 9.4 


Taxes: St. Louis, Mo., 


®July 26 
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. ; > 7 : 5« e es provincial taxes 
CHEVRON imperial (Prices are per imperial gal.; to Taxes: Ga ne tax are provincia 
Standard Of negular) Ay. 80/87 on arrive at price per U. 8S. gal., Notes: 

California T. T.T. 


subtract 1/6th.) Premium-grade gasoline t.w. prices Se above 
Gals. & over (Esso Gasoline regular 
Regular Grade) Kero- *Price is for premium grade 
Dealer Gasoline sine 
r. T.W. Humble 
25 Humble Ca > Kerosine 
Oil Regular line Tank 
T.W. Retail Taxes Wagon 
Dallas, Tex 14.8 19.9 6.0 13.3 
Ft. Worth 14.8 19 6.0 13.3 
Houston 14.7 20 6.0 13.3 
San Antonio 15.0 20 6.0 3.3 


San Fran., Cal... 16 
Los Angeles 16 
Fresno.. a 
Phoenix, Ariz. 19 
Reno, Nev. “19 
Portland, Ore. 
Seattle, Wash. 
Spokane 

Tacoma 

Boise, Idaho 

Salt Lake 

Honolulu, T. H... 
Fairbanks, Alaska 
Juneau 


St. John’s, Nfid °25 < 
Halifax, N. 8 21 
St. John, N. B. 21 
Charlottetown, P. E. 1. 23 
Montreal, Que. 21 
Toronto, Ont. 22 
Hamilton, Ont. 22 
Winnipeg, Man. 21 
Brandon, Man. 24 
Regina, Sask ~ a 
Saskatoon, Sask. : 24 
Calgary, Alta. ae 
Edmonton, Alta. 19 

Vancouver, B. C 21 
15 


“| CUTYOUR FREIGHT C08 


we | SEATTLE 


Ame PRN IS 


Notes: 
T.W. prices are to all classes of dealers and 
consumers 


CADBDIKVStIone-#& wrn-3 


—-DOBAInNVe BAROLO 
AIA04 22S OeDI-S 


aac 


Standard Premium-grade gasoline t prices 2.5¢ 


above regular 


CeCe nwo OK—Srenrmnwnw # 





0 
5 


San Fran. 

Los Angeles 

Fresno 

Phoenix 

Reno 

Portland 

Seattle 

Spokane. . 

Tacoma 

Boise 

Salt Lake 

Honolulu 

Fairbanks 

Juneau , 23 
Effective dates: (Nov. 26 '54; xJuly 18; ®July 25; 

*Aug. 1; *Aug. 9. 


2am 


SnwrIFTAae2an 


Taxes: 


Boise—8e gas tax applies to motur fuel only- 

ome taxes are 2c federal, 2.5¢ state. 
alt Lake—Te gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c state. SAN FRANCISCO 

Honolulu—9.5 gas tax applies to motor fuel ® e 
only; avgas taxes are 2c federal, 3.5¢ terri-? 
torial. Standard Diesel/furnace oil price is ex FALLING ROCK, 
le territorial liquid fuels tax. All T.T. prices LOS ANGELES 
are ex Hawalian gross income tax of 1% to * 
reseller, 2.46% to consumers. 

Alaska—-7¢ gas tax applies to“motor fuel “only 
avgas taxes are 2¢!federal, 3¢ territorial. Standard 
Diesel /furnace oll prices are ex 6¢ territorial. 
Notes: 


Gasoline—-For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0¢ for 40-199 gals; 
0.6¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5c differential applies 
to 40-399 gal. delivery; for less than 40 gals 
add 5.0c gal.; except at Honolulu add 6.0¢ for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap 
ply to all quantities In excess of 40 gals 
Prices for Chevron Supreme (Premium) are 
2.79 gal. higher, except at Boise and Salt Lake, 
which are 2.59 gal. higher—than Chevron (Reg 
ular) for quantity delivered. For less than 40 
gal. deliveries, add 5.0¢ gal. to 400-gals.-and- 
over price, except at Honolulu, add 6.0¢ gal Elk has modern storage facilities located at the points 
for less than 40 gals. (Marine) and leas than < 
100 gal. (Shoreside). Add to Chevron Aviation indicated on the map above. These modern, nearby facili- 
80/87 quantity delivered prices, 2.0¢ for 91/98, 
5.0¢ for 100/130 and 8.0e for 116/145 ties can save you freight and also keep your inventories 

Kerosine—T.T. prices apply to deliveries of . ’ 
400 gals. and over. For other deliveries: lesa trimmed—-safely! 
than 40 gals., and lle. 200-399 gals., add 3¢ 
40-199 gals., add 6c: tank car/truek trailer, Our sensible customer-supplier agreement protects you 
deduct 3.5c. 

Standard Diesel/Furnace Oil and Standard against sudden market price increases and immediately 
Stove Oil—T.T. prices are for deliveries of 400 ‘ s 
gals. or more. For other deliveries: 40-199 gals., gives you the benefit of price decreases. 
add lc; 200-399 gals., add 0.5c; less than 40 
gals., add be. 


*Standard No. 2 Burner Oil 
Fire-Chief Gasoline 

Texas 4 Kerosine 
Co. Dealer | 

Ww. Bewe 
Dallas, Tex. 3: WRITE, WIRE OR PHONE 
Ft. Worth 1 B 3.3 
Wichita Falls € for samples and details, without 
Amerie a ‘ obligation. Important: We do 


1 
1 
1 
1 
FP 1 
E not “high-pressure” our pros ING COM PAS: 
1 pects. We tell you the merits REFIN 
1 
1 
1 
1 


PHILADELPHIA 
a7 





NEW ORLEANS 





a 


wWwrwnwnwuwne 


Houston 


3 
3 
3 
3 
4 
3 
3 
3 
3 
3 


Paso 
San Angelo 
Waco 

of our proposition and let you Charleston 24, W. Va. 
gs Antonio 0 , be th d 
Port Arthur 7 3 iad taal Refiners of Highest Quality Pennsylvania Grade 
Notes: Dealer t.w. prices apply also to al! Petroleum P.G.C 0.A. Permit No. 25 


Austin 

classes of consumers with minimum delivery | 

of 60 gals. FOUNDED 1913 
Premium-grade gasoline t.w. prices 2.5¢ 

above regular. 


AAA RAAAAARAAAR 


wes 
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—fe} prices TANK WAGON 


Taxes: 


Atlantic itouthe Minera! ) ices also apply 
fs ro. Solvent Gasoline tax column includes these city 
( , " cae 43 ‘ ila a 
Refining 6% Newinhar rade) tad or av ie ee 4: on” taxes: Albuquerque & Roswell, 0.5; Santa 


one Iie. j ) ‘ } y 

1.W U.W. Vases T.W. T.W. fone Ge khmer Se Fe, le. Cheyenne, le; Casper, lc. 
Allentown, 

Pa 

Altoona 
Erte 
Greensburg 
Harrisburg 
Philadelphia 
Pittaburgh 
leading 


0 { 5 . pen ‘ 5¢ “volunts wance” Discounts: 
. te Salt Lake City and Twin Falls gasoline and 
; ee hy Kentucky Crown (Gaso-~ Kero- kerosine prices apply for deliveries of less than 


0 Net line sine 

0 4.95 914.3 Standard Dealer 1 enee T.W. 200 gals.; 200-899 gals., deduct 0.5¢; 400 gals. 
; 4.6 Covington, Ky 161 90 15 and over, deduct le. 

0 


i 


Lexington 17 0 9.0 16 

f : ‘ ‘ F 

Wilkes Barre? i4.4 0 omeone ea - 4 : v1 

Williameport 16 0 5 pe woe . Mi ig : T. W. prices are to consumers and dealers. 
ac aon r Lata) » 

W i> an Vicksburg 16 0 Premium-grade gasoline t.w. prices 2.5¢ 

« if f 4.35 13.¢ f * ' 
Hartford ¢ sSirmingharn f above regular at Oklahoma & N. Mexico points; 
4 ‘ P ‘ Mobile 1 
Conn 16.3 ‘ #1 l 

M 


Notes: 


> 
a2 93 03 2-2 33-2923 


—- 


i 


pr i « ‘ ‘ ontgomery 2.8¢ elsewhere. 
— 163 ini : ae ar a, Ga 5. Effective dates: ®July 23; xJuly 26; *Aug. 3. 
M ase 16.4 ’ . Saaan 7 
Springfield. 16.4 7 14 tae , 
Prov., KR. 1... 16.4 5 pa ese 4 9 ( 
Camden,N.J.°16 ae At nexaon ville, + 
Newark *16 5 4.2 } ~ ——_ , ; 12 : 
Albany, N.Y.«16.f 5 +B oe Faso Gasoline 
Binghamton. x15 { f f Tampa ' 9.0 sli a Esso (Regular Grade) 
Huffalo.... «16 f #16.3 Taxes: Standard Casoline 
Mlmira x15 f ».f " Gasoline tax colum includes these city & (x . Dir. 
lochester x16 gi ounty taxe Mobile, 2e city; Birmingham, le TW. TW. Taxes T.W 
yracune ah > ».2 14 ounty; Montgomery, le city & le county; Atlantic City, N. J 0 14.0 
Watertown. . x17 7 ; wacola, le city. Other taxes not included in Newark 815.0 914.0 
Baltimore, ) Georgia, kerosine le; Montgomery, Baltimore, Md 114.9 14.9 
F Md fhe ce; Mississippi ( ie 0. be Cumberland x16 x16,1 
Uchmond, Washington, D x15 «15.4 
ont ; f Hh las (N. B. Prices are Continental's tank- Danville, Va mm 16.5 
var otte, wagon prices. Current selling price Petersburg 16 16.0 
N.C may vary from those shown because Norfolk Mm 5.1 
Jackson ville, of local eonditions) Richmond SE 5. 16 
lend 1 +4 Roanoke a 17 
4 Charleston, W. Va.. .g 16 


(regular) Grade line Fairmont seeeeee x16 


Mineral Spirits V.M.&P. Tank Wagon Texes T. Wheaten = 
v.W. ; 


r.W. Denver, Colo 15.9 0 Charlotte, N 
Grand June ° 
Pueblo 
Casper, Wyo 
Cheyenne 
Heavy Fuel Oile—T.W. Billings, Mont. 
No. 5 Butte 
Philadelphia, Pa 48.98 Great Falls 
Helena 
Notest Salt Lake, I 
, P Twin Falls, Ida 
Premium-grade gasoline t * 7 prices , Albuquer., N. M 
above regular, except Florida 25e¢ Roswell 
Kerosine-—-Thru Pa, & Del., add le per gal Santa Fe : 
for t.w. deliveries of less than 100 gals. at one Muskogee, Okla - 
time. Camden Add le for deliveries of 100-294 Oklahoma City Knoxville, Tenn. 
gals., 2c for less than 100 gale Tulsa ; 5 Memphis 
Chattanooga 


Nashville 
Little Rock, Ark 
A oe Naphthas T.W. & Steel Bhs. 
' a Newark, N. J. Min. Spirite V.M. & P 
laud C , 3,600 gals. & over 18.0 19.5 
Steel bbls. 24 0 25.6 


WHISTLING TANK FILL SIGNAL , 5.600 gal over 16.7 


Washington, D. C. 
3,600 gals. & over 17.2 


na 


Conoco Demand 
N-Tane (30d (aso- 


Ah 4 ; Hickory 

re z df Mt. Airy 

‘ 0 Raleigh 

0 Salisbury : 

0 Charleston, 8. 

0 Columbia 

0 Spartanburg 

0 New Orleans, 

0 Baton Rouge 
Alexandria 

Lake Charles 

Shreveport 

New Iberia 


Philadelphia, Pa 18.6 19.6 
Pittaburgh 22.0 23 0 


x 
x 
4 x 
x 
x 


x»2=x-~ 


f 
a) 
0 


f 


x 
x1 
x 
x1 
x} 
x1 
“1 
x 
x1 
x 
° 
. 
. 
a} 
s 
s 


~ 2m 
NS DNwSA—-SDONID-NVAAIIAIN Sewn 


SXIDACB& OMe D 








FUEL OILS—T.W, 
No. -2 No.4 No.6 


Atlantic City, N.J. 14 

Newark... . 4 

Baltimore, Md. 

Washington, D. ¢ 
‘ o/ D ille, Va. 

Saves from 15 to 30%, on delivery 5 ‘ Polenane. af 

costs, Assures safety and cleanliness, too! / Norfolk... 

: . f ‘ome Richmond 

VENTALARM xignals are Underwriter f Roanoke 

Laboratories Listed. and approved by Charlotte, N. ¢ 

Leading F 1 Safety Autt pg 

~24aing Tire and »,atety uthorities Mt. Airy 

Raleigh 

A full variety of models t ati ve ‘“ Salishury : 

tank condition, new or old P - Charleston, 8. C 

' ; . Columbia 

FULL PATENT PROTECTIO? : Spartanburg 414.0 


Taxes: Louisiana kerosine prices do not in- 
lude le state tax. 


SCULLY ST | Notes: Kerosine No. 1-—Atlantie City prices 
NAL COMPANY : sre for deliveries of 300 gals. or more; le 
for 100-299 gals., 2c for less than 100 gals. 
174 Green Street, Melrose 76, Mass. Premium-grade gasoline t.w. prices 2.fe 
Canadian Branch: SCULLY SIGNAL LTD., 28% W.. Toront ‘tar above regular 
Effective dates: *June 1; *June 10; tJune 28; 
xJuly 14; “Ju 15; ®July 29; Aug. 6; Aug. 11. 


Z 


tn 


$3.984 $3. 236 
4.32 =3.28 
4.40 3.18 


o 





2 0 OO 2 
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CRUDE OIL Domestic—in $ per bbl. of 42 


SCHEDULE 
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U. S. gals. at tne well 


FIELDS EAST OF CALIFORNIA 


F G H I J 





Prices in fields east of California were ef- MI 
fective as of 7 a.m., June 15, 1953, except as 
noted. Prices as shown by states and by gen- 
eral areas in most states. Details of fields MI 
where each company posts and exceptions to 
gravity achedules as shown above will be fur- 
nished on request to NPN. Scattered fields on M¢ 
gravity schedule as well as fields for which 
flat prices are posted are shown in the Flat lin 
Price Section - 


Schedule R: 


GRAVITY SCHEDULES St 


ARKANSAS—Sweet Crude NE 


Schedule A: Arkansas Fuel, Easo, Gulf, Mag 
nolia. 
Nk 
ARKANSAS—Sour & Other Crudes 
Schedule M: Ark. Fuel, Esso, Ohio Oil 
h 
COLORADO—4Sweet Crude 
Schedule A: Continental, Phillips, Pure, S 
clair, Texaco 


NI 


KANSAS—AIl fields 
Schedule A: Carter, 

nental, Gulf, Phillips, 

Stanolind, Texaco 


Service 
Shell 


Cities 
Pure, N¢ 


« 


Schedule O: 


Schedule A 


Schedule A: 


ew MEXICO 
Schedule D: 
nental, Gulf, Humble, Magnolia 


Schedule C: 
nental, Gulf, Humble, Magnolia 
anolind, 


Sehedule A: Stanolind 


SSISSIPPI—Fayette & Other Fields 


Esso, Pure 


SSISSIPP!I—Overton & Other Fields 


Schedule N: Easo 


INTANA 


Sweet Crude 


Carter, Phillips, Ohio Oil, Star 


d, Texaco 
INTANA—Sour Crude 
Carter, Continental, Ohio 
snolind 
*BRASKA—AII fields 
Pure, Sinclair 
-Intermediate Crude 
Atlantic 
Phillip 
Sinclair, Stanolind, Texac 


ell, 


[\W MEXICO—Sour Crude 
Atlantic, Cities 
Texaco 


All fields 


(1-1 


IRTH DAKOTA 


2¢ below Schedule C: Sohio (6-1-55) 5) 


OKLAHOMA 
Schedule A: Carte ( 
nental, Gulf, 


LOUISIANA—Central 
Catahoula Lake & Other Fields: 
Schedule N: Esso . 
Hamphill & Other Fields: 
Schedule O: Faso, Gulf, Stanolind 
Olla & Other Fields: 
Schedule P: Ark. Fuel, 


Esso 


P 
LOUISIAN A—Coastal 1 
Edgerly & Other Fields: 


Schedule F: Gulf. rE 


Eunice & Other 
Schedule E 


Fields: 


OKLAHOMA 


Schedule 
t 


$2.90 
(24-29 gravity): Service, er 
Sun. Am 


Sweet Crude 
Mag i, PI 
iir, Stanolind, in, Texs 
Sour Crude 
AA (8 
urter, Cities ‘ 
re Shell inelair 
), Texaco 5 
XAS—East Texas Field 
Flat Price: Ark. Fuel, Atlantic 
vice, Gulf, Humble, Magr 1, Ohio Oil 
Phillips, Shell, Sir 


erican, lair 


in, Texaco 


LOUISIANA—East 

Delhi & Other Fields rr 
Schedule N: Esso, Sun 

Fairview & Other Fields: 
Schedule O: Esso rt 


Schedule P 


LOUISIAN A—North , 
Athens-Pettit & Other Fields rye 

Schedule M: Esso, Gulf : 
Caddo, Homer & Other Fields 

Schedule A: Ark. Fuel, Esso, Gulf, Magnolia 

Ar 

LOUISIANA—South 

Schedule P: Cities Service, C 
Gulf, Magnolia, Pure, Shell, 
Texaco. 


ntinental, Fasc 
Stanolind, Sur & 


Hi: 
MISSISSIPPI—Fucutta & Other Fields 
Schedale Q: Faso, Gulf. 
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Schedule B: 


Mayno 


blic, Shel 


Schedule J: Atlantic, 
lex 


Schedule E 
American, tan 


Schedule E 


Humble, 


East Central 
Humble, § 


XAS 


inclair 


Gulf Coast 
Other Fields 


Pan 


XAS 
line & 


American 


d 
ahuac & Other Fields 
Sehedule F: Citie er 


i, Pan American, Phi 
i. Sinelair in, Texs 


ne 
Field 


ln & Ot 
Phillips, P 

& Other Low Cold Teast Field 
(24-30 Gravity): Humble, P 
lind, Sun, Texace 

Fields 
(24-40 Gravity) 
American, Stanolind 


e Cree 


stings & Other 


Pan 


NEWS 


Cities ervice, Con 


tanolin 


Atlantic, Gul 


hk 


Oi, 


ti 


Pure, 


Cities 


Pan 


f 


clair tan 
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2re ee te te ren 
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ter 





rEXAS—North, North Central 
Schedule A: Continental 
nelair, Stanolind, Texaco 


Gulf, Magnolia, 


S 


Northeast 

(Asphalt Crudes) 

Cayuga & Other Flelds 
Schedule K: Pan American 

Taleo & Other Fields: 
Schedule L: Humble, Texaco 


TEXAS 


rEXAS 
Schedule A: 
lips, Texaco 


Panhandle 


Gulf, Humble, Magnolia, Phil 


rEXAS—South west 

Bianconia & Other Fields: 
Schedule I: Cities Service, C 

ble, Pure, Stanolind, Sun 

Kelaey & Other Fields 
Schedule H: Humble, Sun 

Mirando & Other Crudes 
Schedule G (24-29 Gravity): 


lair, = 


Hum 


ntinental 


Humble, Mag 


nolia ine Sun, Texaco 
Refugio & Other Crudes 
Schedule G (20-40 Gravity): Atlante 


Humble Phillips, Republic, 


Citles 
Service Sinclair 


jun 


TEXAS——West Central 
Schedule A: Humble, 
Texaco 


Magnolia, 


Texas Sweet 
Schedule A Atlantic, Cities Serviee, Gulf 
Humble, Magnolia, Phillips, Pure, Shell tin 
air, tanolind, Texaco 


rEXAS—Weat 


TEXAS—Weat Texas Intermediate 

Schedule D: Atlantic, Cities Serviee, Gulf 
Humble, Magnolia, Phillips, Pure, Shell in 
ind, Texaco 


rEXAS—Weat 
Schedule C: 
Humble Magn 


hell, Sinclair 


Texas Sour 
Atlantie, 
lia, Ohlo 
Stanolind, 


Citles Ser Gulf 
OU, Phillipa, Pure 


Texaco 


lee, 


W YOMING--Sweet 
Schedule A: 


Pure, Sinclair, 


Crude 
Carter 
Stanolind 


Continental, Ohlo Oil 


WYOMING 
Schedule R 


air 


Sour Crude 


Carter, Continental, Ohlo Oj! 


Pure, ir tanolind 


FLAT PRICES 


include some fields 
achedules) 


(Listings alee on gravity 
ARKANSAS 

Condensate 
andstone Condensate 


(Ark. Fuel 


$2.96 
3.00 
2.33 


( Faso) 
( Faao) 
Gulf) 


Limestone 


mackover 


173 





fj prices CRUDE OIL Domestio—in § per bbl. of 42 U. 6. gals. at the well 


ILLINOIS MICHIGAN PENNSYLVANIA—Penn. Grade 

Kastern Ill. (Ohio Oil $-16-65) Schedule O Only lowest and highest postings of each com- (7-11-56, except as noted) 

Ill, Basin (Ashland 7-9-64, Carter 3-16- pany are shown below; other postings may be Allegany, N. Y. (Sinclair 7-16-55 
Ohio Oil & Gulf 4-16-56, Pure & obtained on request to NPN. Bradford, Pa. (Seep, Tide Water) 
rll §=%-19-566, Magnolia & ‘Texaco jay Pipe Line (10-16-54): Eureka, W. Va. (Seep) 

4-24-65) $2.90 Elmwood $2.50 Middle Penna. (Seep) 

Ill, (Bohio, 10-1-54) except flelds below 2.90 Lake George, Stony Lake 2.98 Southwest Penna. (Seep) 

Ill, (Sohio, 10-1-54) Dudley field 2.59 Leonard Pipe Line (6-1-64): Zanesville, Ohio (Ashland) 

lil, (Bohio, 10-1-54) Elbridge & Stoy Clare City 2.62 

fields Schedule O Fork & other fields 2.98 

Piymouth (Ohio Oll, 3-16-66) 2.57 Pure TEXAS 

Adams & Deep River (6-1-54) 2.80 i 3.10 

INDIANA Coldwater (10-28-64) a | ne Goa) 3.05 

All fields & pools (Sohio, 10-1-64) 2.90 Simralis Benedum Condensate (Shell) 2.90 

Western Ind. (Ohio Oil 8-16-65) . Schedule O Grant (6-20-54) 8.46 Cayuga Condensate (Pan American) 2.90 

Barryton-Sun Denslow (10-16-54) 3.06 Chapel Hill: 

KENTUCKY a - | ee 54) ane Condensate (Sinclair) soe B08 
utler Co , . - 7 Crude (Sinclair) . 
B itler Co. Area (Owensboro-Ashland, Charlotte (Humble) 6¢ above Schedule B 
1-12-54) MISSISSIPPI . 2.65 

Owensboro Area (Ashland, 7-9-64) , Clay Creek (Sun) | rr 

Ragland Grade (Ashland, 7-9-64) ‘ Baxterville: Conroe (Humble, Sun, Texaco) . 8.13 

Somerset Grade (Ashland, 7-9-64) Condensate (Gulf) 2.76 Darst Creek (Humble, Magnolia, 

Western Ky., all fields & pools, Sohio _ Crude (Gulf) - 1.60 Texaco) 2.79 

(10-1-64) Central Miss. Condensate: Pearsall (Humble) 5¢ below Schedule C 
Fayette (Esso) 8.10 Quitman-Paluxy (Pan American) 2.75 

LOUISIANA Gwinville (Esso) 3.00 Tomball (Humble, Magnolia, Stanolind) 3.13 

Bayou Pigeon (Republic) Pickens erude (Carter) Schedule D Van (Humble, Pure) 2.73 

Bear (Continental) MISSOURI Willamar (Pan American) 2.70 

Hivens (Atlantic) gy 2 ht 

Creole (Pure) St. Charles (Sohio, 10-1-54) 2.90 

Haynesville-Smackover Lime: Parr WYOMING 

Condensate (Ark. Fuel, Gulf) MONTANA Beaver Creek (Stanolind) Schedule D 
Crude (Ark. Fuel, Gulf) Cat Creek (Continental) 2.90 Big Sand Draw Condensate (Sinclair) 2.90 
Neale (Atlantic) Darling (Carter) 2.60 Byron (Ohio Oil, Stanolind, 4-16-55) 1.80 
North Louisiana Condensate: Pondera (Phillips) Schedule M Garland (Ohio Oil, Stanolind, 4-16-55) 1.80 
Cotton Valley (Esso) Hidden Dome (Ohio Oil) 1.65 
Gloyd (Esso) OHIO North Sand Draw (Sinclair) Schedule D 

South Loulslana Condensate (Esso) Cleveland & other fields (Sohio, 11-1-54) 2.62 Oregon Basin (Ohio Oil, Stanolind, 

Sweet Lake (Pure) Corning (Ashland, 11-1-64) 2.72 Texaco, 4-16-55) 1.75 

Urania (Ark. Fuel) Corning (Beep, 11-1-54) 2.66 Riverton Dome (Stanolind) Schedule D 

Ville Platte (Continental) Lima (8.0. Ohio) 2.50 Wertz (Sinclair) Schedule C 














CALIFORNIA 


S. O. Califorata prices effective Sept. 1, 1954. All gravities above those quoted take highest price offered for the field epecifed 


SCHEDULE 1 2 s 4 § 6 4 SCHEDULE 10 12 13 14 15 
Gravity Gravity 
12-12.9. $1 $1 42 $1.44 Pe — 24-24. = ee 
18-18.9 1 1 49 1B 5 25-2h ate 
14-14.9 1 1 65 «1.67 : ‘ 26-26 
16-165.9 1 1 60 $1.62 : ” 21-87 
16-16 9 1 1 65 28-28 
17-17.9 1 71 ; , 4 ¢ 29-29 
1K-18.9 2 16 . ¢ 80-80 
19-19.9 2 Sa : 
20-20 9 2 
2 
2 
2 
2 


= 


coc 


-“ 
s 


Senwmnennwnwnwnocw 


21-21.9 
22-22 9 
28-238 .9 
24-24 9 
26-25.9 
26-269 
27-27.9 
28-28 .9, 


Swwnwnmnmrnrnn- 


Scere seeercec: 
Swwwew we wowrnr 


SCHEDULE 
Gravity 
12-12.9 
18-18 9 
14-14.9 
16-16.9 
16-16.9 
17-17.9. 
18-18.9, 
19-19 .9 
20-20.9 
21-2'.9 
22-22.9 
28-28 .9 
24-249 
26-26.9 
26-26 9 
27-27.9 
28.-28.9 
29-29 .9 
80.80 .9 
81-819 
82-82 9 
93.-83.9 
4-94.90 
85-95.9 
86-86 .9 
87-47.9 
88-98 9 
49-49 9 
40.40 9 


SDM NM NVNNSNHNKONNVNVHK— — 
-“ 
Sow NV NNNNNNVNHNNNVN — 
DO PS PS PS NS PO OS OS PO NN DS OO PS PO PS oS 
Wo MPM Wr rw or 
Crom rrnrrnrr 
NWNNNHSHONNHNNONNN— 
WON NMNMMNMMNMMO——- - 
DS PO NO PS PS OS ON OS PO PS PS PN 
SVWBSVG GN N NNN NNNONNHKMNNN— 
SNWNNNNNNNNNNNN —— He = 
NNN NNKK = — 
SBAsONNNNONNNNNNNN—— 


SBWBGONNNNNNNNNNNKONNN——— 


BWA WASOBWWBAIANNNNNNONNNNNON eee 


SSBB SKBBBDVBNVNNNNNONNNNMNMN NN 
SRK VSlSVCVSKSSNNONVNNNHNNVNVVNNNNNN$—— — 


Suennews 


Schedule Schedule Schedule Schedule 
Aliso Canyon . 87 14 Midway Sunset { Oxnard. amie . 21 Signal Hill (Long Beach) 19 
Belridge 87 Gato Ridge { Mission 2 Pleasant Valley 84 Tejon Hills a 
Buena Vista Hills 82 Greeley Montalvo West (Colonta Race Track Hill 11 | ERNST CS EAE 
Canfield Ranch 18 Gutjarral Hills 5 Pool) 22 Raisin CI ; 84 Wasco 1 
Coalinga ‘ Huntington Beach § Montalvo West (McGrath Raisin City : , West Cat Canyon—Los 
Coles Eevee Inglewood 24 Pool) 7 2 Richfield. . . 27 Flores... 
Cymrte 46 Kern Front. . Montebello .eenee ‘ Rosedale........ 11 West Cat Canyon 
Del Valle Kern River : Mountain View......... 31 Rosedale Ranch... 35 quoe Zone). . 
pest Coyote ee 2 i Poso... re 1 Round Mountain..... 1 West Coyote 
Sdison 2 akeview Area 8% ewport-Anaheim Sugar ; ‘ 
Elk Hills (Shallow) 32 —_Leffingwell ml .... na Sane SS See....---- 5 = Wheter Sage 
Elk Hille (Stevens Zone) Lost Hille Sere { Newport— Other Than Santa Maria Valley..... 5 Whittier 
Fl Regundo McKittrick thet ew Anaheim Sugar Area... 7 Seal Beach. ... a Wilmington 
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CRUDE OIL Foreign—in $ per bbl. of 42 U. &. gals., except as noted. 


Venezuelan Crude Prices 


Prices per bbl. for cargo-lot quantities, FOB vessel at ports shown; effective at time vessel tenders for loading; subject to change without notice 
and to availability and other terms stated below; 2¢ per bbl. differential per degree of gravity applies for gravities below and above those shown, 
except as noted. Prices for crude oil sold at points other than those indicated subject to variation from prices shown below to reflect any change in 
transportation and terminalling requirements 





Creole Petroleum Corp. 
Crude Gravity API Price (Bbi.) FOB Effective Date 


Bachaquero . **16.5-16 $1.80 Las Piedras or Amuay 18-55 

Tia Juana Heavy **18 5-18.9 2.11 Las Piedras or Amuay 18-55 

Lagunillas Heavy Flat 1. 85 Las Piedras or Amuay 

Tia Juana Medium *26 65-26 .§ Amuay 

Tia Juana 102 L. P. a 25 0-25 Amuay 

Tia Juana Light $1.0-31 Amuay 

Mara 29 5-29 Las Piedras or Amuay 

Cumarebo - ; 48.9 Tucupido 

San Joaquin... 0-41 Puerto La Cruz 

Oficina. : re aA 82-82.9 Puerto La Cruz 

Mulata..... a 86. 0-36 Caripito 

Jusepin... a 32-82.9 Caripito 

—s SE coseee 9916.6-16. 2.2 Caripito 
emblador..... ‘ ad *20 .6-20 Boca de Uracoat 

Pedernales nite es *21.0-21 1.71 Capure (Pedernales)t 


Canadian Crude Prices 


Postings of Imperial Ol) Ltd. Prices are In Cana 


Sto to no 


dian dollars per bbl. of 36 Imp. ga! 


Alberta (effective 7-27-55 
Acheson /Stony Plain D-2, D-3, L.C 
Armiasie L.C, 
Duhamel D-2, D-3 
Excelsior [)-2 
Fenn-Big Valley D-2, D-3 
Colon Development Co. Lid, Golden Spike D-2, D-3 

¥ a7 9 « 2 96 ,- 

ites Manueles. . .. 30 ° 30 9 2 58 pn é Joarcam-North 


_ 


“ go © to ts 


be be PS Go 
s > 


WWM MOWS OF ee ronw no we 
tS te te 
eo fc & 
eee of 


Joaream-South 
a ; Compania Shell de — : Joffre Viking 
an Joaquin ; wire, fo 8.04 >uerte La Cruz  Woodbenc 2 § 
Cc ocaives cect 32.0-82.9 2.82 Puerto La Cruz Lases-Weedhend DS, DS 
Paconsib..... 1s, -88.0-88.9 2.70 Cardon Malmo 1-2, L..t 

Malmo D-3 


.*29 2.45 ardon 
New Norway D-2 


eo) 


C 

*29. 40 Cardon 
-°22 15 Cardon 
5 Cc 
C 


Lagunillas. . . (2553 approx. 15 1.85 ardon New Norway D-3 


Bolivar Dist. Heavy.... **12.6-12.9 1.66 ardon 


(flat) 


Co CO SH PS fS tS 


Pembina Cardium 


Secony-Vacuum Oil Co. of Venezuela Redwater D-3 


San Joaquin oa -+++-42.0-42,9 8.06 Puerto La Cruz P 
NS sv docecas ...-94,0-84.9 2.86 Puerto La Cruz { Manitoba (Effective 2-16-55) 
Differential per 44 deg. grav.: *2.5¢ bbl. **3.5¢ bbl. {Shallow draft. Daly area-Missiasippian 


Middle East Crude Prices Virden area-Misalsalppian 


Prices are per bbl. of 42 U.S. gals., exclusive of local port or other governmental charges, sales Ontario (Effective 4-25-55) 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differential per Oll Springs Recetving Station 


degree of gravity applies for gravities below and above those shown Sarnia by t. w. or t. € 


: Persian Gulf 12th Line Receiving Station 
Crude Gravity Price Crude Gravity Price 
Arabian (ex Rastanura) 86-86 .9 $1.97 Iran (4-29-55), Hancock International (4-30-55), ; . 
isso Export (7-27-63), Soc.-Vac. Overseas Sup- Pacific Western-Iran (5-26-55), San Jacint Saskate hewan (Effective 1-7 
ply (7-24-63) Eastern (6-23-55) : Eureka-Viking. y 
Arablan (ex Rastanura)..........84-84.9 1.93 —‘ranian (ex Abadan) +o Smiley-Viking 8.0 
M. E. Crude Sales (7-21-68) BP Trading Ltd., CFP, Iranian Branch, S! | 
etro 29-54) alifornia i 
— ue van, as ar ‘ 86-36 .9 1.92 tent —. ag Pee 11 3 1 ; ay Valley (Alta) ¢ wade (2-1 ooh — 
Iranian (ex Bandar Mashur) 34-34.9 1.91 Tide Water-Iran (4-29-55), Pacific Western oa prea ee chk tt ean oer en. of 
BP Trading Ltd., Esso Export, Shell Petroleum Iran (5-26-55). grav. to 64 & over at $3,285 
(10-29-54), CFP, Iranian Branch, Iran Cali- Iraq (ex Fao. Iraq) 86-36 .9 1.92 
fornia Oj! (11-1-54), Gulf International BP Trading Ltd. (7-16-63), Soc.-Vac. Overseas 
t, 5 BA). Soe vee, Sones eae e 3-654). Supply (7-24-63) 
» Tex Co. (Cra 4-( y rice 
a or £36), , american Iraq (ex Fao, Iraq) 35-85.9 1.90 


Independent, Iran Atlantic, Richfield Iran, 
Signal International, Sohio-Iran Trading, Tide Shell Petroleum (7-20-58) 


Water-Iran (4-29-55), Hancock International Kuwait (ex Mina-al-Ahmadi) $1-31.9 1.72 
(5-24-55), Pacific Western-Iran (5-26-55), San BP Trading Ltd., Gulf Exploration (7-16-53), 
Jacinto Eastern (6-23-55). Soc.-Vac. Overseas Supply (11-38-54) 
Iranian (ex Abadan) 34-34 9 1 86 Qatar (ex Umm Said) 40-40.9 2.08 Far East Crude Prices 
BP Trading Ltd., CFP, Iranian Branch, Easo BP Trading Ltd. (7-16-53) 
Export, Shell Petroleum (10-29-54), Gulf In Qatar (ex Umm Said) 39-39. 9 2.06 Prices are in U. 8. dollars per bbl. of 42 
ternational (115-54), Iran California Oil Shell Petroleum (7-20-53), Soc.-Vac. Overseas U. S. gals., ex local port or other government 
(12-29-54), Soce.-Vae. Overseas Supply (11-3-54), Bupply (7-24-63) charges, for crude within gravity range stated 
The Texas Co. (Iran) (11-17-54), Iran Atlantic, Qatar (ex Umm Sald) 36-369 2.00 loaded in full cargo lots, FOB port indicated 
Richfield Iran, Sohio-Iran Trading, Tide Water- Easo Export (7-17-63) 
Fastern Mediterranean Crude jeria Light 
Crude Gravity Price Crude Gravity Price Company Sarawak Oilfields Lat 


Arabian (ex Sidon, Lebanon) 86-36.9 $2.39 Iraq (ex Tripolf, Lebanon / Gravity API 37-38 
Esso Export (7-17-68), Soc.-Vac, Overseas Sup- Bantas, Syria) 36-86 .9 2. 3y Price $2.60 
ply (7-24-53) BP Tradin Ltd. (7-16-53), Esso agers FOB Lut s kk 

Arabian (ex Sidon, Lebanon) 34-34.9 2.85 (7-17-68), Shell Petroleum, (7-20-53), Soe.-Vac aan 
M. E. Crude Sales (7-21-53) Overseas Supply (7-24-63) amectve Dates — 


P 
55) 





3 


Crude-Products bee 110.6 110 


modities 


BLS figures with petroleum indexes based on Platt’s 
OILGRAM quotations follow (1947-49 equals 100) 
Change : 
Change July ’55 NPN Gasoline Index 
June July July vs. ba Dealer T.W. Tank Car 
1955 June ’55 July ’54 (cents per gal.) 
Crude 20, 120.4 2 +-O.1 + 0.4 Ausaeiee 1 7 12.43 
Crude and Month Ago } 12.30 
products +-O0.1 3.4 Year Ago 5.7! 12.06 
Gasoline +- 0.9 
Kerosine +- 4.4 Dealer index is an average of dealer tank wagon prices 
Distillate fuels 6.6 aU cit 
Residual fuels 14.9 : lic ‘on a ~4 _— 
Lubricating ‘eenleains. Cian ict, Minneapolis-St 
oils ; 2.0 Paul, Western Pennsylvania alifornia, New York Har 
Natural bor, Philadelphia onville, Boston, and Gulf Coast 
gasoline +-8.0 


(*) Preliminary 














September, 1955 * NATIONAL PETROLEUM NEWS 





STATISTICS 


Gasoline Consumption by States, April, 1955* 


(American Petroleum Institute figures) 


¢ 4 Months Ending With 
Tax Rate} April April i 
April 5s 55 1954 1955 
Cents Callons Callons Gallons Callons Gallons 

Alabama : 63 , 607 ,000 68 , 669 , 000 65 ,284 ,000 259 ,965 ,000 246 ,432 ,000 
Arizona ) 29 , 347 ,000 29 , 494 , 000 26,584,000 113,513,000 104,390,000 
Arkansas 41,612,000 41,700 ,000 41,640,000 155 ,674 ,000 154,408 ,000 
California 474,698 ,000 459 ,925 ,000 425 ,448 ,000 , 761,934,000 641,786 ,000 
Colorado 45,847 ,000 49 , 849 ,000 45 ,624 ,000 173 ,648 ,000 162,814,000 
Connecticut 92 ,656 ,000 54,717,000 52,194,000 203 ,454,000 191,201,000 
Delaware 11,325 ,000 12 ,008 ,000 11,102,000 42 ,484 ,000 38 328 ,000 
District of Columbia 17,043 ,000 17 ,268 ,000 17 ,253 ,000 66,152,000 65,572,000 
Florida j 131,097 ,000 119 ,915 ,000 106 ,296 ,000 481,761 ,000 438 ,268 ,000 
Georgia 93 ,353 ,000 92 ,507 ,000 88 ,020 ,000 350 ,994 ,000 832 , 906 ,000 
Idaho 17,090 ,000 , TAY ,000 19 , 889 ,000 64 ,597 ,000 65 ,102 ,000 
Ilinois 220 , 909 ,000 235 ,831 ,000 226 ,629 ,000 839 ,321 , 000 805 ,496 ,000 
Indiana 130 ,600 ,000 é ,000 132 ,092 ,000 494,411,000 A67 ,580 ,000 
lowa 83 ,703 ,000 ,690 ,000 100 ,440 ,000 $28 ,793 , 000 $13 , 362 ,000 
Kansas 84 ,062 ,000 { 000 73 ,728 ,000 $11,672 ,000 272 ,858 ,000 
Kentucky ¥ 61,561,000 5 ,632 ,000 62,194,000 235 ,467 , 000 227 , 182,000 
Louisiana ] 73 ,935 ,000 70 ,691 ,000 61 ,806 ,000 262 ,472 ,000 232 ,573 ,000 
Maine } 19 , 268 ,000 20 ,639 ,000 19 ,953 ,000 TT ,324 ,000 72,453 ,000 
Maryland 61,145 ,000 3 , 9% 000 60 ,066 ,000 231,916 ,000 216 , 265 , 000 
M assachusetia 94,640 ,000 5,372 000 91 ,29% ,000 359 909 000 334 ,952 ,000 
Michigan 186 ,225 ,000 205 , 188 ,000 191,785 ,000 730 ,788 , 000 675 ,998 ,000 
Minnesota f 19 , 767 ,000 9,737 , 000 91,255 ,000 316,611,000 295 , 160,000 
M issisei pyri 7 51,844,000 49 ,971 ,000 48 ,878 ,000 184 ,790 ,000 178 ,900 ,000 
Missouri (a) 

Montana ag | 18 ,669 ,000 21,787 ,000 22 ,825 ,000 70,615 ,000 68 ,913 ,000 
Jebraska 43,911,000 53,278 ,000 4% ,601 ,000 164,596 ,000 57,542,000 
Nevada 9,288 000 9 ,996 ,000 8 604 ,000 35 ,699 ,000 30 , 302 ,000 
New Hampshire 11,816,000 12,379 ,000 11,964 ,000 46 835 ,000 44,251,000 
New Jersey 138 ,694 ,000 52 ,209 ,000 140,177,000 532 ,265 ,000 506 , 982 ,000 
New Mexico oe 27 ,473 ,000 A , 872 ,000 24 435 ,000 102 ,254 ,000 94,858 ,000 
New York 265 ,824 ,000 2 ,000 263 ,043 ,000 , 0382 ,857 ,000 964,474,000 
Jorth Carolina 7 104 ,595 ,000 , 806 000 101 ,862 ,000 395 , 866 , 000 872 ,190 ,000 
North Dakota 30 ,696 ,000 28 ,010 ,000 3,912,000 9 394,000 
Ohio 36 , Bf 242 ,976 ,000 223 , 243 ,000 706 ,000 24,712,000 
Oklahoma 13,76 71,709 ,000 67 ,390 ,000 ,431 ,000 253 ,561 ,000 
Oregon 5,751,000 48 ,080 ,000 47 ,907 ,000 ,537 ,000 169,701,000 
Pennsylvania 220 , 809 ,000 237 ,254 ,000 221,740 ,000 , 107 ,000 802 , 188 ,000 
Khode Inland 18 982 000 ,812 000 16 ,908 000 610 ,000 64 300 ,000 
South Carolina 7 53,872 ,000 52,609 ,000 50 ,428 ,G00 ,680 ,000 190 584,000 
outh Dakota 21,947 ,000 9,041,000 ,470 , 000 424 , 000 79,712,000 
Tennesses l 71,738 ,000 ,801 ,000 5,094 000 5 , 838 ,000 293 586 000 
‘Texas 381,797 ,000 f , 174,000 366 ,506 ,000 ,843 ,000 ,443 920 , 000 
Utah 22 ,636 ,000 4,312,000 , 149 ,000 407 ,000 17,515,000 
Vermont 7,946 ,000 ,451,000 ,426 , 000 31,579,000 80 , 808 , 000 
Virginia 91,636 ,000 97 , 732 ,000 9,725 ,000 350 ,059 ,000 329 597 ,000 
Washington y 65 ,5626 ,000 ,461,000 37 ,000 , 000 251 , 306 ,000 236 ,070 , 000 
Weat Virginia 30,159,000 41,777,000 35 ,456 ,000 33,351,000 129 314,000 
Wisconsin 86 083 000 99 368 000 97,150,000 338 ,031,000 $23 ,524 ,000 
Wyoming 10,701,000 808 , 000 , 038 ,000 40 ,806 ,000 833 000 


, 
h 
hr 
h 
h 
r 
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ba 


oe tS 
I49 3242 


a= 


x 
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Total 47 States and Dist. of Col... sae 4,201 425 ,000 30 ,627 , 000 f 515,000 >, 025 264 000 i ,817 000 
Daily Average <a 135 , 580,000 147 , 688 000 f 7,000 133 ,644,000 26,115,000 

Change from previous year 

Total change + 296,112,000 + 891,447 000 

Percentage change in Daily Average +7 2% +5. 9% 


*In general, these figures include all gasoline sold or consumed within the confines of the state, regardless of whether for taxable or nontaxable purpose 
'These are State tax rates per gallon. In addition there is the Federal Tax of two cents (2¢) per gallon 
**Montana gasoline tax increased one cent (1¢) effective April 1, 1955. 


(a) Not available at time of publication 


Birmingham, Ala 16.40 21.90 10.00* 31.90 
m - = Vicksburg, Miss 16.00 23.90 9.00 32.40 
Gasoline Prices for 50 U.S. Cities Memphis, Tenn. 15.30 2090 900 29 90 
Lexington, Ky. 17.00 i-22.50 9.00 i-31.50 
Averages of prices for regular-grade gasoline on August 1 as Youngstown, Ohio 16.30 20.90 7.00 27.90 
reported by The Texas Co. to American Petroleum Institute. Figures South Bend, Ind 17.70 ! 22.90 6.00 28.90 
in ¢ per gal.; (i) and (d) indicate increase or decrease as compared Chicago, III -16.80 22.70 7.00 29.70 
with July 1 Detroit, Mich 17.30 23.27 8.00 31.27 
Milwaukee, Wisc 17.30 22.90 8.00 30.90 
Posted Gasoline win Cities, Minn 15.90 21.90 7.00 28.90 
Dealer Service = Tax Service Fargo, N. D -16.40 21.70 8.00 29.70 
t/w price Station (incl. 2¢ Station Huron, S. D i-17.20 22.60 7.00 29 60 
(ex tax) (ex tax) federal) (incl. tax) Omaha, Neb 15.80 20.90 8.00 28.90 
Average U.S 16.33 i-21.92 7.76 i-29.68 Des Moines, la 15.90 21.40 8.00 29.40 
Portland, Me d-15.40 20.90 9.00 29.90 St. Louis, Mo 16.40 21.90 6.00* 27.90 
Manchester, N. H 15.90 20,90 7.00 27.90 Wichita, Kan 14.90 19.90 7.00 26.90 
Burlington, Vt 16.60 22.40 7.50 29.90 Tulsa, Okla 14.90 18.90 8.50 27.40 
Boston, Mass 15.30 18.90 7.00 25.90 Little Rock, Ark. 15.30 20.40 8.50 28.90 
Providence, R. I 15.30 18.90 6.00 24.90 New Orleans, La. 15.00 20.50 9.00 29.50 
Hartford, Conn 15,30 18.90 8.00 26.90 Houston, Tex 14.70 20.00 6.00 26.00 
Buffalo, N. Y 16.00 23.30 6.00 29.30 Albuquerque, N. M i-17.40 i-23.50 8.50** i-32.00 
New York, N. ¥ 15.50 23.90 6.00 29.90 Denver, Colo 16.60 22.90 8.00 30.90 
Newark, N. J 14.00 90 6.00 23.90 Casper, Wyo i-17.50 i-25.00 8.00* 33.00 
Philadelphia, Pa 15.00 90 7.00 90 Butte, Mont 19.50 26.00 9.00 35.00 
Dover, Del 15.40 22.50 7.00 29.50 Boise, Ida 18.90 24.90 8.00 32.90 
Baltimore, Md 14.90 70 8.00 29.70 Salt Lake City, Utah 17.30 90 7.00 29.90 
Washington, D. ¢ 15.40 21.60 8.00 29.60 Reno, Nev 19-10 20 8.00 33.20 
Charleston, W. \ 16.30 70 8.00 70 Phoenix, Ariz. 19.40 90 7.00 29.90 
Norfolk, Va 15.10 90 8.00 28.90 San Francisco, Calif i-16.70 SO 8.00 i-30.50 
Charlotte, N. ¢ 16.20 2.90 9.00 90 Portland, Ore 17.20 40 8.00 1-31.40 
Charleston, S, ¢ 15.10 21.50 9.00 s(0) Spokane, Wash 19.10 40 8.50 d-30.90 
Atlanta, Ga 16.60 1-22.00 8.50 sO (*) Includes 1¢ city tax 
Jacksonville, Fla 16.10 19.90 9.00 90 (**) Includes 0.5¢ city tax 
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Why MacGregor iS wise to Modetnize! 


Mac, how can you put They save money, Ben! 
money into improvements Modern equipment pays 
I can’t aftord? in the long run. Less trouble, 


less cost, more profits! 


Old “Behind-the-Times Benny!” Why bother 
How about your permanently reattaching couplings? Today's hose is as tough as 


attached hose couplings? How the couplings. Ask your supplier about SCOVILL 


do you save when you can’t couplings... for low initial cost and no upkeep! 


reattach ’em to new hose? 


Nothing gives you as good workmanship 
as SCOVILL machine-attachment. Flexing 
won't weaken grip... guaranteed leakproof! - A, H. 
Full-flow diameter inside. Why don’t youy , . Llitin. 910 
weite fos detaiia? ; ; It gives you complete spec 
° ifications on gasoline hose 
couplings 
Scovill Manufacturing Co. 
Merchandise Division 
82 Mill Street 
Waterbury 20, Conn. 


A product of 


SCOVILL7 L&aN 
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TIGHT INVENTORY CONTROL is provided by « 
National Full-Shelf Plan at this service station. 


THIS MULTIPLE-TOTAL, NATIONAL CASH REGISTER speeds customer service and reduces detail work met THeETJENS, Owner, explains w hy a National 


to a minimum at Mel Tietjens' Service Station 


Full-Shelf Plan helped convince him that he 
should stay in the service station business 


“Our alional Full-Shelf Plan 





saves us *2,300 a year... 


pays for itself every 11 months!” 


— Mel Tietjens’ Service Station, St. Louis, Mo. 


“Prior to installation of our National 
Full-Shelf Plan, I was seriously con- 
sidering making a change in business,” 
writes Mr. Tietjens. “At that time, 
cash shortages, shrinking profits and 
poor inventory control were some of 
our problems. Something had to be 
done. 

‘‘After discussing our business 
with the National representative, | 
changed my plans. Now, under the 
National Full-Shelf Plan, using a 
National Cash Register, I have com- 
plete control over cash, services and 


THE NATIONAL CASH REGISTER COMPANY, Dayton9, Ohio 


inventory. Forgotten charges and mis- 
takes in addition are things of the 
past. I receive up-to-date control fig- 
ures at the close of each day’s busi- 
ness and can keep a close, accurate 
check on where my profit comes 
from. 


“T certainly recommend a National 
analysis to anyone in the service sta- 
tion business from my experience. 
The results are outstanding. Our 
National Full-Shelf Plan saves us 
$2,300 yearly which means it pays 
for itself every 11 months!”’ 


977 OFFICES IN 94 COUNTRIES 


NATIONAL 


You, too, should investigate the advan- 
tages of a National Full-Shelf Plan for 
your service station and start making the 
full profit you earn. Your nearby National 
representative, a trained systems analyst, 
will gladly show you how to get protection 
that saves money, information that makes 
money with a National Full-Shelf Plan 
specially adapted to the size, needs and 
problems of your service station. Call him 
today. His number is in the yellow pages 
of your phone book 


*TRAOE MARK REG. U SPAT OFF. 


CASH REGISTERS » ADDING MACHINES 
ACCOUNTING MACHINES 


PETROLEUM NEWS ¢ September, 1955 





A big sideline for a service station 
operator is the truck-trailer rental 
business run by Mobil dealer Olin Ward, 
in Las Vegas, Nev. One of the truck units 
can be seen far away when its parked 
on the premises. It’s specially built for 
roofing contractors. A scissors-type lift 
hoists the entire truck bed with its load 
to roof-level height. 


Every Friday afternoon Shell dealer 
Don Macklin or one of his men makes 
the rounds of factory parking lots in 
Cobourg, Ont., ticketing cars. On the 
ticket he writes a trade-in offer for the 
old tires, after checking the tread with 
a depth gage. Four blank spaces on 
the ticket correspond to each of th 
four wheels so that a separate amoun 
can be written for each tire. Tickets 
cost One cent each from Goodyear, 
printed in three colors, imprinted with 
the dealer’s name and address, and 
die cut to fit over a door handle. Copy 
on the ticket also offers budget terms 


” 


¢ 


4 


What seems like a good hedge 
against that ever-present danger of let 
ting a customer’s car go out with an 
empty crankcase is a scheme used at 
a Union Oil station in Fresno, Calif 
They hook a cover over the steering 
wheel of every car that comes in for 
an oil change. The cover is light metal 
sheet about as wide as a clip board 
and extending almost to the lower rim 
of the wheel. One end is crimped to 
form a hook. The man who puts in 
the new oil takes off the cover. Mean 
while there is no danger of the cus 
tomer driving away while the metal 
sheet covers his steering wheel. 


A Standard of Ohio company sta 
tion in Marietta, Ohio, hit a ratio of 
six tires per 1,000 gal. of gasoline dur 
ing a recent tire sale. A display that 
helped promote more sales was a 


growing heap of old tires on the drive- 
way at One side of the station. Above 
the old tires was this sign: ‘These 
Highway Murderers Replaced With 
Atlas.” 


'T 


Cities Service is reminding dealers 
to be especially careful about discard 
ing old style wheei balance weights 
when mounting new tubeless tires. The 
mounting of any new tire changes the 
balance of the whole tire and wheel 
assembly, so that the old weights would 
not be right. Old style weights also have 
long mounting clips which extend so 
far down inside the rim as to interfere 
with the tight air seal required for 
tubeless tires. New weights have shorter 
clips. After the old weights, if any, 
have been taken off, a check should be 
made at the point of contact between 
clip and rim. If any rust has formed on 
the rim it must be well cleaned, or it 
may cause an air leak after the tubeless 


bead is in place 


g 


Because the term 10-30," now 
common as a designation for multi 
viscosity motor oils, sounds like the 
time of day, it is the basis for a Tide 
Water promotion stunt. The Western 
Division of Tide Water has distributed 
buttons for dealers to wear on thet 
uniforms bearing the phrase “It’s 10 
30 Time.” 
to stir queries from customers about 
the meaning of the phrase. Object, of 


Ihe buttons are designed 


course, is to get in a sales talk about 
Veedol 10-30 motor oil 


> 


To introduce its new liquid fertilizer 
service, Deshazo & Davis, heating oil 
distributor in Martinsville, Va., hired 
a small airplane to distribute 10,000 
leaflets over the area. This was coupled 
with ads in the local newspaper 


oD 

A kit for demonstrating the greate 
safety of tubeless tires has been de 
vised by the Dayton Rubber Co. A 
small cardboard pump is provided for 
inflating toy balloons. A section of an 
inflated balloon is covered with tape 
and a puncture made through the 
taped area. The resulting slow leak is 
comparable to that of a damaged tube 


less tire. A jab through an untaped 
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area explodes the balloon just as punc- 
ture in a conventional tire and tube 
causes a blowout. 

. 


bs 


A 

Dealers can perform a helpful and 
profitable service by selling rolls of 
reflectorized tape to car owners for 
emergency purposes In case of a 
burned-out headlight a few strips of 
tape over the lens will mark the width 
of the vehicle to oncoming drivers, 
says Purolator Products, It's tempo 
rary protection until the driver reaches 
a service station 


¢ 


A simple form of combined business 
and community promotion is_ the 
brainchild of Floyd Hardin, who dis 
tributes Carter Oil products in Malta, 
Mont visitors to 
Malta are given a printed card that 
lists local motels, points of interest and 
recreation spots in the area, highways, 
population, principal industries and 
the names of local Carter stations 
Distribution of the cards is through 
restaurants, motels and other public 


Newcomers and 


places in Malta 


A new twist on radio and television 
advertising is used by Chuck Eckhoff, 
a Carter dealer in Colorado Springs, 
Colo, One of the sponsors for a radio 


program and a television show at a 
local station, he went a little further 
and participated in the television show 
that presents local square dancers in 
a program of entertainment and dem 


onstration 


$ On the side of his bright red 
service truck, Walter Meyer-Radon, 
General Petroleum dealer in Glendale, 
Calif., can advertise a whole series of 
special services or new products. He 
does it with a kit of removable 3-in., 
white plastic letters. Cost of the kit, less 
than $10. No cement is needed. The 
letters stick by molecular adhesion to 
any non-porous surface. 


179 





a = me 
Continental we cans 


forecast a sunny )- future 
fi, iy 


Today, almost every producer of waxes, polishes, oils, etc., packages in “F” style cans. 
With Continental “TI 


” styles, however, you can look forward to more than sturdiness 
and convenience. Colorfully lithographed by master craftsmen, these rugged con- 
tainers give your product a bright competitive edge on crowded supermarket shelves. 

In addition, Continental spares no effort to make Tailor-Made Package Service 
as appealing as “F” style cans themselves. Whatever size you choose, from four-ounce 
to gallon, we'll deliver just the quantity you want, just when you want them. And 
like our packages, research and engineering tailored precisely to your needs are 
always available. 

Let us show you the sunny sales future that “F” style cans offer your chemical 
products, Call anytime. 


CONTINENTAL C CAN COMPANY 


Eastern Division: 100 E. 42nd $t., New York 17 
Central Division: 135 So. La Salle St., Chicago 3 
Pacific Division: Russ Building, San Francisco 4 


NATIONAL PETROLEUM NEWS * September, 1955 














Hometown Advertising Helps You Sell 
new improved PEAK 


Watch for a sales increase this year when you 7 New, unusual, television “spot” on- 
stock the new, improved PEAK® Anti-freeze nouncements! Car owners will see them 
and economical NOR’WAY® Anti-freeze. CSC on leading local stations elmest every- 


. - — loon wh ti-freeze is sold! 
brings you “Hometown Advertising” again for ere ee 
2 No television in your area? PEAK & 


ee 
Ls 
1955 because of its proven effectiveness as a - “he ber pee ne , 7 
salesmaker. Not just an “ad” campaign but a ere ee ee See ey OP's . 
. ‘ ‘ 3 selling job in many such areas. 
high-powered sales promotion campaign, aimed 2 é ' WAY 
right at your customers in your local area. Byocstehing sowepaper eds spotted 
Z , right on the sports pages every week to ©Se 

Your customers will be seeing and hearing remind your customers to buy! a 14443 
about the new, improved, different PEAK: @ Ure lcods off this wemendeus conpeign [h 
better protection against rust and corrosion than ta full color! Your best customers will ” way hog. A811 tu es 
any other national brand... anti-foam ... won't see it... then come in to see you. ’ smieot-EMicioet 
seep Or leak from a water-tight system. And S Ads in leading farm magazines reach 
there’ll be reminders about high-strength, low- your best rural customers! 
cost NOR'WAY .. . the quality economical-type @& attractive, colorful display material! 
anti-freeze: Yours free for the asking! Get LIFE ad 

Get ready for the best PEAK and NOR’'WAY Stowepn, Sip evlscer Ranniny, waco 

r Ord tak d banners, protection charts, folders, mail- 

season you ve ever seen. 7 rder now — Ke ad- ers . . . everything you need to tie-in 
vantage of all the selling aids from CSC this fall. with PEAK and NOR’WAY advertising! 


COMMERCIAL SOLVENTS CORPORATION, New York 16, N. ¥. 
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4,276,672 
1,329,941 


1,569 967 


9,170 581i 
1,749,412 
1,489 B01 
9,063 229 
9,117 697 
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Year after year, as the chart at left proves, 
FRAM has led the field as original equip- 
ment on cars and trucks! Here’s why... 

First: FrRAM pioneered oil filters. Second: 
FRAM won consumer acceptance for oil fil- 
ters and thereby created consumer demand. 
Third: because of FRAM, more cars today 


come with oil filters, and more of those fil- 


in Research 
in Protection 


in Quality 


in Preference 


ters are F RAM. Survey after survey shows 
that motorists prefer FRAM by more than 2 
to 1 over any other brand! And remember: 
with every cartridge change, F RAM sells an 
extra quart of oil! So sell the filter that 
sells for you. GIVE YOUR CUSTOMERS THE 
Best O1, FILTER WitH THE Best GaAs 
AnD O1L! Se_t FRAM! 


FRAM 


ee 


FILTERS 
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“Drivers of modern cars 
demand modern service! 


THAT’S WHY I INSTALLED UP-TO-DATE 
Linco/n LUBRICATING EQUIPMENT” 


writes Jim Baker 


BAKER'S SHELL SERVICE 
St. Petersburg, Florida 


“People nowadays have a lot of money tied 
up in their cars. They want the best, efficient 
service to protect their investment. It's easy 
to give them this kind of lubrication service 


with Lincoln lubricating equipment. 


“Twenty-five years of experience have taught 
me many things. One of them is that Lincoln 
builds the finest, most dependable equipment 
on the market.” 


NOW'S A GOOD TIME TO MODERNIZE 
...and improve your profits for years to 
come. You'll find some valuable ideas in the 
free booklet “Path To Profits In The Lube 


Room.” We will be glad to send you a 


free copy. 


Simply fill out and mail this coupon. 


‘ Z | f To LINCOLN ENGINEERING CO. 
THE MAN BEHIND Jim yg. ng 5702-74 Natural Bridge Ave., St. Louis 20, Mo. 


Please send me free booklet ‘Path To Profits 
In The Lube Room.” 


Baker's move forward was 
Dick Nowling, salesman for 
Service Auto Supply, Inc., 
of St. Petersburg. . § ae 


Company 
Address 


City 
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IMPROVED 


NEW R. S. SERIES 


(RAPID START) 


Provides new non-glare outdoor lighting 
with very high efficiency even in 


inclement or freezing weather! 








IR4 
ISLAND LITE 
OPEN TYPE 


AREA LITE 
CLOSED TYPE 

2ORS a 

ISLAND LITE 





U/ APPROVED 


Utilizes 4 or 6 — 6 Foot 100 watt Rapid Start Outdoor type low temperature 
fluorescent tubes for excellent low cost service even in cold and adverse 
weather. Lite output increases above listed rating in cold and freezing tempera 
tures due to construction of the Rapid Start fluorescent tubes and heavier 
ballasts. 


manufactured by Oscar Phillips Co. 


5600 VINE STREET, CINCINNATI, 37, OHIO 
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bigger payload 
better performance 


DESIGN for 


CW ALUMINUM SEMI-TRAILER 


MASTER-CRAFTED BY 


(OLUMBIAN 


SINCE 1893 





Z 2 
Sas Fonte wom 








Here’s a completely new Columbian all-aluminum 
semi - trailer tank that combines maximum 
strength, safety and payload with minimum dead 
weight ...a transport that will carry 10% greater 
load than steel semi-trailers of the same gross 
weight, vet designed to give better, more economi 
cal over-the-road performance. 


The new design features a combination of section 
of graduated diameter with two smaller sections 
at the front of the unit instead of the conventional 
cutaway. As illustrated, the second, or transition 
section, is tapered to match the different diame 
ters of the smaller first section with the larger 
diameter of the rear sections. This design provides 





a close-coupled unit with the added feature of 
permitting complete jackknifing of the tractor 


Another feature of this new design is drain tun 
nels for the full length of each compartment. Thu 
quicker and complete drainage is assured 


To achieve the maximum strength compatible with 
the light weight of the metal, Columbian craft 
men, working in close cooperation with aluminum 
company enginee have pecial high 
trength alloys and developed new welding tech 
niques. In every respect this new tank is designed 
ind built to conform with the limitations and 
per ifications of ICC-MC 302 


selected 


New COLUMBIAN ASPHALT TRANSPORT 
This lightweight, large capacity semi-trailer hauls asphalt at 400 
maintaining temperature with thick F berglas insulation, burne 
tubes and oil burners. Slip joints in outer jacket allow for ex 


pansion and cor traction to prevent buckling 


COLUMBIAN Steel Tank Company, ?. 0. 80x 40481, KANSAS CITY, MO. 





Master-Crafted by Columbian... First for Lasting Strength 








2g “ABOUT OIL PEOPL 


‘Centenary Gentleman atLOMA 


Football's loss was oil 
marketing’s gain 


HEN the membership of the 

Louisiana Oil Marketers Assn. 
chose Curtis Parker as president of the 
group earlier this summer, they hit on 
a good man. The Pan-Am Southern 
Corp. jobber from Shreveport has 
been running successful teams most 
of his life. 

Parker—a gridiron star during his 
college years at University of Arkansas 

coached winning teams for 13 years 
at Shreveport’s Centenary College. 
Today he manages one of the largest 
oil distributing companies in northern 
Louisiana. 

The new LOMA president was born 
in 1901 at Wilmer, Ark., and brought 
up in Oklahoma. He graduated from 
University of Arkansas in 1926, Dur- 
ing his stay there, he made All-South- 
west-Conference end in football and 
All-Conference guard in basketball. 
In 1924 he captained the first basket- 
ball team fielded by the Razorbacks, 
under coach Francis E. Schmidt. 

Shift — After graduation, Parker 
moved over to a coaching job at Cen- 
tenary. He spent 13 years coaching 
the basketball squad, six as athletic 
director, and six as head coach of the 
noted “Centenary Gentlemen” foot- 
ball team. During his tenure Centen- 
ary teams won three SILA champion- 
ships. From 1937-1939, Parker also 
served as district representative on the 
national basketball rules committee of 
the National Collegiate Athletic Assn. 

An influence peculiarly familiar to 
head coaches helped get Parker into 
the oil business. 1940 proved to be a 
below-par year for his teams, and the 
college alumni went after Parker's 


CURTIS PARKER 
scalp. After the dust cleared he was 
discovered as an associate in Parker- 
Holley Oil Co., Cities Service jobber 
in Shreveport. 

After World War Il, Parker joined 
Ralph Brandon as a commission agent. 
The two men divided their interests in 
1953, and Parker became a Pan-Am 
distributor for the Shreveport and 
Bossier City area. 

Busy—Parker is a member of the 
Shreveport Petroleum Club, chairman 
of the Caddo-Bossier Parish Oil In- 
dustry Information Committee, and 
vice president of the Shreveport 
Wholesale Credit Assn. He belongs to 
the American Legion and the local 
chamber of commerce. 

He isn’t much on vacations, but 
Parker admits there’s one time he can 
be counted on to forget his office work 
completely. You guessed it — “any 
weekend during the football season.” 





H. G. Meador, formerly vice presi- 
dent in charge of marketing for Gulf 
Oil Corp., is one of four newly desig- 
nated senior vice presidents of the 
company. The senior vice presidents, 
together with the president and execu- 
tive vice president, will constitute the 
management committee, which will 
form policies and plans and co-ordi- 
nate the company’s world-wide activi- 
ties. 

Other senior vice presidents will be 
W. L. Naylor, formerly vice president 
and comptroller; R. O. Rhoades, for- 
merly vice president, production; and 
T. J. Sullivan, formerly vice president, 
manufacturing 
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Four new vice presidents are also 
elected. They are B. H. Barnes and 
Dr. Jerry McAfee, manufacturing; R. 
L. Boggs, production; and Dr. B. B. 
Wescott, research. 

F. B. Branson is elected comptroller 


Robert W. Young is promoted by 
Sinclair Refining Co. to the new posi- 
tion of manager of distributor sales. 
Arthur Teague, Jr., advances to the 
new job of manager of jobber and 
direct sales. Both men will be based 
in New York, 

Young has been in oil marketing 
22 years. He came to Sinclair from 


Richfield Oil Corp. of New York, 
where he served as district manager 
in Western Pennsylvania, working 
closely with distributors. ; 

Teague has held various sales posi- 
tions with the company for 20 years. 
He was formerly manager of whole- 
sale sales in the company’s eastern 
district, which extends from New 
York to Virginia. 

Sinclair says the new positions have 
been created to provide “more spe- 
cialized service” to wholesale cus- 
tomers. 


E, S. Holt retired July 18 as presi- 
dent of Utah Oil Refining Co., princi- 
pal Standard Oil Co. of Indiana affili- 
ate in the West. He is succeeded by 
Ashby J. Badger, former executive 
vice president. 

P. L. Vander Jagt becomes vice 
president for marketing and a Utoco 
director. He has been general man- 
ager of marketing. 

Holt came to Utoco in 1915. He 
was elected president in 1947. Badger 
joined the company in 1939. He has 
held a number of marketing and sales 
positions. Vander Jagt, former market 
research director at Indiana Standard, 
has been with Utoco since 1950. 

* 


Franklin L. Kundahl moves up from 
general manager to vice president of 
Crown Petroleum Corp., Hartford, 
Conn, jobber. Kundahl is president 
of Connecticut Petroleum Assn. 


© 
Donald G. 

Clark is appoint- 

ed vice president 

of Allied Oil Co., 

Allied, a division 

of Ashland Oil & 

Refining Co., is 

the largest sup- 

plier of industrial 
fuel oils in the 

Upper- Missis- 

sippi-Ohio River 

and Great Lakes 
area. In addition to his new duties as 
vice president, Clark will serve as 
co-ordinator of sales activities. 

Clark joined the company in 1951 
and has been with the Cleveland office 
since 1952. He is a member of Ameri- 
can Petroleum Institute. 


D. G. Clark 


Five oil men have been named to 
U. S. Chamber of Commerce’s Natu- 
ral Resources Committee for 1955-56. 
They are Rex G. Baker, vice president 
and general counsel of Humble Oil & 

(Continued on p. 190) 
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THE PUMP THAT MAGNIFIES YOUR 
BRAND NAME AT THE... 


i SYle tT 


© Brand nome, grade, dollars 
and gallons STAND OUT at 
customer's eye level. 








Clean, modern appecrance 
suggests progressive sta- 
tion management. 


© Brilliant illumination 


attracts trade. 
TOTAL 0 0 0 a 2 oe | 
Tele-View dial is “standard 


equipment" on all Bowser 
yan ta including the ee 8) Gat 
two-car Siamese Rol-Way. 

Model shown is populer 

single-hose Rol-Way. 








146° Angle of Visibility ---50% More Dial Space! 


Yew FEATURES TARGET BOWSER SUPERIORITY... 


© TODAY's BRIGHTEST ILLUMINATION 

© CLEAN, UNCLUTTERED STYLING 

© sorted FRAME ON HEAVY BASE 

© Resilient PUMP-MOTOR MOUNTING 
© ViBration-DAMPENING CONSTRUCTION 
© VAstLy IMPROVED ACCESSIBILITY 





All parts are easily accessible. Note 
threadless suction coupling and Dresser 


. R — - 
— above pump for easy installa- 
tion and service. © 


Positive hose control permits The exclusive herringbone- 
(13% ft.) long reach. Hose ex- gear pumping unit is a fine 
tends and stays without hold- example of precision manu- 
ing — retracts automatically facturing. It develops an ex- 
within housing when nozzle tremely high dry vacuum, 

is returned to receptacle. 


CREIGHTON AVE., FORT WAYNE, IND. 





—jfq about oil people 


TIDE WATER OFFICIALS from the New England area were on hand at the company’s 
Wethersfield, Conn., river terminal when local volunteer firemen came in to look over 
the fire protection facilities (see p. 120). At the scene are John Gundry, plant manager; 


A. R. Sentrieben, tone manager, and F. J. Weess, district manager 





Refining Co., Houston; J. W. Har- 
grove, vice president and secretary of 
Texas Eastern Transmission Corp., 
Shreveport, La.; George V. Myers, 
vice president of Stanolind Oil & Gas 
Co., Tulsa; R. W. Ragland, vice pres 
ident of Richfield Oil Corp., Los An 
geles; and Franklyn Waltman, public 
relations director of Sun Oj Co., 
Philadelphia 
° 


Kenneth R. D. Wolfe, vice presi 
dent of Fisher Governor Co., Mar 
shalltown, lowa, heads the National 
Council for LP-Gas Promotion this 
year. He succeeds the late James E. 
Pew of Sun Oil Co., Philadelphia 


A. H. Cote of Suburban Propane 
Gas Corp., Whippany, N. J., is chair 
man of the executive committee, the 
post formerly held by Wolfe. Harry 
Morley of Faucehot Heater Co., La 
Porte, Ind., is the new treasurer, suc- 
ceeding Robert Brandt, formerly of 
Cities Service Oil Co., 
resigned. 


Chicago, who 


Arthur E. Bone, president of East 
ern Propane Co., Malvern, Pa., be 
comes a vice president and a member 
of the Council's executive committee 


Harry H. Davenport, manager of 
manufacturing, and Victor M, Jones, 
assistant to the chairman, are new 
directors of Adam Cook’s Sons, Inc 
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of Linden, N.J. A, 


chairman 


R. Lange, board 
says Davenport and Jones 
ie the first two employees on. the 
board in the company’s 86-year his 
tory. Henry D. Bird, head of the ac 
counting and credit departments, Is 
the concern’s new assistant treasurer 


secretary 


Mrs. Bunnye 
Lerner, Denver, 
Colo., is appoint- 
ed supervisor of 
the women’s pro- 
gram for the Oil 
Industry Infor- 
mation Commit- 
tee. Mrs. Lerner, 
who has been ad- 
ministrative as- 
sistant in the 
Denver OLIC of- 
fice, will move to New York to suc- 
ceed Miss Marceline Marquis, who is 
retiring from business. Mrs. 
Lerner started with OIIC as a stenog- 
rapher in 1951. In her new job she 
will be in charge of all industry public 
relations directed to women. 


Bunnye Lerner 


active 


D-X Sunray Oil Co., refining and 
marketing subsidiary of Sunray Mid- 
Continent Oil Co., announces exten- 
sive changes in its sales organization 
Its marketing area is now consolidated 
into two regions, northern and south- 
ern. The northern division will have 


NATIONAIT 


jurisdiction over a northern division. 
[he southern region includes two di- 
visions, southern and eastern. 

Appointments of Paul I. Adcock as 
manager of northern region opera- 
tions, and of R. W. Ellis as northern 
division manager, were recorded in 
the August NPN (p.188). 

In other northern division assign- 
ments, J. H. Booth continues as as- 
sistant division manager at Waterloo, 
G. J. Lee becomes assistant division 
manager of distributor sales at Water- 
loo; George Sokol becomes assistant 
division manager at Waterloo; Mer- 
ritt Raymond becomes district sales 
manager of distributor sales at Min- 
neapolis, Minn. 

Leonard J. McCampbell is named 
manager of the company’s southern 
division. He replaces S. B. Caldwell, 
who becomes manager of southern 
regional sales. McCampbell was form- 
erly assistant to Caldwell. Both men 
headquarter in Tulsa. 

In the new southern division lineup, 
D. D. Freeborn continues as assistant 
division manager; B. R. Davis will be 
assistant division manager of distribu- 
tor sales; L. D. Sullivan will be as- 
sistant division manager; W. C. Par- 
key will be assistant manager of dis- 
tributor sales. All have offices at 
Pulsa. 

E. E. Marsau continues as eastern 
division manager, based in Terre 
Haute, Ind. Other eastern division 
posts are now held by E. L. Kempf, 
continuing as assistant division man- 
ager; W. R. Loren, who becomes as- 
sistant division manager of distributor 
sales; W. W. Neddo, who becomes 
assistant division manager. All are 
based in Terre Haute. 

Northern division operations cover 
Iowa, Nebraska, the Dakotas, Minne- 
sota, Wisconsin and northern Illinois 
(except the Chicago area). 

The southern division includes Ok- 
lahoma, Kansas, southwestern Mis- 
souri, western Arkansas, Louisiana, 
Texas, and other southwestern states. 

The eastern division includes In- 
diana, Illinois, eastern Missouri, Ken- 
tucky, eastern Arkansas and Tenn. 

e 

Harry A. Gaynor, former assistant 
district sales manager of Standard Oil 
Co. of California at Tacoma, Wash., 
is appointed regional representative 
for public relations and advertising. 
He will be based in Seattle. 

Gaynor succeeds John M. Smith, 
who becomes assistant manager of the 
company’s public relations depart- 
ment, with headquarters in San Fran- 
cisco. Smith held the Seattle post for 
seven years. 

(Continued on p. 192) 
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Buchsye. 


solves valving problems for remote pumping 


New Emergency Valve eliminates hazard, maintains 
product flow to remaining operative dispensers 


The No. 431 D is a simple mechanical valve installed 
in the suction line at base of dispensers to remove most hazards 
of remote pumping 


1. Valve closes automatically in case of fire. 


If dispenser should be damaged by a car sufficiently to break 
piping, valve design causes break to occur at outlet; 
valve disc is also released, stopping flow of product 


Permits operation of other dispensers while one is inoperative 
4.Can be manually controlled, if desired. 
Can be repaired without removing from line 


No. 431 D is a modification of the Buckeye 
Swing Gate Valve—a spring-loaded, double disc, 
wedge-type gate valve. Greatest over-all 
dimension is 3-11/16 inches. Write for details. 


No. 851 R Horizontal Check Valve with built-in 
relief. Spring-loaded for slight back 
pressure 


No. 454 R Angle Check Valve with built-in relief For full details, write to: 


No. 444 R Swing Check Valve with built-in relief BUCKEYE IRON & BRASS WORKS, DEPT. N. 
Box 883, Dayton, Ohio 


é. 


Quality Valves and Fittings for the Oil Industry 
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—fI about oil people 


(Continued from p. 190) 


J. Y. Hamilton is named Salt Lake 
City district manager (Northern Utah) 
for the company. Hamilton, a 30-year 
Standard of California veteran, was 
formerly Salt Lake branch manager. 

C. H. Rolfe is appointed sales man- 
ager at the company’s Seattle district 
office, 

7 

Charles P. Price, former Manhattan 
district sales manager, and E. H. 
Strickland, former Brooklyn district 


sales manager, have been transferred 
by Socony Mobil Oil Co. to division 
headquarters at 230 Park Ave., N.Y. 
Price has been with the company 
since 1922, Strickland since 1917. 
They will handle special assignments. 

G. A. Klaffky, former Bronx dis- 
trict sales manager, replaces Price in 
the Manhattan district. Succeeding 
Klaffky in the Bronx is W. J. Ancker, 
former retail marketing assistant at 
the Bronx office. Both have been 
with Socony since 1939, 


because the NEW J OYCE &> 


( nldlere 


FRAME LIFT 


IS DESIGNED TO FIT THE LIFT TO THE CAR...NOT THE CAR TO THE LIFT! 


\ BETTER LUBRICATION .. . car is supported by its frame, 


BENEFIT 
from these 
Yh -niddar 
FEATURES: 


top of floor... 


Choose from 8 great models with safety features such as. . 
. and “Magne-Guard” low oil control. 


positive locking, safety latch . . 


wheel suspensions are completely relaxed assuring free flow 
of lubricants. Wheels are free for tire and brake service. 
v FAST, PROFITABLE MAINTENANCE WORK . . . because 
of greatest under-car accessibility. Compact H-Frame of lift 
parallels car frame. 

~ LOW COST INSTALLATION . . 
and simple plumbing to install. Wheel locator mounts on 
no floor depression. 


. just one jacking unit 


. automatic, 


Write for complete information today! 


»” THE JOYCE-CRIDLAND COMPANY 


Designers and Builders of Lifting Equipment Since 1873 


U.S.A 


2027 E. FIRST STREET, DAYTON 3, OHIO 


CANADA: MIDLAND FOUNDRY & MACHINE CO., LTD., MIDLAND, ONTARIO 


NATIONAL 





Lambert G. Vaile, former retail 
marketing assistant for Queens dis- 
trict, succeeds Strickland as Brooklyn 
district manager. He has served with 
Socony since 1945. 

. 

Fred W. Long takes the new post 
of vice president in charge of sales 
for Rock Island Refining Corp., In- 
dianapolis. Long has been with Rock 
Island since 1945 as sales manager. 


J. P. Connell Caivin Houghiand 


J. P. Connell and Calvin Hough- 
land are chairman and vice chairman 
of the Tennessee Petroleum Indus- 
tries Committee for 1955-56. Connell 
is division manager of Arkansas Fuel 
Oil Corp. in Nashville. Houghland 


| is president of Direct Oil Co., Nash- 


ville. Charles C. Gilbert, Jr., is re 
elected executive secretary of the 
committee. 

. 


Marcus A. Markley and Thomas S. 
Horrocks are appointed general sales 
managers of Sun Oil Co., based in 
Philadelphia. Markley joined Sun in 
1924 and has been general manager 
of the industrial products department 
since 1948. Horrocks has been with 
the company since 1934. He has been 


| assistant regional manager in the New 


York division since 1951. 

Francis F, Palmer and James C. 
Tilley succeed Markley and Horrocks 
in their respective posts. Palmer 
joined Sun in 1945. He has been as- 
sistant manager of the general whole- 
sale department since 1954. Tilley 
came to Sun in 1937. He became sales 
manager in the Newark district in 
1953 

. 


Robert H. Collacott becomes direc- 
tor of public relations of Standard Oil 
Co. (Ohio). Frank J. Kovac is named 
associate director. 

Collacott has been with Sohio since 
1920. He has been assistant to the 
chairman of the board since 1952. He 
has held managerial positions in the 


| Cleveland and Toledo divisions’ serv- 


ice station organizations, in sales re- 
search at the Cleveland home office, 
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and in the Akron sales division. In 
World War II he was chief of the 
price section, petroleum products divi- 
sion, Office of Price Administration in 
Washington, D. C. 

Kovac joined Sohio in 1947 as staff 
assistant in sales research. He has been 
assistant to the vice president in 
charge of sales since 1953. Before that 
he held a number of positions in mer- 
chandising management in the Colum- 
bus division 

* 


F. W. Spooner 
is promoted to 
sales manager of 
Shell Oil Co.’s 
Sacramento, 
Calif., division. 
He was formerly 
district manager 
at Akron, Ohio. 
Spooner has been 
with Shell more 
than 22 years. He 
has worked as a 
division engineer, industrial products 
manager, and head office lubricants 
representative 


F. W. Spooner 


James W. Foley i elected executive 
vice president of The Texas Co. He 
joined Texaco in 1932 and has served 
in a number of producing department 
positions. Foley has been a vice presi- 
dent since 1953 and a director since 
September, 1954. 


W. GCG. Hume 
is appointed man 
ager of sales pro 
motion of Ander- 
son-Prichard Oil 
Corp. Anderson 
Prichard is ex- 
panding its mar 
keting operations, 
which now cover 
11 western states. 
Hume, who will 
have offices in 
Oklahoma City joined Anderson 
Prichard in 1954. Before that he was 
connected with Kanotex Refining Co. 
and Sovereign Service, Inc. He has 
been active in Ol Industry Informa 
tion Committee work 


W. G. Hume 


J. R. Owen, divisional sales man- 
ager for Carter Oil Co. at Denver, 
Colo., is elected chairman of the Col- 
orado Petroleum Industries Commit- 
tee. Floyd M. Burk, regional sales 
manager Of Phillips Petroleum Co., 
is vice chairman. W. H. Lichte, area 
manager of Sinclair Refining Co., is 
secretary-treasurer. 


Owen succeeds G. R. Dunehoo, 
regional sales manager for Skelly Oil 
Co. All officers are based in Denver 

6 

William F. Spieth retired Aug. 1 as 
Socony Mobil Oil Co.’s manager of 
industrial petroleum 
He has been with the company 
He is succeeded by 0. Karl 
Luther, who has been assistant man 
ager of the department for ten years 


products sales 
— 


years 


Assures 
“Follow 
Through” 
on Your 
Personnel 
Transfers! 


Jnited’s 490 agents and 
coast-to-coast network of 
warehouses, regional offices 
tock” are 


linked together into a high 


and “rolling : 


ly efficient transportation 
communications facilitice 


United is constantly 


suring complete control and superv 


A, 


United 


— 
United .. 


— ————r[ 


cy . meme) , 


tem by 


in touc! wit! 


Spieth joined Vacuum Oil Co. in 
1928. He was appointed to his last 
position in 1936. Luther came to 
Vacuum Oil in 1927 

+ 

R. S. Russell becomes manager of 
Shell Oil Co.’s Los Angeles market- 
ing district. He replaces R. W. Carr, 
who has been transferred to Seattle, 
Wash 

A Shell veteran of over 25 years 


the most modern 
By means of teletype 


your move a 


ion all the 


4 ee el Sontiged Vans 
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=F] about oil people 


Russell has spent the last seven as 
manager of the Santa Monica dis 
trict. Before that he held sales posi 
tions in California, Montana, and 
Utah 

R,. L. Parkhurst 
Syracuse, N.Y. to replace Russell at 
Santa Monica. Parkhurst has 
with Shell for 15 years. He has 
managed sales districts in Bridgeport, 
and Queens-Manhattan, N.Y 
He became manager at Syracuse in 
1950 


moves from 


been 


Conn., 


E. F. Tydeman becomes sales man- 
ager for wholesale and distributor 
sales in a set of organizational changes 
within the Baltimore, Md., division of 
Cities Service Oil Co 
Chesapeake Region 

Caleb C. Ewing becomes 
manager for retail sales. George W. 
Johnson is named manager of adver 
tising-promotion 

Tydeman entered the oil 
in 1935. He joined Cities Service in 
1949 as manager of operations. He 
was transferred to the sales depart 
ment in 1950 

Ewing began his oil industry career 
in 1937. His 


(Pa.’s) new 


sales 


industry 


retail and commercial 


sales background 
Washington, D. ¢ 
latest 
sales department. 

Johnson came to Cities Service in 
1949 in dealer promotion work. He 
was transferred to Baltimore as assist- 
ant sales manager in 1952 


includes posts in 
, and Baltimore. His 


position was in the wholesale 


H. ¢ Auld, Jr KR. B. Kluzek 


Henry C, Auld, Jr., Eugene heating 
oil distributor, is the new president of 
Oil-Heat Institute of Oregon, suc 
ceeding Charles R. Holloway, Jr., of 
Portland, who is now board chairman. 
Other officers are Clifford L. Arntson 
of Portland, vice president; Robert G. 
Hemphill of Portland, treasurer; and 
Joseph B. Young of Hood River, sec- 
retary. Directors, in addition to of 


“SPACE SAVER” 


liquid 
separator filter 


\, 


REMOVES SOLID CONTAMINANTS 
(DOWN TO 5 MICRONS) AND 
ENTRAINED WATER FROM LIGHT 
PETROLEUM PRODUCTS 


The scientific 


at Truck, Bus 


Saver unit will handle Kerosene 


way fo remove water and 


or Aircraft refueling stations. This 


dirt from fuel 
Space 


diesel fuel, gasoline and 


motor fuels at the rate of up to 60 GPM. Write for com 


plete information 


ficers, include Victor Milnes of Med- 
ford, Howard J. Smalley of Salem, 
William Moersch of Beaverton, James 
S. Coon of Portland, Kenneth I. Gus- 
tafson of Eugene, Merle Brown of 
Oregon City, J. Douglas Power, Van- 
couver, Wash., and Fred C. Macdon- 
ald of Portland. 

Richard B. Kluzek has been added 
to the group’s staff as assistant man- 
ager to aid Dale Josephson, executive 





Hillbilly (?) Executive 


Chester H. Lauck is appointed 
executive assistant of Continen- 
tal Oil Co., with headquarters 
in Houston. Over the last quar- 
ter century, Lauck made a radio 
and screen reputation as the first 
half of the hillbilly team of Lum 
and Abner. Now Continental 
Oil says it plans to “utilize his 
wide experience and __back- 
ground, both in business and as 
an entertainer, in our coast-to- 
coast operations.” Before his 
entertainment career, which be- 
gan in 1931, Lauck had several 
years of banking experience in 
Mena, Ark. 

















WARNER | 
Lewis 
Company 


BOX 3096 © TULSA, OKLAHOMA 


CORPORATION 
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secretary of association. Kluzek was 

formerly with Union Oil Co.’s retail Ask about 
marketing departments in Seattle and 

Portland. 


Oronite’s “cust f lation” 
= DEATHS ronite s cus om- ormu ad ion 


Donald L. Harper, 77, former di 
rector and foreign marketing execu z i b il dditi S 
tive of Standard Oil Co. (New Jersey), 0 U e Ol a 3 ive 
died Aug. | in Ft. Lauderdale, Fla 

Harper started with Jersey Standard 
as a stenographer in 1899. By 1914 he 
had risen through clerical positions to 
head the foreign trade department. In 
1928, the organization now known as 
Esso Export Corp. was formed, and 
Harper was elected its president. He 
was elected to the board of directors 
f Jersey Standard in 1935, In 1942 
Harper retired. 

Harper is survived by his widow, 
Mrs. Josephine Cody Harper, and 
three sons and a daughter. One son, 
John H., is associated with Jersey 
Standard’s marketing co-ordination 
department. 

. 


Edgar M. Clark, 85, former vice 
president and director of Standard Vo study additive performance — Mis 
Oil Co. of New Jersey and co-inven- Engine Fragrem Controtter proves 
tor of the first successful cracking - by means of pre-set punched tape 
process in the oil industry, died July close and reproducible control of test 
31 in Phoenix, Ariz. engines under a variety of speed 

Clark joined Standard Oil Co. of load and temperature conditions 
Indiana in 1890 as a shipping clerk simulating actual driving 
He soon transferred into refining, 
where he worked closely with Dr 
William Burton on the problem of 
cracking crude oil. In 1913 they de 
veloped the Burton pressure still, the 
first commercial cracking process for 
converting heavy oils into gasoline 
This process made enough fuel avail- 
able to drive 2 million more auto 
mobiles than under previous refining 
methods. The process was revolu 
tionary, and Standard Oil spent $1 
million to develop it. 

In 1918 Clark joined Jersey Stand 
ard as general manager of its Bay 
way Refinery, and inside of two years , 
was elected a company director. He progressively lower treating costs. 
was elected vice president in 1930 and 
retired in 1933 


| 
Oronite specializes in“custom-formulating” With Oronite Additives 
you can formulate oils to 
. ‘ . meet the new A.PL Service 
your price and performance specifications. Classifications and can 
Because of Oronite’s advanced research, meet specifications for 2 
104-B, MIL-0-2104, Supple- 


ment I and Series 2 oils 


additives to your exact needs meeting 


testing and manufacturing facilities, custom- 


compounding has been accomplished at eunse ensues caesuen 


Gas Odorants 
Polybutenes 
Phenol 


=." ° - al Wetting Agents 
finished oil with competitive advantages Fuel Oil Additives 


you need to win and hold a market. 


With a years-ahead additive program it 
‘ is possible that Oronite could provide your 
Paul E. Widau, 55, manager of the 
lubrication supply and plant opera 
tions department of Socony Mobil Oil Why not talk it over with an Oronite ad- 4 
Co.’s White Eagle division at Kansas ditive specialist. Contact our office nearest ® 


City, Mo., died July 20 in Kansas you. ae a 
City. 4 . ee 


Widau joined the old White Eagle 
company in Topeka, Kan., in 1923. In MIT i 
1926 he became manager there. He 206 Be ‘ ay tS ay tin 
was transferred to Kansas City 15 eee w Plexa, b rk 20, ; ; sth 
years ago to become manager of the , 
White Eagle division plants in Kansas 
City, Omaha, and St. Paul o 
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LUBEROOM of the MONTH 


: yy 


TH/S 
——s ATTRACTIVE SHURE UNIT SELLS MORE GASOLINE AN 1bA PRODUCT TTR 


i E- =e. -@- =e Sone see" 


PRS & 


oI Eb bebe eve 
io 


This 26 ft. long by 9 ft. high Shure unit 
sells more gasoline, oil, and TBA items, too. 


WITH SHURE MERCHANDISING FIXTURES 


Every square foot of space sells 
eyiul more service...more gas and oil 


% 
Shure engineers are currently designing and manufacturing selling-fixtures that 
bring in greater sales and profits to many of America's leading oil companies. 
A ; Your stations, too, will sell more home, garden, do-it-yourself, TBA items AND 
MORE GAS AND OIL when they're planned right with Shure-built interiors. 


—j 





~ 


7 Write for folder showing full line and suggested 
p) AU 


arrangements for sales-room and lube-room. 


‘ sahure 


MANUFACTURING CORPORATION 














™~ 


8. Fi 1601 S. HANLEY RD. + ST. LOUIS 17, MO. 
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COMING MEETINGS 


SEPTEMBER 


Assn. of Desk and Derrick Clubs of North 
America, fourth annual convention, New 
York City, Sept. 2-3 

North Carolina Oil Jobbers Assn., annual 
meeting, Mayview Manor, Blowing Rock, 
Sept. 5-7 

Michigan Petroleum Assn., annual meeting, 
Pantlind Hotel, Grand Rapids, Sept. 8-9 

Oil Industry Information Committee, Conrad 
Hilton Hotel, Chicago, Sept. 8-9 

American Petroleum Institute, Div. of Mar- 
keting, lubrication committee, Traymore Ho 
tel, Atlantic City, Sept. 14 

National Petroleum Assn., 53rd annual meet 

Hotel Traymore, Atlantic City, Sept 
14-16 

National Petroleum Marketers Assn., Daytona 
Plaza Hotel, Daytona Beach, Sept. 15-16 

Alntermountain Oil Jobbers Assn., annual 
meeting, Ft. Douglas Country Club, Salt 
Lake City, Sept. 16 

ATri-state oil jobbers meeting of Alabama- 
Mississippi-Tennessee, Buena Vista Hotel, 
Biloxi, Miss., Sept. 18-20 

Kentucky Petroleum Marketers Assn., Phoenix 
Hotel, Lexington, Sept. 22-23 

American Society of Mechanical Engineers, 
Petroleum Division, annual meeting, Roose- 
velt Hotel, New Orleans, Sept. 25-28 

Independent Oil Compounders Assn., annual 
meeting, Hotel Bismarck, Chicago, Sept. 26 
2 


AConnecticut Petroleum Assn., jobber man 
agement institute, of Connecticut 
Storrs, Conn., Sept. 27 

Ohio Petroleum Marketers Assn., Ine., fal! 
conference and golf tourney, Netherland 
Plaza Hotel, Cincinnati, Sept. 27-28 


OCTOBER 


American Society for Testing Materiais, Com- 
mittee D-2 Petroleum Produets and Lubri- 
cants, Statler Hotel, Washington, D. C., 
Oct. 2-6 

fexas Mid Continent Oil & Gas Asen., annual 
meeting, Hotel Baker, Dallas, Oct. 3-4 

Oil Progress Week, Oct. 9-1". 

Indiana Independent Petroleum Assn., Hote! 
Severin, Indianapolis, Oct 2-13 

South Dakota Independent Oil Men’s Assn., 
annual meeting, Corn Palace, Mitchell, 
Oct. 12-18. 

Nebraska Petroleum Marketing Inc., annual 
meeting, Paxton Hotel, Omaha, Oct. 18-19 
Petroleum Marketers Assen. of Texas, annual 

meeting, Adolphus Hotel, Dallas, 19-21 

Arkansas Independent Oil Marketers Assn., 
annual meeting, LaFayette Hotel, Little 
Rock, Oct. 20 

Pennsylvania Petroleum Assn., annual meet- 
ing, Pocono Manor Inn, Pocono Manor, Oct 
23-25. 

National Assn. of Oil Equipment Jobbers, 5th 
annual meeting, Hotel President, Kansas 
City, Oct. 23-25 

Virginia Petroleum Jobbers Assn., Roanoke 
Hotel, Roanoke, Oct. 27 

Empire State Petroleum Assn., fal! meeting 
Concord Hotel, Kiamesha Lake, Monticello, 
Oct. 30-31, Nov. 1-2 





National Petroleum News 


) 


“Dammit, | am looking my pleasant- 
esti” 

















Independent Petroleum Assn. of America, an- American Petroleum Institute, 35th annual 


nual meeting, Jefferson Hotel, 


Oct. 30-Nov. 1. 


Louis, meeting, San Francisco, Calif., Nov 14-17 
Transportation Group of the Petroleum Indus- 


National Lubricating Grease Institute, annual try, annual meeting, San Francisco, Calif., 


meeting, Edgewater Beach Hotel, 


Oct. 30-Nov 1-% 
APetroleum Mark 


New Yorker, New York City, 


Nov. 1-2 
NOVEMBER 


Chicago, Nov. 14-17 


> 
eting Trades Show, Hotel DECEMBER 
Oct. 31 Interstate Oil Compact Commission, Hote! 


m Fonda, Santa Fe, Dee 
The Oil Industry TBA Group annual meeting 
Chase Park Plaza Hotel, St. Louis, Dee. 4-6 


National Oil Jobbers Council, annual meeting, Packaging Inatitute, Petroleum Packaging 
; 2-4 


Sherman Hotel, Chicago, Nov 
Society of Automotive Engineers, 


Committee, Benjamin Franklin Hotel, Phila 


fuela and delphia, Dec. 6- 


lubricants meeting, Bellevue-Stratford Hotel, Oil Industry Information Committee, full mem 


Philadelphia, Nov. 9-10 


bership meeting, Waldorf-Astoria, New York 


AAssn. of American Battery Manufacturers, City, Dec. 8-9 


Inc., Edgewater Beach Hotel 


Nov. 14-16 


Chicago 


A Pirst Listing 


fzashoy Starliner “100” 


\° . { IN 
ITS QUALITY 


BEAUTY 
PERFORMANCE 
and ata Zow price! 


/ 


Gasbey First 4bgatn... 


brings you the beautiful new 
Starliner “100” with the great- 
est advances ever in its field. 
Now, at really low cost, you 
can equip consumer-commercial 
accounts with a pump having 
important advantages found 
only in high priced pumps. 
High-lighting the many Model 
“100” features is the ROLLER 
REGISTER to provide accurate 
individual readings up to 100 
gallons . . . big bronze lifetime 
meter .. . speedy 14 g.p.m. 
million-proof pumping unit. . . 
AND many other exclusive fea- 
tures making the Starliner the 
outstanding value in consumer- 
commercial pumps. 


Write fer complete infor- 
mation, or better still, let 
us ship you a value-packed 
Starliner today. 


FOR FARMS-FLEETS-INDUSTRY, ETC. 
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UNDERWRITERS APPROVED 








UNDISPLAYED RATE 
$1.50 a line. Minimum 3 lines. To figure ad- 
vance payment count 5 overage words as o 
line, (see ¥ on Box Numbers.) 
POSITION WANTED. Undisplayed rate is one 
half of above rate, poyable in advance 
PROPOSALS, $1.50 cents a line an insertion 


Send NEW ADVERTISEMENTS to Classified Advertising Division, NATIONAL 


CLASSIFIED 





INFORMATION 

BOX NUMBERS count one additional line in 
undisplayed ads. 

DISCOUNT OF 10% if full payment is made 
in advance for four consecutive insertions of 
undisplayed ads (not including proposols). 

AN ADVERTISING INCH is measured % inch 
vertically on one column, 3 columnas—30 inches 

to a page 


PETROLEUM NEWS, 


DISPLAYED RATE 
The advertising rate is $14.50 per inch for 
Equipment and Business Opportunity advertis- 
ing appearing on other than a contract basis. 
Contract rates quoted on request. 
Employment opportunities—$15.65 per inch, 
subject to Agency Commission 


330 W. 42nd St., N. Y. 36, N. Y. 


SECTION CLOSES September &th for October issue. 





STEEL STORAGE TANKS 


Railroad Tank Car Tanks 
6,500 to 12,000 Gal. Cap. 
Coiled and Non-Colled 
Cleaned — Painted — Tested 
Heavier — Sater — Cheaper 
Other Tanks Too 
Also —~ Complete Tank Cars 
6,600 and 10,000 Gal. Cop. 
Your Inquiries Solicited 


MARSHALL RAILWAY 
EQUIPMENT CORPORATION 


50 Church Street 
Phone: COrtiandt < 
New York 7, N. Y. 








FOR SALE 


1000 gallon tank truck, five compartment, 
excellent condition, mounted on Chevrolet 
truck. Pump meter, air eliminator and hose 
reel 


700 gallon, truck tank, streamlined and 
chrome trim, four compartment pump, 
meter, air eliminator, hose and reel, mount 
ed on 1949 Dodge. Excellent condition 
870 gallon truck tank not mounted. 


Harden Bros. Oil Co. 
Oakland City, Ind. 
Phone 212W 








FOR SALE 
One 2000 gallon two compartment trailer 
with 614 Diamond T Tractor. Good condition. 
C. H. MILLER 


325 N. Fourth Street, Zanesville, Ohio. 








WANTED 


EMPTY CANS 


SURPLUS STOCKS — MISPRINTS 
DISCONTINUED BRANDS — OVER RUNS 
LITHO 1 & 5 QT, 2 & 5 GAL 


WARREN OIL CO. 
OMAHA 8, NEBR. 








WANT TO BUY 





RETAIL FUEL OIL BUSINESS 


° 2,000,000 gallons or more in East Nassau 
or West uffolk area of Long tstand 
Principals only 


BO 7421 National Petroleum News 
430 W. 42 St., New York 36, N.Y 








ASPHALT CONSULTANT 
Professional Consulting Service in Asphalt Refinery 
Operations; Paving and Roofing Asphalts; Specialties, 
Emulsions, Plastics; Soil Stabilization. Problems in 
Anolied Rheology 
FORMULATIONS + APPLICATIONS + HIGH- 
WAY ENGINEERING + RUBBERIZED ROADS 

EDWIN J. BARTH 
54 WEST STREET, NORTHAMPTON, MASS. 











REPLIES (Box No.): Address to office nearest you 
NEW YORK: 330 W. 42nd St. (36) 
CHICAGO: 520 N. Michigan Ave. (11) 
SAN FRANCISCO: 68 Post St. (4) 


EMPLOYMENT 


Position Vacant 


Wanted 


service 


Experienced man for selection of 
tation sites in Greater Chicago area. An 
excellent opportunity in the sales organization of 
a Vigorous independent refining company. P-7431, 
National Petroleum News 


Selling Opportunities Offered 


Experienced Salesman wanted to travel large 
territory. Must have previous sales experience, 
preferably in the petroleum industry. Between 
ages of 25 and 35. Excellent opportunities for 
the right man with rapidly expanding company 
Beginning salary $4,500. to $6,000 a year. Auto- 
mobile and expenses provided. Only experienced 
personnel need apply. Write complete paat history 
to SW-7508, National Petroleum News. All appli- 
cations will remain confidential 


Wanted: Manufacturers’ Representative. Must 
be presently contacting Major Oil Companies, in- 
dependents, oil pump and 
tank installers, truck tank manufacturers. To 
sell petroleum marketing valves and fittings 
RW-7501, National Petroleum News 


1 RQUIPMENT--ased-sirphus 


For Sale 


equipment jobbers, 


We've got 20 trailers on the lot — and we 
don't want to see them next month. Somebody's 
going to get a bargain out of it, because we've 
priced them at a sacrifice. Some brand new, some 
nearly new and a few in fair shape. 2,900 gal 
MC-310 acid and chemical, 6,700-7,400 gal. MC- 
103 petro, & 5,500 gal. insulated asphalt tankers 

all tandem semis. Prices range from $2,300 to 
$6,700--a price to fit your budget, no matter 
what your needs. Remember, some of these are 
Brand New! Come & get ‘em. Also 7 x 20 
used rims——-selling these by the armload! Write 
wire, phone J. Rebo, Eldon Miller, Inc Iowa 
City, lowa 


For Sale 35 Service Station Pumps. Some re- 
conditioned me used aynes, G & B's, Ben 
netts malo All computers, Will sell all or 
part. Can be seen at our plant, Milford, Dela- 
ware. Send for detailed listing. Cox Distributing 
Company, Easton, Maryland 


For Sale Autocar Cab over Engine — 3,000 gal- 
lon tank 23,000 mile * pump for #4 and #6 
| air reel--1\” hose for #2 oil with Auto 
matic Ticket Printer -10 wheels 10x24 tire 
$2575.00. Kings County Stoker & Fuel Corp., 236 
Wolcott St., Brooklyn 31, N. Y. Ma 4-8556 


NATIONAI 


For Sale 


For Sale — Tractor-Trailer 1946 White Tractor 
equipped with pump and 2000 gallon, two com- 
partment trailer. The trailer has meter and hose 
for fuel oil deliveries. Price reasonable——located 
in Cincinnati, Ohio. FS-7194, National Petroluem 
News 


«BUSINESS OPPORTUNITIES! 


Bulk Oil Plants—Propane Gas plants selected 
properties throughout the midwest. We specialize 
in petroleum properties. Petroleum Marketers 
605 Produce Bank Blidg., Minneapolis 3, Min- 


nesota 





For Sale Bir h Alab oil equip t 
supply co., exclusive lines for state, $25,000 in 
stock and equipment. BO-667%, National Pe- 
troleum News 





Wanted to Buy—Petroleum distributorship in 
the western New York area. Write BO-726% 
National Petroleum News 





What Is 
Your Need? 


Do you need competent men 
for your staff? Ven expert: 
enced in the Petroleum in- 
dustry. Men to fill executive, 


sales or technical positions? 


Or are you looking for—or 
offering —a 
tunity of special interest to 
in the industry 
by this publication? 


business oppor: 


men served 


Or are you seeking buyers 
for surplus used equipment, 
or want to buy such equip- 
ment? 

The solution of any of these 
needs can logically be found 
first among other readers of 
National Petroleum News. 
You can get their attention, 
at small cost through an ad- 
verti ement in this “CLAS- 
SIFIED” Section of NA- 
TIONAL PETROLEUM 
NEWS. 











PETROLEUM NEWS °¢ September, 1955 





ADVERTISERS 


This index is published as a conven 


ience to the readers. Every care is 
taken to make it accurate, but Na 
MONAL PETROLEUM NEWS assumes no 


responsibility for errors or omissions 
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MODEL 55 


Submerged Pump and 
Motor Units are shown 
in a modernized neigh- 
borhood station. Can be 
installed in your existing 
tanks wherever they 
may be located, 


Wi 
SUBMERGED 
PUMPING! 


t —_ 


MODEL 300 PEDESTAL 


Island pedestals are identical in appearance to 
Tokheim’s new 300 series. Quiet, easy to operate 
and pleasingly styled, they are equipped with ex- 
clusive Tokheim hydraulic control valves which 
equalize pressure in the entire system. They also 
feature a new “magic eye” which automatically 
illuminates when remote control pump is operating. 
See your Tokheim representative. Write for bulletin. 











Whether you plan to build or modernize-specify 


SERVICE SYSTEM 


-- 


Whether you build new or modernize an existing station, there’s nothing 
to equal the Tokheim Central Service System. Its powerful submerged 
pumps actually push fuel to island dispensers, eliminating vapor lock 
and other problems posed by temperature, altitude, long suction lines, 
large storage tanks and modern fuels. It’s the safe, efficient, economical 
way to handle today’s pumping problems. Whether you are building or 
remodeling—buying four island dispensers or forty—you will find the 


Tokheim Central Service System ideally suited to your needs. 


OKHEIM 


Amora beremest Buide, of 
GASOLINE PUMPS 


There is no substitute for TOKHEIM QUALITY / 


TOKHEIM CORPORATION 


DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 
FORT WAYNE SINCE 1901 INDIANA 





Subsidiaries: Tokheim WN. V., Leiden, Holland—GenPro, inc., Shelbyville, indiane 
Factory Branch: 1309 Howard Street, San Francisco 3, Califarnia 
Canadian Distributor: H. Reeder, 205 Yonge $t., Toronto, Ontario 





Increase your fall changeover 
profits by switching to multi- 
graded oils for all-weather use. 


Balk Ca, 
is : Shen, a eV 


pie 


For fall changeover be ready to— 


OFFER YOUR CUSTOMERS MULTI-GRADED OILS 
FOR SALE UNDER YOUR OWN BRAND NAME 


Throughout the country car owners are getting 
to know the basic advantages of multi-graded 
oils for modern high-output engines: low enough 
viscosity at low temperatures to provide easy 
starting and prompt lubrication; and high vis 
cosity at high operating temperatures to prevent 
excessive consumption and to give adequate 
protection. 


Sun can supply you with finished multi-graded 
oils or base stocks to blend your own SAE 5W- 
20 and SAE 10W-30 


Both ways, you get a low-carbon product that 
helps reduce combustion chamber deposits and 
eliminates preignition and knocking. In addi 
tion, Sun’s Multi-Graded Oils have a high level 
of detergency to prevent harmful sludging in 
cold weather. There’s proof, too, that their con 
tinued use can reduce octane requirements by 
several numbers 


Get set now for more profits ahead. For com 
plete information call your Sun Representative 


today at any of the offices listed below 





BOSTON HU bbard 2-7765 DALLAS 


CHICAGO HA rrison 7-2562 DETROIT ... 


CINCINNATI GA rfield 3930 JACKSONVILLE 


CLEVELAND . VU lean 38-6100 MONTREAL 


PRospect 1611 
... WOodward 1-7240 
EX brook 8-5715 
WI libank 2131 


NEW YORK City. LE x 
PHILADELPHIA ...KI nysley 6-1600 
PITTSBURGH GRant 1-1645 


TORONTO GLadstone 358] 





GENERAL WHOLESALE DEPARTMENT 


SUN OIL COMPANY, PHILADELPHIA 3, PA. 


IN CANADA: 


SUN OIL COMPANY, LTD., TORONTO AND MONTREAL 





